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A SUPERIOR CLOTH 
WITH OUTSTANDING QUALITY 


Drawn From Open Hearth 
Copper Bearing Steel 


Drawn One-Quarter Gauge 
Over-Size 


Electro-Plated with 
8% to 10% Zinc Coating 


Covered with Heavy Coat 
0 Transparent Varnish 
ae GAUGES EACH WAY OUR OTHER 


at nd 
100 tineat FEET 10% 


28 INCH a 12 Mesh, No. 33 gauge BRANDS OF CLOTH 


each way. 


4 
estes 14 14 Mesh, No. 33 gauge Cortland Black Enameled 
{ e \ oa each way. . ie 
IRE cLotH, i 16 Mesh, No. 33 gauge White Metal Finish 
VV ea filler. Wickwire Premier 
fe oo oo Wickwire Bronze 


q 18 Mesh, No. 34 . ° 
Wick »p cat way. ani Wickwire Copper 


YOUR JOBBER WILL SUPPLY YOU 


ee vn con 

14 mesn 33.330 
ULL FINISH 
bw os “ 


WICKWIRE BROTHERS 


Entire Factory and Offices 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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And so it is! As Paris as Place de la Concorde. As Paris as a frock by Callot or a hat by Madame 
Agnés. Speaking, of course, about these new chests and trays designed in Paris for 
1847 Rocers Bros. Silverplate. Designed by one of the leading decorative artists in Paris. 
He has taken red-and-silver, and silver-and-gold, and a great talent and created the smartest 
silverware containers that ever helped to make a sale faster . . . easier... and more profitable. 


> “eights” and “sixes.” 


All patterns can be procured in Paris clothes ... and in “twelves,’ 
No 1929 silverware counter is quite complete without them! Write for booklet JH to 


Dept. E, International Silver Co., Meriden, Connecticut. Salesrooms: New York, Chicago, 


San Francisco ... Canada: International Silver Company of Canada, Ltd., Hamilton, Ontario. 





NO, 834M IN SILVER-AND-GOLD TRAY.. AMBASSADOR PATTERN ILLUSTRATED. KNIVES WITH MIRROR FINISH STAINLESS BLADES, $69.75 [RETAIL PRICE} 


1847 ROGERS BROS. 


SILVE RPLATE 
INTERNATIONAL SILVER CO 
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class matter May 22, 1913, at the Post Office at New York, under the Act of March 8, 1879. (Printed in U, S. A.) $3.00 per year. Single copies 
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SIXTY YEARS THE MAKERS OF QUALITY BUILDING TOOLS 











BUT STILL PIONEERS 


IN THE DEVELOPMENT OF TOOLS THAT 
—Make the Day’s Work Easier 
—Give Better Value for the Money 
—Satisfy the Good Workman 
—Build Business for the Jobber and Dealer 


To Our Jobbers and Dealers ‘ 


On our sixtieth birthday, we take great 
pleasure in thanking you for your rec- 
ognition and appreciation of our sincere 
intentions to produce no tool which you 
are not proud to sell—which the good 
workman is not proud to own—which 
we are not proud to make. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers Of Fine ‘Toots 
2ii14 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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Show your customers how easily Bakelite Molded Door Knobs can be substituted for shabby metal ones. 


It is easy to replace shabby metal knobs 
with new ones of Bakelite Molded 


TAINED and tarnished metal 

door knobs are seen everywhere, 
disfiguring doors that still look new. 
Here is a large, ready market for hard- 
ware dealers who will demonstrate to 
customers how easily and quickly old 
knobs can be removed, and fine appear- 
ing Bakelite Molded knobs installed. 
A screw-driver, a few minutes time, 
and the job is done. 


Bakelite Molded Door Knobs are made 
to standard sizes, and to fit the spin- 
dles of any standard latch set. They 
are very strong and do not dent, shat- 


ter or chip. The color goes clear 
through and cannot wear off. They 
neither corrode nor stain in any cli- 
mate. The permanent surface lustre 
is acquired in the mold, and there is no 
lacquer or other coating to rub off or 
peel. 


Bakelite Molded door knobs and sets 
are regularly obtainable in brown and 
black, and are moderate in price. An 
examination will quickly convince you 
of their many points of superiority. If 
your jobber does not carry them, write 
to the manufacturer, National Brass 
Company, Grand Rapids, Mich. 


BAKELITE CORPORATION 
247 Park Avenue, New York, N. Y. Chicago Office, 635 West 22nd Street 


BAKELITE CORPORATION OF CANADA, LTD., 


163 Dufferin St., Toronto, Ont. 





THE MATERIAL OF 


A THOUSAND USES 


“The registered Trade ae an aera aes ote aaaw Se mend ely 0 pentects made Sram stebents 
by Bakelite Corporation Under the capital ““B” is the numerical sign for infinity, or unlimited 
present 


manufactured 
quantity It symbolizes the infinite number of 


and future uses of Bakelite Corporation's products.” 
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REGULAR AND LIGHTWEIGHT 
SAWS IN NEW DISSTON LINE 


With the new line of Disston 
Hand Saws you can please every 
customer, whether he wants a 
regular pattern (standard width) 
saw or a lightweight (ship) pat- 
tern saw. 

For in the new line there are 
eight regular pattern saws and 
seven lightweight saws, all of 
which are illustrated here. 

Because consumers are demand- 
ing both regular and lightweight 
patterns of the new Disston Saws, 
you will want to have both styles 
in stock. 

Make up your order from this 
list, to insure getting the new 
saws in the right numbers, 
lengths and points. 

Then send your order to your 
jobber, who can make prompt 
shipments. 
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D-15 Lightweight, Straight Back 

Improved pattern rosewood handle. New grip, 
roomy and comfortable. New carving, new 
weatherproof finish, nickel-plated screws. Diss- 
ton true-taper grind. This and D-115 are the 
finest hand saws on earth. Blades 24” and 26”, 
cross-cut, 7, 8, 9, 10 and 11 point; rip made in 
26” length, 5%4 and 6 point. 


ga 


D-115 Regular Pattern, Skew Back 


Carved rosewood handle with new weather- 
proof finish; nickel-plated screws. True-taper 
grind. Blades, cross-cut, made in four lengths: 
20”, 11 point only; 22”, 10 point only; 24”, 10 
and 11 point; 26”, 7, 8, 9, 10 and 11 point. Rip 
made in 26” length only, 5% and 6 point. 


eK 


D-12 Regular Pattern, Straight Back 


Blade made narrower. Improved pattern of 
applewood handle, carved; new weatherproof 
finish. Nickel-plated screws. More beauty. 
Disston true-taper grind. Blades, cross-cut, 20”, 
made with 10 and 11 points, 22”, 8, 9, 10 and 
11 point; 24”, 7, 8, 9, 10 and 11 point; 26”, 
6, 7, 8, 9, 10 and 11 point, and 28”, 7 and 8 
point. Rip, 24”, 5%4, 6 and 7 point; 26”, 5, 
5% and 6 point; 28”, 5% point. 
























D-12 Lightweight, Straight Back 


Improved pattern of applewood handle, 
carved; new weatherproof finish. Nickel-plated 
screws. Greater beauty. Disston true-taper 
grind. Blades, cross-cut, 24”, 7, 8, 9, 10 and 11 
point; 26”, 7, 8, 9, 10 and 11 point. . Rip, 24”, 

int only; 26” in 5% and 6 point. 


made 7 po 








D-23 Lightweight, Straight Back 
Improved pattern of applewood handle, carved; 
new grip, roomy and comfortable; new weather- 





roof finish. Brass screws. Greater beauty. 

isston true-taper grind. Cross-cut made in 
these lengths and points: 20”, 10 and 11 point; 
22”, 9, 10 and 11 point; 24”, 7, 8, 9, 10 and 11 
point; 26”, 7, 8, 9, 10 and 11 point. Rip made 
in 24”, 7 point, and 26”, 5, 514, 6 and 7 point. 
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D-20 Lightweight, Skew Back 

Same as D-23, except that it has skew back 
instead of straight back. Improved pattern of 
applewood handle, carved; larger hand-hole; 
new grip; new weatherproof finish. Disston true- 
taper grind. Cross-cuts, 20”, 10 and 11 point; 
22”, 10 and 11 point; 24”, 8, 9, 10 and 11 point; 
26”, 7, 8, 9, 10 and 11 point. Rip made in 26” 
length, 554 and 6 point. 











D-16 Regular Pattern, Straight Back 


Blade made narrower. Improved pattern of 
applewood handle; new weatherproof finish; 
brass screws. Higher polish, greater beauty. 
Disston true-taper grind. Cross-cuts made in 
these lengths and points: 20”, 10 point; 22”, 10 
point; 24”, 9 point; 26”, 7, 8, 9, 10 and 11 
point. Rip made only in 26” length, 5%4 and 
6 point. 





D-16 Lightweight, Straight Back 


Improved pattern of applewood handle; new 
weatherproof finish. Brass screws. Higher pol- 
ish; more beautiful. Disston true-taper grind. 
Cross-cut made only in 26” length, 7, 8, 9, 10 
and 11 point. Rip made 26”, 5% point. 


‘a8 i 


D-8 Regular Pattern, Skew Back 


Higher polish; greater beauty. Applewood 
handle, with new weatherproof finish. Brass 
screws. Disston true-taper grind. Cross-cuts: 
16”, 9 and 10 point; 18”, 9, 10 and 11 pojnt; 











THESE FEATURES 
MEAN MORE SALES 


Every saw in the new Disston 
line is a masterpiece of saw 
making—new in every feature: 


Greater beauty. 

Lighter blades. 

Narrower blades. 

True-taper grinding. 

Thin, yet stiff. 

Higher polish. 

Striped backs on all saws. 

New handle designs. 

Weatherproof finish handles. 

New handle tags. 

Better boxes; new labels. 

Display them now—they are 
the most beautiful hand saws ever 
made... the easiest saws to sell. 





20”, 8, 9, 10 and 11 point; 22”, 8, 9, 10 and lh 
point; 24”, 7, 8, 9, 10 and 11 point; 26”, 5, 6, 7, 
8, 9, 10 and 11 point; 28”, 5, 6, 7 and 8 point. 
Rip made 22”, 7 point; 24”, 5%, 6, 7 point; 
26”, 4%, 5, 5%, 6 point; 28”, 4%, 5, 5%4 and 
6 point. 


D-8 Lightweight, Skew Back 


Differs from D-8 Regular Pattern in width of 
blade only. Higher polish, more beautiful. Ap- 
plewood handle; new weatherproof finish; brass 
screws. Disston true-tapered grind. Made in 
26” length only, 7, 8, 9, 10 and 11 point. Rip, 
26”, 5% point. : 
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D-7 Regular Pattern, Straight Back 


Improved pattern of beechwood handle, new 
weatherproof finish; brass screws. Higher pol- 
ish; greater beauty. Disston true-taper grind. 
Cross-cut made in all lengths from 16 to 28”; 
16”, 9, 10 point; 18”, 9, 10, 11 point; 20” and 
22”, 8, 9, 10, 11 point; 24”, 7, 8, 9, 10, 12 
point; 26”, 5, 6, 7, 8, 9, 10 point; 28”, 6 and 
7 point. .Rip made in 22”, 7 point; 24”, 5%, 
6, 7 point; 26”, 5, 514, 6, 7 point; and 28”, 5 
and 5% pt. 












D-7 Lightweight, Straight Back 

Differs from D-7, Regular Pattern, in width 
of blade only. . Improved pattern of beechwood 
handle, new weatherproof finish; brass screws. 
Higher polish, greater beauty. Disston true- 
taper grind. Made in 24” and 26” lengths only: 
Cross-cut, 7, 8, 9 and 10 point. Rip, 24”, 7 
point only; 26”, 5% point only. 








D-112 Regular Pattern, Skew Back 


Blade made narrower, with higher polish, 
greater beauty. Improved pattern of applewood 
handle; new weatherproof finish; brass screws. 
Disston true-taper grind. Cross-cuts, 20”, 10 
point; 22”, 10 point; 24”, 9 and 10 point; 26”, 
7, 8 and 10 point. Rip made in 26” length, 5% 
point only, 


— « 
— = FVM MANIA 


D-120 Regular Pattern, Skew Back 


Hollow ground for clearance; no set required. 
Blade made narrower. Shape of teeth changed; 
easier to file. Disston Special Extra-Slim Blunt 
Saw File should be used in sharpening. High 
in temper. Carved applewood handle; new 
weatherproof finish; nickel-plated screws. Made 
in 26” —— only. Cross-cut, 7, 8, 9, 10 and 
11 point. Rip, 5% point. 








D-17 Regular Pattern, Skew Back 

Double-duty saw; used for both ripping and 
cross-cutting. Also cuts well diagonally across 
grain. Blade made narrower. Improved pattern 
of beechwood handle; brass screws; new 
weatherproof finish. Disston true-taper grind. 
Higher polis>. greater beauty. Made in one 
length of blade only—26 inches. 


The well-known American Boy 
Saw is retained in the standard 
20-inch length, either straight- 
back or skew-back, 9 points. 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,” PHILADELPHIA, U.S. A., Canadian Factory, Toronto 
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ncing The New Myers 
fase Oiting NGINE DRIVEN 


Water Systems 
with ALL of the Fe us Myers Features 


i 



























Myers Self-Oiling Engine Driven Shallow Well 
Power Pump connected to pressure tank. Ideal 
for service where water is to be pumped from a 
shallow well or cistern. Economical too, when it 
comes to operation and maintenance, Volume up 
to 500 gallons per hour. 







Myers Self-Oiling Engine Driven Deep Well 
Power Pump with engine connected to pressure 
tank. A deep well outfit that will supply an 
abundance of water to the home, farm, summer 
cottage, service station and similar places. 























Timed to inject new life into new Fall Water System Business, there is a 
real money making market for Myers Self-Oiling Engine Driven Water 
Systems surrounding you. Why not take advantage of the profitable sales 
opportunity this new line has opened up and increase your water system 
business during the off season of the year. 

Simple, compact units, easy to install, economical to maintain, dependable 
for service, they bring modern water conveniences to any home or farm, 
country estates or other isolated place where high line service has not already 
spread its magic power. 

Shallow or deep well systems complete with engine ready to install. 
Capacities to 500 gallons of water per hour. Styled for use with any type of 
pressure tank. They offer many unusual advantages which are highly acceptable 
from both a profit and a service standpoint. 

Don’t pass up the opportunity to increase 
your water system business this Fall. Win- 
ter is just ahead. The thought of trips to 
outside toilets, distant wells and cisterns 
through all kinds of weather is nature’s own 
talking point in favor of modern water 
facilities. Now is the time to act. Write or 
wire for literature and prices. 





















mz F.E.MYERS & BRO.co: 


ASHLAND, OHIO. 
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Myers Self-Oiling Engine Driven Shallow Well 
Power Pump with 3%. H. P. engine complete 
ready to be connected to water lines and pressure 
tank (any style). Just as practical for open tank 
or other service: 


Myers Self-Oiling Engine Driven Deep Well 
Power Pump with 3% H. P. Engine complete ex- 
cept down or suction pipe and lower cylinder 
ready to be connected to water lines and pressure 
tank (any style). Also furnished without air cyl- 
inder for open tank or other service. 
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Compare U.S.Poultry Fence 






























































{ Makers Also of bs th th ti 
iurcrat tee | With any other netting! 
Gates----Steel Posts 

A Complete Line of W RITE today for a miniature 
Farm Fence Hog Fence sample roll of U. S. Poultry Fence! 
Poultry Fen Lawn Fen : ‘ P 
ine - Examine its modern design and construction! Note, 
tens Rain that like in farm fence, the line wires run parallel! Note, 
too, how the interlocking hinge joints lock the line wires 
Steel Posts so securely that they can not slip, spread or unravel. 
\N Cees Bester Telit See how uniformly this superior netting is woven; 
\ how even its tension. Then, judge for yourself why 
\N U. S. Poultry Fence is breaking all records for sales and 
\ profits everywhere! 
AN |) a U. S. Poultry Fence is the original straight-line netting. 
Nw Today, as always, it is sold only through the regular 
ANY | | wholesale and retail channels. If you are not already 
\\\SEEEEL "] ‘cashing in’’ on the amazing demand for this fast-selling 
B\\ ERE line, write for the FREE sample roll and catalog. 
: DN Indiana Steel & Wire Company 
: Lin. . Muncie, - - Indiana 
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Quality and Distinctiveness 


... Speed turnover 


Any hardware dealer aiming to sell high-class ‘merchandise 


will always stock 


ALLEN’S SOLE STRIPS 
A distinctive way of marking every strip with the Allen name 
identifies it as quality merchandise. 


Allen’s Sole Strips are the aristocrats of sole leather sold 
through the hardware trade for shoe repairing. 


You can be positive that you are offering your customer 
the highest quality sole in 


ALLEN’S SOLE STRIPS 
Sold by ' 


THE UNITED STATES LEATHER SELLING CORP. 


New York Boston Chicago Cincinnati St. Louis Richmond 


Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 
. x ‘ ™ . ER . 
Ne a 
“a THER oe 


NOTHING TAKES THE PLACE OF LEATHER 
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PLUMB TOOL 


in Christmas Boxes 


Make them your leading 
“Gifts for Men 


to interest women shoppers 


PLUMB AUTO HAMMER 
No.373 X. Packed separately 
in Gift Boxes. Gift card in 
each. Your price, $9.80 dozen. 
Consumer price, $1.25 each. 


PLUMB 

SCOUT AXE 
No.682 X, with leather 
sheath. Packed _ in Gift 
Boxes, Gift Card in 
each. Your price, $15.25 
iozen. Consumer price, 

-90 each. 















gift cards 
—in your 
windows—in 


PLUMB HATCHET 
No. 2962 X. Packed sepa- 
rately in Gift Boxes. Gilt Card 
in each. Your price, $13.10 
dozen. Consumer price, $1.65 
each. 


FINEST OF ALL 
The Plumb Autograf Nail Hammer and Auto- 
raf = Hatchet—fit og . jeweler's window. 
se em as your main features to attract 
PLUMB NAIL HAMMER women. Your ee: Autograf Nail Hammer 
No. 81 X. Packed separately in AN 11% X, $16.00 per dozen. Consumer price, 
Gift Boxes. Gift Cone in each. $2.00 each: Autograf Half Hatchet AH 1 X, 
Your price, a 75 dozen, Con- $17.80 per dozen. Consumer price, $2.25 each. 
sumer price, $1.60 each, 








Soon the army of gift shoppers will begin 
its annual march. Again the hardware man 
has an opportunity to share in the flood of 
holiday shopping dollars. But hardware 
dealers consistently overlook an important 
basic fact. 


80% of Christmas shopping 


is done by women 


To share in the holiday trade you ‘must 
get the woman shopper. 


You can! No other class of retailers has 
your natural advantages. No fol-de-rols or 
Christmas Specials need you stock at the 
risk of loss. Your shelves are teeming with 
ideal gifts! Gifts for men and boys—which 


women know are the hardest to select. 


Get the woman in! Don’t let her pass 
you by for the glitter and tinsel of other 
stores. Make your store the Headquarters 
for “Gifts for Men” in your neighborhood. 


Again Plumb offers you a timely sales 
plan,—and the merchandise and display 
helps to put it into practice: Plumb Tools 
in Gift Boxes—with handsome cards which 
serve as a display card for you, and a gift 
card for the purchaser. 


Get the women in! Let your first step be 
to order Plumb Tools in Christmas Boxes 
(illustrated and described at left). Your 
regular jobber can supply you. 

FAYETTE R. PLUMB, Ine. 
Phila., U. S. A. 
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UT you can sell your custom- 
ers lock washers that do not 
tangle—Kantlinks. They save 
time, money and thick blue 
clouds of profanity. Kantlinks 
have greater holding power, and 
they do not rust. 
Up-to-date dealers are stocking 
the new improved Kantlinks in- 


stead of the old-fashioned lock 
washersthatcomeoutin bunches. 

Specify Kantlinks on your next 
order for why should anyone buy 
lock washers that tangle when he 
can get better ones that don’t? 
For more information write to 
any one of the manufacturers 
listed below. 


Made and sold under license 
by the Kantlink Manufacturers: 


The American Nut & Bolt Fastener Co, Beall Tool Co. 
Pittsburgh, Pennsylvania East Alton, Ill. 


The Mansfield Lock Washer Co. 
Mansfield, Ohio 


The Positive Lock Washer Co- 
Newark, New Jersey 


The Reliance Manufacturing Co. 
Massillon, Ohio 


The National Lock Washer Co. 


SPRING LOCK WASHERS 


KAN] LIN DO NOT TANGLE DO NOTRUST 


THEY PAY THEIR ENTIRE COST IN TIME SAVED- SOMETIMES EVEN MORE 


2982 
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ATKINS 





New Feather-Weight Trowels 
No. 15 and No. 16 


Feather-Weight— No Tired Wrists 


ALUMINUM MOUNTED 


Here is the same trowel as shown above with 
the exception that it has a different type handle, 
one with a slightly tapered handle that perfectly 
fits the curve of the hand. This prevents a strained 
or cramped feeling. 


The blade is made of SSLVER STEEL, perfectly 
tempered and highly polished. 


The aluminum mounting also reduces the weight 
and does not tire the plasterer. Has smoothly 
sanded, natural finished handle. 


Made in the following sizes: 1032x4™% inches; 
11x434 inches and 11%x4% inches; 12x5 inches. 


Thickness 23x25 Gauge. 


A Joy To Own—A Pleasure to Use 


Canadian Factory: HAMILTON, ONT. 


. Grinding Wheel Factory: DETROIT, MICH. 
Branch Houses: —Atlanta, Ga. Chicago, Ill. 


Portland, Ore. San Francisco, Cal. 








E. C. ATKINS & COMPANY 


Manufacturers of Saws, Saw Tools and Machine Knives 
Home Office and Factory: 402 South Illinois Street, INDIANAPOLIS, INDIANA 


Memphis, Tenn. 
Seattle, Wash. 


ALUMINUM MOUNTED 


The newest in Plastering Trowels is the Atkins 
FEATHER-WEIGHT TROWELS No. 15 and 
No. 16. They have an extra high grade aluminum 
mounting that makes the trowel extremely light, 
yet has the same or greater strength than the heavier 
trowels of older patterns. 

A SILVER STEEL blade that you will find 
holds a true edge, wears well, is finely tempered, 
well balanced and beautifully polished. 

The mounting is securely fastened to the blade 
with ten rivets. 

Has curved handle, or natural hump that fits the 
working position of the hand, smoothly sanded, 
natural finished. 

Made in sizes 1034x4% inches; 11x434 inches; 
1134x4% inches and 12x5 inches. 

Thickness 23x25 Gauge. 


There Is Nothing Finer Made 








Machine Knife Factory: LANCASTER, N. Y. 

Cantol Wax Factory: BLOOMINGTON, IND. 

New Orleans, La. 
Hamilton, Ont. 


New York City 
Paris, France 


Vancouver, B. C. 
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its easy fo sell this Fence 
with the silver,satin finish 


There is a Pioneer Kokomo Lawn Fence display 
case at your disposal that will double or treble 
your fence sales. Pioneer is the first and only 
fence that offers this great merchandising op- 
portunity. You cannot afford to be without 
this new and tested idea! 

Let your jobber tell you how you can 
put this masterful ‘‘silent salesman” 
in your store WITHOUT COST 
Or write to us for complete details. 
CONTINENTAL STEEL CORPORATION 


_ KOKOMO STEEL & WIRE CO., DIVISION, 





























KOKOMO LAWN FENCE 
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iA ani ue 
Tare iN 
ny HA Nt 


Style “L” is closely spaced 
and resists the most adverse 
wear and weather conditions. 
Has a beautiful silver satin 
finish. Made in 24, 30, 36, 42, 
48, 54, 60, and 72 inch heights. 
























a) 


STYLE M FABRIC 





Style “‘M" does not have as 
close spacing at the bottom as 
Style “L" but is sufficiently 
close to turn animals. Partic- 
ularly suited for back yard or 
division fences. A handsome 
though simple design, buik 
substantial.y and priced rea- 
sonably. 


FLOWER BED BORDER 


YO 
































“Pioneer” Kokomo Flower Bed 
Border affords ideal protection 
for flowers and gardens. It 
provides an artistic method of 
setting off shrubs or gardens, 
and adds beauty to property. 
It is not only beautiful, it is 
really protective. 


PIONEER TRELLIS 





The heaviest vines will not 
break down “Pioneer” Kokomo 
Trellis. Artistic and beautiful- 
ly designed, substantial, and 
invaluable for training vines or 
bushes. Pioneer Trellis adds 
much to the attractiveness of 
the home. 
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Thousands of people enjoy 
skating but do not feel 
justified in paying high 





prices for skates for only 





—_ 


_ = occasional use. 
Medel of Nos. 5624, 5624%, 5724%. Rus-et Model of Nos. 07, 08, 08% 
Leather Back and Strap Sizes 8% to 12 inches 


prmuenes 


For all such Union Hardware Clamp Skates answer every purpose, save 
money and can be quickly attached to any shoes they desire. 


A complete line—for every requirement—at prices to suit all classes. 


If your Jobber cannot supply you—write to us and we will refer you to 
the nearest Jobber who will. Send for Catalog No. 22. 





HARDWARE COMPANY 


Reg. U. S. Pat. Off. 









= a 
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No. 80, 180, 280 Model of Nos. 1624, 1624%, 1724% 


TORRINGTON, CONN. 


New York Office 151 Chambers St. 
Established 1854 Incorporated 1864 
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Look «+e for customers who say 
“show me... 


This magazine advertisement 
featuring two well-known users 
of Monel Metal—Landers,Frary 
@& Clark, makers of Universal 
Ranges, and the C. W. Carter 
Manufacturing Co., manufac- 
turers of automatic grills—ap- 
peared in the October 12thissue 
of The Saturday Evening Post. 
It was designed to bring profit- 
able business into your store. 


Monel Metal equipment” 








TIPE nest time you go shopping, be 
sure to look for silvery Monel Metal 

in electrical appliances 
Look for Monel Metal's silvery lustre 
in the oven of an electric range... on 
the cooking surfaces of a bacon grill... 
wherever there must be smooth, lasting 


surfaces, easy to heep clean and bright 


LASTS POR YEARS 


Constantly changing temperatures . . .* 


corroding steam .., spilled foods... fruit 
acids . . . Morel Metal staunchly defhes 
all these-— the most severe use and abuse 
you can imagine. Strong and durable as 
steel, this beautiful Nickel alley has no 
coating to chip, crack or wear off. Monel 
Metal won't rust. It resists corrosion. 

Monel Metal's cheerful silveriness is 
pleasing and harmonious with any deco- 
ative scheme. Ite sterling beauty is age- 
tess, Wherever you use it in vour home 
veu'll fit that Monel Metal represents 
permanent value that it adds infinite 
comfort and convenience. Truly. it is a 
lifetine metal 

AT YOUR DEALERS 

You owe it to voursell - and to the 

home that means so orwech to vou to 


learn more about Monel Metal and how it 


makes pood himsekeeping easie Go to 
your ceetric apphiance dealer and ask bin 
te show you the newest Monel Metal ap 

k for the 





pliances and equipment. Loo 


Look /: 
these Silvery Linings 






1 


THE INTERNATIONAL NICKEL COMPANY, ENE 





72 Moll Semet, New York. NY 








wasnime 
wacmines 
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MONErT* 
METAL N\rHe INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. 


DVERTISEMENTS like this one are sending 
customers to your store for Monel Metal 
appliances and equipment. Will you be able to 
supply their wants? Will you be able to tell them 
about Monel Metal? 

Regardless of where it is used, Monel Metal 
can be depended upon to furnish more cleanli- 
ness with less cleaning—to add a note of silvery 
beauty to any room. 


Mone! Metal is a technically controlled Nickel-Copper alloy of high Nickel content. 
and marneted solely by The Internationa! Nickel Company, Inc 


Monel Metal will not rust. It resists the cor- 
rosive attacks that cause stains and tarnish. It 
has no coating or plating to chip, crack or wear 
off. It is strong as steel and lasts for years. 

Monel Metal equipment is quality equipment. 
You can safely recommend any product made of 
Monel Metal to your customers. Write for more 
information. 


It is mined, smelted, refined, rolled 
The name ‘Mone! Metal’’ is a registered trude mark 
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Points the Way to More Profits from 
a Great and Growing Market 


HE fast-growing American habit of making and 

bottling beverages at home has opened up a vast 
market for hardware dealers. And dealers everywhere 
have found that, in serving this market, they get the 
most in sales, profits i customer satisfaction by 
standardizing on the Everedy line—the finest, best 
known and most complete line of home bottling acces- 
sories in America. 


Heading the improved Everedy line for 1930 are the 
new Gent Top Cappers, with their massive, pressure- 
proof posts, with the patented Everedy “double seal” 
capping throat, with a spring handle lift on the Senior 
model and with other exclusive Everedy features. 


Then come the famous Everedy Cappers, improved 
mechanically, and with brilliant new red lacquer and 
nickel finishes. Next comes the improved Climax 
Capper—the fastest selling capper in the low-priced field. 


And rounding out the line come the Everedy Strainer 


Set, and the wonderful Everedy Syphon Fil- 
ter which sells on sight to every home bot- 
tler who wants clear, sparkling beverages. 


Send today for the new Everedy Home 
Bottling Equipment Catalog, giving full 
information about the Everedy line and 
about new Window and Counter Display 
Cards and other Dealer Helps. Write now! 


RED FLASH, SR., Capper, No. 1015S (right) —Crowns between 
cushions of rubber. Beautifully finished in red lacquer and nickel. 
Seals perfectly any size bottle up to full quart. Has big, never- 
cramp handle with double spring lift. New crown retaining clip 
holds crown in place for capping. Flanged steel capping throat 
has rubber insert which releases bottle instantly when capping 
operation is completed. 


IEVEREDY STRAINER 
SET, No. 300 (below)— 
Wonderful for straining or 
jfiltering Beverages, Jellies, 
Catsups, etc. Set consists 
of heavily nickeled stand, 
strainer bag and filter bag. 
Stand quickly adjustable to 
fit any size kettle or crock. 






CLIM 
PER 









EVEREDY SYPHON FIL- 


on the surface of liquid and and 
syphons and filters in one quick 
easy operation. Consists o 
metallic float, filter cloth disc, 
stretcher ring and hose guide. 
Sells itself wherever displ 


RED FLASH, JR. 
Capper, No. 100S 
—Similar to No. 
101S (above) with 
plain nickel base 
and without crown 
retaining clip. 


AX CAP- 


(right)—The big- 
est value in the 
iow priced capper 
field. Has improved 
TER, No. 400 (above)—Floats spring lift h 

flanged steel 
throat with rubber 
insert for releasing 
bottles. Double 
steel post will not 
ayed. bend or stretch. 


eT 5 
5 





GEAR TOP, SR. , Capper, No. 210(above)— 
Has automatic spring lift handle with com- 
fortable wood grip. Instantly adjustable. Pat- 
ented Everedy “‘double-seal” capping throat. 
GEAR TOP, JR., Capper, No. 205—Similar 
to No. 210 but with plain steel handle without 
spring lift. A wonderful value. 



















No. 250 










andle 










DOUBLE DUTY Capper, 
No. 222 (above)—Made for 
the heaviest kind of work. 
Double posts. Double spring 
handle lift. Powerful leverage. 









EVEREDY PRODUCTS ARE SOLD BY LEADING JOBBERS EVERYWHERE 


THE EVEREDY COMPANY 


Also manufacturers of Everedy SILENT Door Closers and Everedy Screen Door Grilles. Write for Catalog 9D 


FREDERICK 
MARYLAND 
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ent and oe to . 
nary screwdriver. 


The handle is friction fie. 


prevents the blade from turn- 
ing or twisting. 


of a new tough product com- 
pletely insulated against elec- 
tricity. No metal ferrule to shock 
—rust—cut or bruise the hand, 


itionary a 










_a sensational peice ote 


at Manufacturing economies ae 
"made practical for the first time |} 
_~ producethe Dura Driverinone- 
_~ third the number of operations’ 

needed to make the ordinary 


and is moulded over flanges” 
on the blade that absolutely 


The Duta Driver handleismade 











ER| 


IAT. OFF 











© fads of the HES ee a | 





laboratories. A superior screw- 
driver produced in volume at 







wooden handled screwdriver. 


THE VLCHEK TOOL CO. 


CLEVELAND, OHIO . 
The World’s largest makers of small tools 


























prem TO oem : 
Another Sensational Vichek Merchandiser ! 


Dura Driver, a new advance in screw- 

drivers, is packed in a modern 

self merchandiser that sells for you. 
Your jobber knows. 











Copyright 1929, The Vichek Tool Co. 
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Eclipse Model “H” 


Patented goose-neck bar 
adjustment — heat-treated 
tool steel blades—self- 
sharpening device — ball 
bearing reel—ten inch 
wheels—hard maple roller 
—beautiful finish — these 
are some of the features 
that make this model a 
popular seller. 






The Eclipse Machine Company 


Mf 


For 1930 Eclipse offers a com- , 





plete line, eight models—different in 
size, design and price—yet each em- 
bodies a definite quality, ruggedness 
and dependability that establish a 
new standard of mower performance 
and value wherever Eclipse mowers 
are sold. 

Ever alert to changing markets, 
Eclipse engineers have aimed, not 
simply to keep up-to-date, but to 
forge ahead with new, exclusive and 


If you are not familiar with 
the Eclipse Plan of Nation 
Wide Direct Service and the 
Eclipse Exclusive Dealer Fran- 
chise, which offers a greater op- 
portunity for lawn mower 
profits, write today for complete 
details. 





ais 


This Better {ine of Movers 


Dept. 
H.A. 







efficient mower designs that meet 
evety sales opportunity. 

In this great Eclipse Line you 
find a model for the buyer who seeks 
the finest in mower construction, 
efficiency and appearance, as well as 
the buyer who is primarily inter- 
ested in price. Eclipse meets every 
mower need, fills every price gap, 
provides every essential for building 
store prestige and increasing lawn 
mower sales. 





Prophetstown, Ill. 
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Dealers Push Them with Profit 
Owners Push Them with Pleasure 


























































































W & B on lawn mowers means fast turnovers and good 
profits for dealers. 


W & B on lawn mowers means dependability, satisfac- 
tion for owners. 


None can outpoint the W & B Brand Line. 1—Extra 
large pinions. Hardened throw pawls. 2—Automatic, 
self-adjusting ball bearings. 3—Four square construc- 
tion frame for constant alignment. 4—KEasily accessible 
cutter bar adjusting screws. 5—Special wheel clips that 
eliminate cotter pins. 


All these, and many other special features, do not mean 
that you must ask for—and that the owner must pay— 
a higher price. But they do mean that you sell—and 
the owner gets—a higher quality. 


There is a size and style W & B Brand lawn mower to 
fit the purse of every one of your lawn mower customers. 


Before you buy for Spring—look into the W & B Brand 
Lawn Mowers. 


R. HERSCHEL MFG. COMPANY 


Peoria, Illinois 
Branches: Omaha, Nebr. Minneapolis, Minn. 


PUTNAM & CO., 32 Howard St., New York, N. Y. 


“Good Equipment Makes a Good Farmer Better” 
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“This office would feel lost without 
the Little Green Covered Book” 


WOODWARD, WIGHT & CO., LTD., NEW ORLEANS, LA. 























will list more than 15,000 manufacturers of hardware 
and allied products under their product headings, alpha- 
betically arranged. @ More than 6000 additions and 
corrections will give this indispensable help to hardware 
buyers, greater value to jobbers and retailers than ever 
before. @ Also, nearly 300 leading American manu fac- 
turers have placed illustrated buying information near 
their product listings for the greater helpfulness of these 
hardware buyers. @ It gives us much pleasure to an- 
nounce the early publication of this specialized hard- 
ware buyers guide, developed solely to fit the needs of 
the hardware trade. 


AARDWARE AGE CATALOG e 239 w. 39th St.. New York City 


f Jf THE NEW 1929-1930 ANNUAL EDITION OF 


Hardware Age Catalog 
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Use This Window Display To 
Draw More Hack Saw Buyers 
lo Your Store. . . . 





A window display of the “Kii) SI! KI: \K” (alsé in color). It lends itself to various back- 


HACK SAW—the new SIMONDS distinctive ground arrangements. 

blade, which is going over so strongly, will help We'll gladly furnish the display cards to go 
you sell more of these high-grade blades. It with the blades from your stock. Make your 
makes an attractive, colorful display with the own background to correspond. Write us about 
brilliant I< !.1) ND blades and attractive cards _ this or ask your jobber. 


SIMONDS SAW AND STEEL COMPANY 


“The Hack Saw Makers” 


ESTABLISHED 1832—FITCHBURG, MASS. 
8 FACTORIES 15 BRANCHES 


SIMONDS 


RED STREAK HACK SAWS 
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Line of du Pont Sa Fabries 


New surface effect—easy to clean—new 
linen-like patterns—attractive pastel 
shades in hemstitched tablecloths— 
luncheon sets—bridge covers—scarfs— 
runners—that never require laundering 


N entirely new type of surface 
effect created in the du Pont 
laboratories makes this new Fabrikoid 
Fabrics line easy to clean. In ap- 
pearance and soft texture the new 
Fabrikoid Fabrics are remarkably 
linen-like and yet they require no 
laundering—can be wiped clean with 


REG. U.S. PAT. OFF. 


QU POND kg bri } i 


) 





w designs 


a damp cloth, Handsor € 
impressed right into” xy fabric—they 
cannot be waShied out? 

Colors to harmonize. with today's 
colorful home. “Hemstitched and 
edged tablecloths; )auaitiers, bridge 
covers, doihiés, luncheon sets. Smart 
—attractive=the last, sword-in good 
value and good taste. “An ‘exeeption- 
ally smart ands appropriate line for 
gift purposes, afd ‘particulatly fast- 
selling at holiday ‘tite, 

Be sure to look for thé du Pont oval 
on all boxed items. Tis a tradésmark 





which your customers will recognize 
ag standing for quality merchandisey 

Ask your jobber to show «you 
samples of this new Fall profit-making 
line or send the coupon below. to us. 





E. 1. DU PONT DE NEMOURS & CO. INC, 
100 Du Pont Avenué, Newburgh, N. Y. 


HA 


Kindly forward me samples and information on your New 
and Improved Fall Line of Fabrikoid Fabrics 


Name. 


© Address... .-, 


City S@t.. 2% 





Fabrics 
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Charter Member A.B.C. 


Today, the circulation of 


HARDWARE AGE 
is at the peak of its 


74 years of publication 


22,000 


NET PAID 


The effectiveness of the editorial service of HARDWARE AGE 
is conclusively attested to by its consistent growth at the highest 
subscription price of any hardware paper in the country—$3.00 
annually—although numerous hardware papers are sent to these 
identical readers free and uninvited. 


HARDWARE AGE is bought exclusively on its editorial appeal 
and merit—no extraneous services are offered to subscribers. 


This concrete evidence of reader interest—expressed in coin of the 
realm—is the advertiser’s best insurance that his message is reach- 
ing a receptive, attentive and influential audience. 


Experienced manufacturers recognize the superior penetration of 
HARDWARE AGE into the hardware market by investing more 
advertising dollars in HARDWARE AGE than in all other 
national hardware papers combined. 





HARDWARE AGE 


239 West 39th Street New York, N. Y. 





Charter Member A.B.P., Inc. 
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How Hardware Manufacturers Invested 
Their Advertising Dollars in the 
Three National Hardware Papers 

During the first nine months of 1929 
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Publication Pub.’C’ 


=) 


647 Pages 
1073 Pages ag 





all other national hardware papers combined—plus a substantial 
sur plus. 
Every paid page which one publication carries in excéss of another 


over the course of a year represents just so much more real money 
voted to the most influential paper—faith voiced with dollars. 
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| » HARDWARE AGE 
: 239 West 39th Street New York, N. Y. 


Charter Member A.B.C. Charter Member A.B.P., Ine. 
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Your Jobber 
is ready to quote 
1930 Prices NOW 


Leading jobbers are ready to quote 1930 
prices on New York Wire Cloth NOW. The 
1930 price schedule on Opal and Liberty 
Screen Cloths, just released, make them more 
profitable than ever before. You can pro- 
tect yourself against advances in metal 
prices by signing up for your 1930 require- 
ments now. Delivery to be made as you 


specify, of course. 


both directions. 








Opal is a heavily zinc coated wire cloth with white satin 
finish. Woven straight and true with uniform mesh in 


Lacquered to prevent discoloration in handling. 


Liberty Bronze is made of the highest grade bronze wire. 
High strength, yet not brittle. Does not bulge or dent after 
nailing to screen frames. Two finishes. Liberty Golden 
Bronze and Liberty Antique Bronze. Both lacquered to 
prevent discoloration and damage in handling. 


For thirty-five years New York Wire Cloth has 
been distributed exclusively through reliable hard- 
ware jobbers and independent retail dealers. The 
soundness of that selling policy has been amply 
proved. It will be continued in 1930. 


THE NEW YORK WIRE CLOTH COMPANY 


342 MADISON AVENUE, NEW YORK 





Note the Reinforced Selvage 


Reinforced Selvage—a double wire rein- 
forcement where it is most advantageous 
—strengthens New York Wire Cloth and 
identifies it as genuine Opal, Liberty 
Bronze or Copper Screen Cloth. Look 
for the Reinforced Selvage. 
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A Profitable loyline =. 


Highly colored, life- 
like in their action, 


Because its Complete cers 


and girl alike. 






















The Hustler Family is made up of attractive pull toys 
that can be used indoors as well as outdoors; sand and 
water toys; games; and construction toys. There is a 
type of toy that appeals to every age, boy or girl. 

The Hustler Toy Line is complete. You can make addi- 
tional profits through the discounts offered for quantity 
purchases. 

A stock of Hustler Toys will prove a profitable invest- 
ment for you, winter and summer. There are no slow 
moving numbers. 

Write Dept. H-1129 for the name of the Hustler distrib- 
utor nearest you. 


HUSTLER TOY CORPORATION 


Sterling, Illinois Sand Pull Toys 


On the beach, in the 
backyard sand pile, 
Hustler Toys pro- 


Stl vide healthful, out- 


/ ifelike TOYS (esd 9 /nstructive GAMES 


aR 
CORPORATION 





























Games 


Interesting and in- 
structive games that 
keep youngsters of 
all ages amused for 
hours at a time. 


























New York Chicago Los Angeles San Francisco 












































Construction Toys 


Colorful Hustler 
Construction Toys 
are educational in 
their appeal to the 
creative imagination 
of youth. 

















* Y Hustler Watchdog of 
~ = the Hustler Family 
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The Stability of the Sled—the Steering Ease of the 
Bicycle—the Speed of the Ski—are all combined in the 


Sxnow=-Fawk Bike SLED 


The World’s Newest Coaster 


ADE TO GO wherever there’s snow—on 

toboggan slide—on ski path or hill side—on 

light snow— on deep snow—on dry snow or wet 
snow—on hard packed snow or icy crust. 


Steered by regular bicycle type handle bars with 
solid rubber grips. Equipped with powerful hand 
brake—under perfect control always. Built to 
stand the roughest, toughest handling. 


Runners of 18 gauge steel—grooved like a ski 
—concaved like a skate—skid proof on slippery 
crust or glare ice. 


The frame is of 18 gauge 34” angle iron spot 
welded to the runners. Seat of 1” hard wood, 10” 
wide and 30” long, attached to the frame by 
quarter inch carriage bolts with heads sunk flush 
with top of board. 


Overall length 47”. Length of front runner 
22”. Length of rear runner 22”. Height to top 
of seat 10”. All metal work painted a brilliant 
red. Board yellow. Handle bar grips black. 
Weight 14 pounds. Total shipping weight 16 
pounds. 


Shipped knocked dqwn in 3 parts in corrugated 
earton 32”x12”x12”. One bolt to insert. One 
cotter pin to put into place. One nut to tighten 
and—there you are ready to go. Your customers 
can do it themselves. You can ship in the orig- 
inal carton. Full assembling instructions in each 
carton. 


If there is any more we can tell you or if you 
want to see a sample just let us know. 


AMERICAN GOLF COMBPARY 


115 FEDERAL STREET, BOSTON, MASSACHUSETTS 


Branch Offices: 


New York _ Chicago 








oo Los Angeles 
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TO BACK YOU UP 
AT CHRISTMAS 


Published in twenty-six different mag- 
azines this list of Winchester Christmas 
Gift suggestions will be presented to 
more than 15,000,000 families. And, 
as we say on this page (from the Dec. 
7th issue of the Saturday Evening 
Post), “sporting goods and hardware 
stores which sell Winchester Quality 
Products are a most comfortable and 
convenient rendezvous for Christmas 
Shopping.” Winchester is doing every- 
thing it can to spread the thought of 
your store as a Christmas gift shop. 
Let the world know that you carry 
Winchester lines. 





































With Winchester Guns and Ammunition, 
Cleaning and Lubricating Preparations, 
Fishing Tackle, Flashlights and Batteries, 
Ice and Roller Skates, Cutlery and Tools, 
you can make a happy Christmas gift sug- 
gestion for every member of the family of 
every customer who enters your store. Your 
jobber, if called now, can still replenishstock. 


WINCHESTER REPEATING ARMS CO. 
New Haven, Conn., U.S.A. 
New York Office and Showroom 
312 Broadway 
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JOHNSON 
FA-HORSES 


soon to be matched by 


JOHNSON 
BOATS 


of new Sealite Construction 


The Johnson Franchise for these MATCHED UNITS 


now offers Double Sales with Double Profits 


























Johnson 
Boat Features 


Built ofa new-day Sealite 
waterproof construction—guar- 
anteed to outlast any similar 
boat of ordinary wooden con- 
struction, 
Weighs only half as much as 
ordinary wooden boats, size for 
size, after being in water ser- 
vice. No seams, no caulking. 

rs 
Waterproof—always dry and 
comfortable — will not absorb 
water and are non-warping. 

a 
Longer life—unaffected by 
weather or water—asseaworthy 
in storage as in use. 

* 
No care— Dealers can carry 
these boats indefinitely with no 
depreciation. 

e 


Designed exactly for Johnson 
Sea-Horses—hence give the ulti- 
mate in outboard motoring per- 
formance. 





Outboard Motoring is the new 
_ among industries. Sales 
rom 1926 to 1929 inclusive in- 
creased 116%. And Johnson Sea- 
Horse sales exceed those of all 
other outboard motors combined. 
We could not fill our flood of 
orders this year, any more than 
the year before, and the year 
before that. And 1930 will see 
our production increased 40%. 
For 1930 we introduce revo- 
lutionary improvements in 
Johnson Sea-Horse Motors and 
add a line of Boats of new-day 
Sealite construction. This com- 
bination introduces the first and 
only MATCHED UNITS in the 
outboard world! 

High unit sale, and rapid 
turnover present a profit-mak- 
ing opportunity for Johnson 
dealers comparable to attract- 
ive agencies for leading motor 
cars, radios and similar large- 
sale specialties. 


5 


For example, the sale of only 
32 motors and 16 matched units 
will add approximately $4,000 
gross profit to your income. 
Many Johnson dealers of course 
sell several times this amount. 

Sales records of all outboard 
motor companies leave no doubt 
that Johnson ranks in highest 
favor with the public. No other 
motor commands even half the 
sales of tohason Sea-Horses. 

or years the largest out- 
board advertiser, Johnson will 
launch a program ir. 1930, both 
nationally and sectionally, in co- 
opexation with Johnson ccalers 
far exceeding anything known 
to the outboard industry here- 
tofore. 

Inquire promptiy whether 
our franchise in your locality is 
open. The more information 
you give about your business, 
the better consideration we can 
give your inquiry. 


JOHNSON MOTOR COMPANY, 4495 Pershing Road, Waukegan, IIl. 
IN CANADA: Canadian Johnson Motor Company, Ltd., Peterboro, Ont. 
Distributors for BRITISH COLUMBIA: Hoffar’s Ltd., Vancouver, B. C. 


World's only manufacturer of outboard matched units, and |: 


+ bo 
rgest maker 


of outboard motors. Originator of Water-cooled Underwater 


Exhaust and Release Charger 
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“yr” pat 














Johnson 
Sea-Horse Features 


Automobile Starting Ease by 
new ALTERNATE FIRING 
in Sea-Horses “‘4"’ and “‘12’'and 
famous PELEASE CHARG- 
ER in Sea-Horses “‘3’’ ‘10°’ ‘*16”" 
and “32,” 

World's Lightest Motor—Sea- 
Horse “‘Single,’’ 27 lbs, 

World's Fastest Motor—Sea- 
Horse “‘32,”"" 48.4 M. P. H. 
Worlc’s Fastest Class B Motor 
Sea-Horse ‘'16,” 42.37 M. P. H. 


Alternats Firing of “4” and 
“12” introduces 2 impulses per 
revolution in a twin-cylinder 
outboard v ‘th smoothness hith- 
erto unknown. 
Rotary Valve achieves delivery 
of f-tll, even gas charge to each 
cylinder. 

Water-. oled Underwater Ex- 
haust frees passengers of noise 
and fumes. 
Automatic Back-pressure 
Relief. 

"ull Pivot Steering. 


Pressure-vacuum Cooling 
System. 
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“Uncle Don” and his Boys will 
entertain the children every Fri- 
day evening over three Radio sta- 
tions—the most powerful three 
in the country. Bigger LIONEL 
train sales will be the result this 
Christmas Season! Be prepared! 


“UNCLE DON 


Y (Jl 





LIONEL WEEK “SS 


—at all Stores ~ 


Nov. 30th to Dec. 7th 


Boys will be urged over the Radio to go to 
Lionel Dealers during the week of Nov. 30th 
to Dec. 7th and make a purchase of Lionel 
Trains or accessories in order to qualify 
for membership in the Lionel Engineers 
Club. Full details have been mailed you! 


$1000.00 Prize Contest 


LIONEL also inaugurates a Big $1000.00 
Prize Contest to further interest boys in 
perfecting their LIONEL Railroads. Details 
of this contest have been sent you, and it 
will be heavily advertised over the Radio, 
by circulars, and in the magazines. 


THE LIONEL CORPORATION 
15-17-19 East 26th St., New York City 


Lionel Western Coast Branch Lionel Canadian Branch 
M. Sweyd, Representative Harold F. Ritchie & Co., Led. 
788 Mission St., San Francisco, Cal. Toronto and Branches 





a? 






DEALERS! 
Have you placed your or- 
der for LIONEL Trains? 
Be prepared!—This will 
be the biggest electrical 
train year in our history 
and yours! 


Radio Stations 

WOR—WLW—WBBM 

Starting Nov. 8th 
Every Friday Evening 


from 6:30 to 7 o’clock 
Eastern Standard Time 


Lone inaugurates the greatest Broadcast ever 
attempted for model Electric Trains. Millions of 
boys will be entertained by the famous “Uncle Don” 
who is known and loved by millions of children 
throughout the country. “Uncle Don” will make 
the children laugh—he will tell them all about 
LIONEL Trains and urge them to go to their local 
stores to buy them this Christmas Season. Never 





“STANDARD OF THE WORLD SINCE 1900” 





LECTRIC 


ACCESSORIES 





before has so elaborate a radio program been 
devised for the exploitation of Electric Trains. 





“MULTIVOLT” TRANSFORMERS 





[IONEL Sa 


TRAINS 








a ee SE ares 
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NORWICH WIRE WORKS, Inc. 
50,000 Sq. Ft. of Floor Space 
NORWICH, N. Y. 
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DOUBLE 
JAWS AT THE 
PRICE OF SINGLE 







YOU CAN 
AFFORD TO PUSH 


Traps ranging in jaw spread from 4 to 
4% in. are used to catch animals that 
twist or gnaw free, when the leg bones 
are broken. The Diamond Brand 
Frame Jaws prevent this, saving the 
trapper an average loss of 35 per cent 
from this source. 


price competitive with the Single Jaw. 
Handled by one Jobber in a territory. 


Order Diamond Brand Traps at once. 


THE ONE WAY to bring back your 
trap business—stock sizes that catch 


Our patented process of manufactur- 
ing a double jaw from a single piece 
of steel enables us to produce our 
Diamond Brand Frame Jaws at a 


the fur bearers in your territory. Then 
Display them. THE DOUBLE JAW 
feature and our selling Policy will do 
the rest. 


EVERY TRAP GUARANTEED 








Compares to 
Standard 
No. 1% 


If your jobber does not handle 
them, write us and we will advise 
you where they can be obtained. 


No. 21 
Compares to 
Standard 
No. 1 








No. 22 






Standard 
No. 2 





















Compares to 
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The new No.10 Blue Grass Level 
Wind Reel 


—— eg 
el Eig 
— 
— 
a ee ~ 


) 


The new No. 40 The new No. 32 “’Bristol’’ 
‘’Bristol’’ Fly Rod Bait Casting Rod 


for our new catalog giving full specifications and prices of 
the many Bristol, Kingfisher, Blue Grass and Meek Reel numbers. 


THE HORTON MANUFACTURING COMPANY 


Bristol, Connecticut 


Pacific Co Agents: Phil. B. Bekeart Company, 717 Market Street, San Francisco, Calif. 
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Saturday, December 7th, ls American Flyer Day 
Prepare...for a REAL DEMAND! 


























B’ prepared with adequate stock to meet the demand you will 
be called upon to fill. Remember sales which “might have 
been” are Jost opportunities. Place your American Flyer order at 
once. Backed by the good-will of over seven million owners and 
sustained by the most outstanding miniature train advertising 
campaign ever attempted—together with the Free Sand Car Offer— 
American Flyer dealers are offered a sales and profit opportunity 
never before presented. 

Feature American Flyer Trains and Equipment in your windows. 
Make use of our display cards, window streamers, truck banners, 
catalog, etc. Feature American Flyer in your local newspaper. Cash 
in on the nation wide demand for American Flyer products. 









OWES SERA SS aC aR 


yu sneer a 
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Newspaper mats of this illustration in two 
* column size furnished to dealers on request. 





Your Customers Can Get a Sand Car FREE! 


ELECTRICAL TRAINS Purchasers on American Flyer Day, Saturday, December 7th, of an 


American Flyer Wide Gauge train or equipment amounting to $25.00 
TRANSFORMERS or aare, wit ye us a oe 401 he oe mae gees —— (This : 
- car retails for $3.50.) Purchasers buying a Narrow Gauge train f 
WIND-UP TRAINS amounting to $10.00 or more will be sent by us a No. 1116 Sand Car, 
AIRPLANES Free, Postpaid. (This car retails for 90c.) ; 
The purchasers on this date will merely mail to our factory not later 
STRUCTO TOYS than December 10th, your sales slip showing their purchases, and we 


will send the proper Sand Car, as the amount of the sale indicates, di- 
rect to the purchaser, FREE, POSTPAID ... Youare relieved from all 
detail work. We believe this will create a real demand for American 
Flyer trains several weeks before the usual last-minute rush, as well as 
promote the demand for two train sets for each buyer. Feature these 
Sand Cars in your window and counter display. Write for special Free 
Sand Car Offer Window Streamers and Newspaper Mats. 


Catalog sent on requesi 








ae 
Factory Office: Pr) Sales Offices: 
2219-39 South Halsted 200 Fifth Avenue 
Street New York City 









24 California Street 
San Francisco, California 


AMERICAN FLYER MFG. COMPANY | 


Manufacturers of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 
Se eeseesistenssieneenineeimeninnaiaa aimee anmemmenaiimnnen ner ncaa 


y 


Chicago, Illinois 





Transformers Electric Trains Mechanical Y/ Trains 
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Here’s Something New 
and Different in 
Single Guns 





A light and easily carried gun for the popular 410 gauge shell. No detachable parts to be lost or mis- 
laid. A ball and spring device (patent applied for) limits the movement of the barrel to the normal posi- 
tion, except when it is desired to fold the gun. 

410-12m/m, 22 inch Steel Barrel. Stock, fine black 


walnut; flexible hard rubber butt plate. Weight, about 
4% pounds. 


A special advertising campaign in the leading sporting and agricultural publications is building a heavy 
demand. Order through your Jobber and take advantage of this publicity. 


Harrington & Richardson Arms Company Worcester, Mass., U. S. A. 


NN (p WWeZ mam Stock This Greatest Xmas 


* “Seller in all Toydom! 


ERCHANTS will make a big cleanup this Holiday sea- 

son with Cal’s Colt. The demand for this popular 

health-exercise toy was never so great. Its appeal is irresist- 

ible. Children try it—parents buy it. Dealers learn that 

Cal’s Colt moves out with less sales resistance than almost 

any other item. It returns a clean-cut, generous profit with 
no breakage and adjustment grief or losses. 


Wire Your Orders Today 


Be sure you have Cal’s Colt and be sure you have enough! This 
great toy will help you top all previous sales records for Christmas 
business. Write or telegraph us how many to ship NOW. 


07.0 BI OF 9) Fi 


THE HEAiTHY HOBBY FOR HAPPY goys AND cipis 



























Merrill Handle Co., Merrill, Wis. 


Distributors and Sole Licensed Manufacturers under Patent No. 
1668190, May 1, 1928. 






Junior model—for children up to 50 Ibs. 
in weight. 

Senior model—for children up to 80 Ibs. 

Auxiliary springs available to in- 

crease capacity of both models. 
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Christmas Time 
is Daisy ‘Time 


With thousands of boys Christmas means the time they’re 
going to get that new Daisy Air Rifle that the folks have 
been promising them. 

For dealers who handle Daisy Air Rifles Christmas has 
long been the big harvest season, when Daisys turn into 
dollars a little faster than almost any other kind of mer- 
chandise that boys are interested in. 

Right now in hundreds of homes all around you, you have 
busy salesmen working for you. Boys are selling the idea 
of a Daisy for Christmas to their parents. Don’t let these 
boys do all the work without:a little help from you. Begin- 
ning late in November, try the effect of a window display 
at least once a week on Daisy Air Rifles, and give Daisys a 
prominent place on the inside of your store. 

Plant the idea early and often and you will reap the 
harvest in the shape of increased profits as the holiday 
season gets closer. 

Our Daisy Boy Display Rack should form the backbone 
of your display. If you haven’t one in good shape, why 
not write today, and get the latest model just off the press. 
It is a life-size figure of the famous Happy Daisy Boy and 
combines a strong attractive eye-catching display, with a 
gun rack to hold an assortment of the leading Daisy models. 

If your stock of Daisy Air Rifles needs replenishing, better 
order from your jobber in ample time so you have a full 
line before the holiday rush sets in, and don’t forget to write 
us for the new display rack, and a supply of Daisy Manuals 
—they’re free. 


DAISY MANUFACTURING COMPANY 
Plymouth, Michigan 
U. S. A. 


BULLS EYE 


We recommend Bull’s Eye Shot for use in 


DAISY 
AIR RIFLES 
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J oy for Boys 














\ Made with ARCADE & TOYS 7 








with ARCADE TOYS 


Children are a-very important 
element in your community, 
they are the potential hardware 
buyers of the future. Arcade 
Cast Iron Toys are as impor- 
tant a side line to the Hard- 
ware dealer as Sporting Goods. 
Attractive displays made from 
these toys, such as the Farm 
display, are admired by both 
young and old alike. 


For a hardware line: Arcade 
Toys are hard to break “hard- 
wear Toys”.. They are sturdy 
of construction and accurately 
made of cast iron. Each toy will 
stand the rough use of child 
play in the house or sand pile. 


Bring resales: A child is not 
satisfied with having just one 
Arcade Toy. He wants a com- 
plete set of farm implements, 
or truck fleet, or Arcade doll 
house furniture. An Arcade Toy 
sale is one that will bring resales. 


ARCADE :::: TAYS 


°*They Look Real” 


ARCADE MANUFACTURING CO. 


FREEPORT, ILLINOIS 


NEW YORK DALLAS J.T. ROWNTREE 
200 Fifth Ave. D. D. Otstott, San Francisco Salt Lake City 
CHICAGO Inc. Los Angeles Seattle 
“53 W. Randolph St. Santa Fe Bldg. Denver Portland 
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Three Little Hustlers! i 
9 -” 


They keep bringing sportsmen into ; 
the store—especially now a | HOPPE’ « 


and till Christmas time. 





The Trade You Want 


IGHT in mid-season, when the hunters are the happiest, Hoppe’s Products 
bring them in to buy. A bottle, can, tube or Gun Cleaning Pack. Needed 
to keep guns in best condition. A quick sale and an opportunity to. pyramid 
—hunting equipment, winter sports goods, Christmas gifts. Display Hoppe’s 
Solvent No. 9, Lubricating Oil, Gun Grease. Sold by all leading jobbers. 


Frank A. Hoppe, Inc., 2314-H. N. 8th St., Philadelphia, Pa. 











BELLS and 
BELLTOYS 


FOR HARDWARE, 
SADDLERY AND 
TOY TRADE 

Also for the manufacturers 
of Electrical Bells, Tele- 
phones, Clo.ks, Recorders, 
Registers, Typewriters, etc., 
etc. Special sizes made to 
order. 


THE N. N. HILL BRASS 
COMPANY 





SHOCK ABSORBERS 
Every pair of SPEED KING Roller 
Skates have shock absorbing rubber 
cushions front and _ rear. That 
means something. 

FOOT PLATES 
Foot plates on all SPEED KING 
Roller Skates have turned-over 
edges which makes for strength 
= _ beauty. “Why not sell the 
vest ?’’ 


KOHLER DIE & SPECIALTY COMPANY 


Dept. KK DeKalb, , Tilinois 





33 Skinner Street 
East Hampton, Conn. 














IVER JOHNSON The Norman “3 in 1” Wagon 


e The Wagon with the 
Turning the handle Angle Steel Frame 


SHO } - raises the Serves three uses— 
¥ | Coaster, Express and 





wagon Dump W vagon. wy 
T for Strong TEEL 
Construction. Weichs 
dump- only 48 Ibs. and holds 
ing a 1,100 Ibs. load. 
J No Bolts’ or Nuts 


make an instant hit with the man who wants a 3 
good, dependable gun at a moderate price. , 


Steers easily—runs_ eas- 
ily—dumps easily. 





It’s 
IVER JOHNSON’S ARMS & CYCLE WORKS The Wagon the Boys All Want 
Made with the precision of an automobile. Also built in ‘2 in 
FITCHBURG, MASS. 1” and plain styles. Quick seller. Good profit. Send for 
Folder and Prices. 
NEW YORK CHICAGO SAN FRANCISCO 
SSE ee a ORE Re De) eee ae ee The NORMAN Mfg. Co., Inc., Shickshinny, Pa. 








Ri ICHARDSO W'S YOU CAN SELL THESE 
easily, quickly and at a good profit! Every father and 
AC TION= Koller Skates mother is looking for these nursery specialties. The price 
is right, they are beautifully made, and they fill an actual 








. j fi a 
“The First Best Skate—the Best Skate Today” need that must be satisfied 
No. 25 is a Metal 
— tit ta) ~4Porch Gate that fits 
any opening. No. 40 
is a folding cuniaee. 
easily carried any- 
where. Ivory enam- 
eled steel frame, rub- 
ber tired wheels, wood 
seat. Prompt ship- 
ments. 


Used by World’s champions to establish 
their speed records and by professional 
stage skaters, your customers can now 
buy an adjustable roller skate with the 
45-year record of quality. 

Made of best, heavy cold rolled strip 
steel; heaviest  rol- 







lers Cannot be 

f etior 
eaualed durability. Write for complete 
illustrated catalog. 





Order rect or 
through your jobber Perfection Mfg. 
4 ompany 
nt ae yj 2745 N. Lefingwell Ave. 
aring ate Co. 0. 
3318 Ravenswood Ave. No. 25 
—. a PORCH GATE pocka: Bye STROLLER. 
eae PRUDUL Oy 
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RE ONS MOOR Re ARETE 




















25” long 
RETAILS 
$7.50 


HORSE- 
RACING — 
SENSATION o_o 

Write for 


Catalogue 11A 
of entire line. 








Because Gee-Wiz No. 40 is a qual- QUALITY GAMES 
ity item priced for volume selling THAT QU ALIFY 


it has proven an outstanding “best- 


seller” throughout the year. The FOR VOLUME 


thrills and suspense of its unique SALES TRUE-TO- 
action add to its appeal. .Six horses Gece i a LIFE BASEBALL 


engage in a swift contest, spurting Pennant Winner is the most faithful reproduction 
up the track, with the winner in of true baseball action ever offered in game form. 


folie at tee fet tener Ne eee Son! those on Sa 
ess e i m 
crossed. Well constructed, hand- SUPPLY & MFG. CO. assist in making put-outs. Ball actually moves in 
somel lithographed and impres- Lp; play. Handsomely constructed, made of heavy gauge 
bs y grap P Factory Pittsburgh, Pa. metal and framed in mahogany with metal corners. 
sively boxed. Sales Office—200 Fifth Ave., New York 
Room 406. Telephone, Gramercy 3453 
































Wise old Santa 
knows the toys 


that bring 


happiness to boys 


ie 


SAFE NOISE 
... and plenty of it 
—<>——. 


FIELD ARTILLERY 
N 16K" Length 23". 
0. ng "9 ° 
for convenient Order ae 128, rons it e SANT A P ACKS AX GUN 


rite 
Blank illustrating the various . 6F Length 9”, : 
Models and giving important In fact, the old fellow packs 


n 

Points on BIG-BANG safety. HEAVY ARTILLERY thousands of Kenton Blank 
THE CONESTOGA ie Fah Poa 98.00 Cartridge pistols every Christmas 
Eve, for he knows what the wide- 


CORPORATION BOMBING PLANE awake American boy wants. Ths tert te 
is coun- 


Main Office and Factory No ME Ee in et gs 50 You can help Santa distribute ter sunk to take 
(Wing Spread, 13”) these safe noise makers by order- ON Ly Es 


BETHLEHEM, PA., U. S. ; : 
ARMY TANK ing a rush shipment: NOW for 


On Display in Room No. 5T, Length 8”, $1.00 


461 Fifth A Building, 
hog geaaae NAVY GUN-BOAT 
New York City No. 9B, Length 9”, $2.00 


no Ao me toa a ea SAFETY PISTOL THE KENTON HARDWARE CO. 
No. 6P, Length 8”, $2.00 
KENTON, OHIO 








when ball type is 


your holiday trade. : 
inserted. 


Wire or write your jobber or 
us. 
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No. 220 


All you can possibly 
seek in sturdy, prac- 
tical quality, precise 
uniformity and su- 
perior finish—is em- | 
bodied in the entire 





line of GRIFFIN Hinges 
and Butts. 7, 7 7 7 










E ALE, PENNSYLVANIA 
ranch Offices__ 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 
Boston, 76 Batterymarch 

San Francisco, 703 Market St. 

















Now/!12 Months « CHICAGG” 


MARK REG.U.S. PAT. OFF. 


Business Rubber Tire Roller Skate 


“CHICAGO” Rubber Tire Skates are 
showing astounding increases in Sales 
every month—not just in seasons. 
Larger profits await live dealers. 
Thousands are skating 
ments - garages 
spare rooms. It’s 
because these Suc- 
cessful Rubber 
Tire “CHICAGO” 
Skates are noise- 
less—they outwear 
steel wheels 2 to 1 
and the _ ball-bear- 
ing wheels spin 10 
times longer. 


World Records Broken 













indoors—in _ base- 








Comb‘natian Super 
-Skate for Boys and Girls 

















Alex Petyan skated 2400 miles— NATIONALLY 
i e Miami, using one pair ADVERTISED IN 
and only 3 sets of wheels. “CHI- 
CAGO’S” won Ist, 2nd and 3rd LIBERTY 
places" at 1929 INT’L ROLLER AMERICAN MAG. 
RACE, Madison Sq. Gardens, N. Y. aT) CEOGRAPHI 
Tests prove their SUPERIORITY. || NATL GEOGRAPHIC 
Cash y 
Advertising, “order trom ea 
your jobber or write us. HYGEIA 
CHICAGO ROLLER SKATE CO. || American Weekly 
Established Over % Century and All Leading Boy 
4456 W. Lake Street CHICAGO, ILL. and Juvenile Magazines 














New Double Tread 
‘‘Triple-Ware’’ Steel Wheels 
Will outwear any other steel wheel skate 
3 to 1. Outer thread of wheel is 
Crimped over inner bushing tread, 
making double tread. Wheel riveted 
in 3 places—Guaranteed not to come 

apart. 


ELECTRIC TRAINS 

















Now prepare for the biggest 


DORFAN 


selling season of all. 


now on! 


THE DORFAN COMPANY 


Factory and General Offices: New York City Salesroom: 
Newark, N. J. 200 Fifth Avenue 








Z, 
< 
oe 
ac Advertising campaign 
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SPEED UP SATES 
witH KEES srecirarries 


“BROWNIE” ROLLER SKATES 


Bridge-like truss and sturdy con- 
struction enables “BROW NIE”’ 
Skates to “stand the gaff.’’ Extra 
wide range of adjustment (6%4” 
to 11”). One size fits everybody. 
Improved ball bearing rolls, hard- 
ened bearings and treads. 









Catalog sent on request. 


7-1 ga 
FOR 
NEW SPECIALIZE ON “BROWNIES”—IT PAYS 


TALOG 
ae F.D.KEES MFG.CO. BEATRICE ,NEBRASKA 
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“The Complete Line’ 


of 


CHILDREN’S 
VEHICLES 











Exclusive! 


SY 


Design Velocipedes 


The Leading Line 
of Steel 
and Wood Wagons 


Say Pop Gompany 


Washington, Penna. 


P P NEW YORK NEW YORK CHICAGO 
ea Fifth Avenue Bldg. Strobel-Wilken Co. American Furniture Mart 
Displays Room 318 33-37 East 17th St. Space 922 

200 Fifth Avenue 666 Lake Shore Blvd. 


and at 


Elkhart, Ind. Toronto, Ont. 


Factories: Washington, Penna. 
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Champion 


DeArment 
KNOWS TOOLS 





NIPPER 
GRIP 


aoe: The two most important things to know 


about good tools are how to make them 
and how to sell them at a profit. 


pase TESTED Se Champion DeArment has been making 
a ae “lm z 
= good tools and selling them at a profit 
4 for forty-four years. That’s why they 
know how. 


Champion DeArment knows the quality 
the trade demands—the exact designed 
tool that is needed for each job—the 
kind of tool that sells at sight—the kind 
that makes you profit. 


Champion DeArment Knows 
Tools 


You can build a reliable business on 
Champion DeArmént tools because 
every Champion DeArment tool that 







This is No. 20114 Nipper Grip Hammer, 
Anvil tested face, round poll. Perfectly 
balanced, correct swing or “hang.” A favor- 

ite with the master craftsman or layman. 


480 Good Tools 


Hammers—Carpenters’, engineers’, machin- 
ists’, ball pein, tinners’, etc. Cold Chisels, 
Anvil Tools, Tongs, Horseshoers’ Hammers, 
Nippers, Pincers, Hoof Parers, etc. 


Champion DeArment crosses your counter resells the owner 
Tool Company every time he uses it. 
Seabee, Pemiytoenin Get the Champion DeArment catalog— 


look over the 480 real tools listed there- 
in and order an assortment—watch your 
profits grow. 

Eastern Representatives 


Livingston-Cooper Corporation 
109 Lafayette St. New York 





CHAMPION DEARMENT TOOL CO. 
MEADVILLE, PENNA. 


Date he 192. 
Gentlemen: 
We are interested in making more money in tools. Send us the big catalog of guaranteed 
tools without obligation. 




















4 S° spoke the ‘Southern Gentleman.” For the 
4 atistocracy of the Old South accepted genera- 
tion after generation on a traditional good family 
name. In some ways, the great American public 
today is very similar. For instance, years ago the 
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| “He’s honorable, suh, 
' because he’s a Jackson” 


2 





yy 


been readily accepted throughout the continent. 
Buyers recognize the ‘“‘Red Tag” as an old familiar 
sign of quality. They buy Cyclone “Red Tag” 
Screen Cloth with confidence because they know it 
measures up to the well-known Cyclone standard of 
outstanding quality and honest merit. 







Q name Cyclone became nationally recognized as a 











“highly honorable” brand of fence. 
Through the good will created by 
Cyclone Fence, the name Cyclone 
became known to home owners 
everywhere as a symbol of highest 
quality and maximum value. 


Let the long established prestige of 
the Cyclone “Red Tag” help you 
build sales. Stock Cyclone ‘Red 
Tag” Wire Screen Cloth—so that 
when the screening season opens 
you will be ready to supply your 
customers with the brand they know 
and want to buy. If your jobber 
cannot supply you, write direct 
to us. 


yclone 
“ned Taq” 


WIRE 
SCREEN 
CLOTH 





When you order Cyclone 
“Red Tag” Wire Screen 
Cloth, you can be sure you 
are getting first quality 
wire screen cloth—the only 
grade made by Cyclone 
and sold only under the 
Cyclone name. We have 
only one quality, one 
brand name, and sell 
through one outlet—our 
own jobbers. 


No wonder then, that since Cyclone 
“Red Tag” Wire Screen Cloth was 
added to the Cyclone line, it has 
















They look for the 
“Red Tag’ —the 
mark of Quality. 


Ris US PAT OFF 


“Redjaq” 
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WAUKEGAN ILLIN 
Cyclone ‘‘Red Tag’’ Wire Screen 
7: Cloth is made of rust-resisting, 
SEssse Sosa oo53 copper-bearing wire. Galvanized 
poses cossccco ooo wooo or painted black. 100 lineal feet 

<23ssesssss5 Sesser to the roll; 22-in., 24-in. and 
-in, widths. 
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AYN ae 
ARTS Cyclone Fence Company 
RISA General Offices: WAUKEGAN, ILL. Branch Offices in All Principal Cities 
Pacific Coast Division: Standard Fence Company, Oakland, Calif. 
SUBSIDIARY OF 





Dependable Service 
THE LorAIN STEEL COMPANY 


PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: 
CARNEGIE STEEL COMPANY ILLINOIS STEEL COMPANY 
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“She ORIGINAL Beata Steel / 


This Company, after careful experiment and 
extended research, developed and placed upon 
the market KEYSTONE —the original rust- 
resisting Copper Steel Sheets. 





















Time and service have demonstrated the excellence 
and endurance of KEYSTONE quality. Specify it for 
Black and Galvanized Sheets, Culvert and Flume 
\ !{||\ Stock, Formed Roofing Products and Terne Plates. 
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Our experts will be pleased to assist you in the solution of your sheet metal problems. 


Sheet and Tin Plate Comp 


General Offices: Frick Building, Pittsburgh, Pa. 
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Why buy from an outsider a handle for 





















repair purposes that may (but in all prob- 
ability will not) fit the tool it is intended to 
a repair?—When you can buy, at no higher 
price, from’the manufacturer of the tool a 
RIGHT REPAIR Handle.—Which is guar- 
anteed to be a duplicate, in quality and fit, 
of the original handle on the tool and which, 


Our Retail Cata- therefore, when used, will’ make the re- 
log describes the 


; paired tool look, hang and work just like 
complete line of 


True Temper the original tool. You take no chance in 
Tools and Right buying RIGHT REPAIR Handles for tools 


Repair Handles. 


W rine far @ copy. made by our Company. 


THINK IT OVER 
The American Fork & Hoe Company 


General Office: Cleveland, Ohio 


Makers of Farm and Garden Tools for Over 100 Years 


RIGHT REPAIR HANDLES 








44 HARDWARE AGE for NOVEMBER 14, 1929 





There are 3 reasons for this depart- 
ment and only | against it! 


SET’S look at this proposition of 

establishing a builders’ hardware de- 

partment through the microscope 
~ of facts. 

After all has been said and done what are 

the reasons for you opening a new department 

in your store? You already carry builders’ 






hardware—perhaps several 


items and supply the filled complete order 
when needed. This eliminates the necessity of 
carrying a huge stock. Last minute rush buy- 
ing is overcome. . 

Third — Other departments are helped. It has 
been the experience of every Hardware Build- 
ers’ Department that the close friendly con- 
tact between the dealer 








lines. 


You probably are Good Buildings 





doing a fairly good business 
in these articles. So why 
change? Well here are 3 
reasons for changing. 


First— More profit. Fine 
—but why more profit? 
Simply because a builders’ 
hardware department on the 
Corbin plan is a_ business 
getter rather than a mere 
order filling department. 
This is a day of specializa- 
tion. Architects, home plan- 
ners and builders require 
service in choosing and 
specifying the many hard- 
ware items for a new house. And the dealer 
that can render this service will get the bus- 
iness. Hence more profit. 


Second—Lower inventory. By concentrating 
on Good Hardware-Corbin, duplicate items 
are eliminated. Furthermore, orders are taken 
from plans giving ample time for you to order 


Deserve Good Hardware 





and the buyers of builders’ 
hardware also results in or- 
ders for paint, nails, stoves, 
refrigerators and many, 
many other regular items. 

What is the one big fact 
to be remembered when 
you think about a Corbin 
builders’ hardware depart- 
ment? Just this—it means 
faster turnover, larger 
sales, less stock, greater 
profit plus a decidedly 
helpful influence on other 
sales. 

Which reminds us that 
the only reason against a 
Corbin builders’ hardware department 
is when the dealer doesn’t want any 
more money. 


Write us for full details about what other 
successful dealers are doing with their Build- 
ers’ Hardware Department. And we'll show 
you how easy it is to get started. 


P. & F. CORBIN 3 wean 
+ Py 1849 =CONNECTICUT 


The American Hardware Corporation, Successor 


New York 


Chicago 


Philadelphia 
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Can a Jobber Sell- 
Loss Leaders at Cost? 


HY NOT? Successful Retail- 

ers in all lines are selling “loss 

leaders” at or near cost and 
making it pay! Why can’t a Jobber 
do it? 


He can do it! —the Jobber’s problem 
is the same as the Retailer’s—he can 
solve it in the same way. 


Here is the secret—the Retailer can 
make “loss leaders” pay because the 
consumers buy other merchandise at 
the regular prices. 


Why shouldn’t a Jobber do likewise, 
i.e.—sell “specials” at cost to his cus- 
tomers who buy their regular hard- 
ware from him? 


Otherwise, where can a dealer secure 
the merchandise with which to meet 
catalog house and chain store prices? 


Obviously, a Jobber CANNOT af- 
ford to supply such merchandise to a 
Retailer who buys only “loss leaders” 
and then sends his orders for regular 
merchandise to some other source of 


*The dictionary savs that “co-operation” means “‘joint action’’- 


supply which is not prepared to ren- 
der such service. 


Furthermore, any Jobber who asks for 
everything but gives nothing in return 
is not entitled to consideration any 
more than the Retailer who asks for 


co-operation but doesn’t give it. 


Why not look the facts in the face? 
—a Retailer needs co-operation—but 
a Jobber needs co-operation also! * 


When a Retailer gives his business to 
one Jobber—then that Jobber has a 
“back log” to work on—then he can 
afford to, and should do any and all 
the things necessary to assist his cus- 
tomer to meet all competitive situa- 
tions and sales problems. 


When a Jobber actually renders such 
co-operative service, and when a Re- 
tailer chooses such a Jobber and gives 
him all of his business—THEN AND 
ONLY THEN IS FOUND THE 
SOLUTION OF THE PROBLEM 
WITH WHICH THE INDEPEN- 
DENT RETAILER OF TODAY IS 
STRUGGLING. 


“working together’’—‘‘profit-sharing.”’ 


HIBBARD, SPENCER. RARTLETT& (0. 
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By LLEW S. SOULE 


Forget the Stock Market and Saw Wood 


ILL the recent declines in stock prices affect 

business? Undoubtedly. No movement in- 

volving billions of dollars can be consum- 
mated without having some effect upon business. 

But—will that effect be an adverse one? Will it 
seriously handicap the manufacturing, distributing 
and selling of merchandise? 

We do not believe that it will, provided American 
business men maintain their confidence in American 
business, and refuse to be stampeded. There is no 
basic reason why natural reactions to an orgy of 
over speculation should result in unnatural reactions 
to sane business. The greatest dangers to business 
lie in fear, rumor and reflected lack of confidence. 

Let us consider the situation calmly and carefully, 
as we would consider any other business problem. 
To begin with, industry has had no: part in the 
present stock crisis. In other words, while there 
has been plenty of inflation in stocks, there has been 
no apparent inflation in merchandise prices for more 
than a year. Instead there has been almost unpre- 
cedented activity in business along sound, basic 
lines. Labor has been, and is, well employed at 
good wages. The agricultural situation has shown 
slow, but steady, improvement. Buying power is 
generally high. 

Meanwhile merchandise stocks have been kept at 
a comparatively low level, and despite the great 
activity in production, there is no great surplus of 
finished merchandise. At the same time it is notice- 
able that during the heavy declines in the stock mar- 
ket, there has been no indication of tight money, 
such as has been the case in the old days of panics. 
More than that, the release of large sums of money 
from speculation will undoubtedly result in more 
available cash for legitimate business use. 

A continuation of good business rests largely 
upon a continuation of good buying power. Just 
what is the situation in that regard? Should the 
stock market be taken as a barometer of buying 
power ? 

Again we say emphatically No. 

Buying power, as reflected in business, must be 
figured on a community basis, and the decline in 
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security prices does not greatly affect the buying 
power of the average community. Speculation has 
been rife in New York City and a few other large 
cities, but has it been as marked in the average com- 
munity ? 

Dr. Julius Klein, Assistant Secretary of the 
United States Department of Commerce, estimates 
the number of speculative accounts at about one 
million. On that basis he figures that less than 4 
per cent of the families, and less than one per cent 
of the individuals in this country are involved. Dr. 
Klein is in a position to judge with considerable 
accuracy. Certain it is that his estimate is not far 
out of the way, and that the proportion of the popu- 
lation affected by stock declines is undoubtedly very 
small? too small to materially cut the buying power 
in the average community. Whatever recession 
there may be in merchandise sales, will, in all prob- 
ability, be confined to so-called luxury items. There 
may be fewer high priced diamonds sold during 
the next few months, but there is no real reason 
why there should be fewer sales of the merchandise 
carried by typical mérchants in typical communities. 

All of the basic elements which have kept business 
on an active basis during the past few years are 
still with us. True, a large amount of money has 
changed hands, but—only a suall fraction of the 
consuming public is involved in that exchange. 
Meanwhile a dangerous trend toward unwarranted 
speculation has been checked; money employed in 
that speculation has been released for business and 
industrial uses; minds occupied with stock market 
reports are more free to grapple with business prob- 
lems, and—the great majority of people in this coun- 
try are going along as usual, buying their wants and 
needs, and wondering what all the commotion is 
about. 

In our opinion, the only thing for business to do 
is to “attend to its knitting.’ To continue to make, 
distribute and sell worth while merchandise to a 
consuming public, willing and able to buy. 

A few individuals with burned fingers is no 
reason for a nation-wide attack of nervous pros- 
tration. lLet’s forget the Stock Market and saw 
wood. 





















Lockwood & Palmer’s 


TOYLAND 


A Success from the Start 


OCKWOOD & PALMER, 92 Park Place, Stamford, Conn., put over 
their first toy department effort with such an encouraging success that 
they will increase the department materially this year. Last year, 

when the company took on about $10,000 worth of toys including wheel 
goods, juvenile furniture, games, doll puzzles, blocks and miniature train 
sets, and a long list of other items, they realized the necessity of publicity 
for the new department. Newspaper advertising, including teaser ads and 
full page announcements, climaxed by a spectacular arrival of Santa Claus 
in an airplane, succeeded in bringing great crowds of children and parents 
to the store, and the sales of toys and Christmas merchandise left very little 
to carry over to another season. Plans for this year’s effort have been under 
way for some time, and they provide a great event for the children. The 
airplane landing has been abandoned, however, as being less satisfactory than 
an auto arrival. 

Electric train demonstration and dolls’ fashion show, the latter being a 
show of little girls wearing copies of the dolls’ clothes, will be features of the 
week’s events. 

B. W. Lee, vice-president and merchandising manager, says, “I feel sure 
that other hardware stores could sell toys, and by selling toys could bring 
more women and children into their stores at Christmas time.” 
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500 


afer Sells 
Pairs Ice 


Skates 


Despite Ten’ Dealers’ 


Competition 





skates. 


AST year the Schlafer Hardware Co., 
nue, Appleton, Wis., sold about 300 pairs of ice skates with 
shoes, despite competition offered by ten retailer dealers in 


the city of Appleton who were selling skates. 
cessful record is attributed to the featuring of a single brand of 


IF You ‘ / 
want to 7@ 
Sk ALe belle 


115 West College Ave- 


Much of this suc- 


C. O. Below, of the company’s sporting goods department, says : 
“Our skate business is usually linked with an appealing window 
display,” such as the one reproduced, and we always include 
hockey sticks and skis in our skate windows. 


During season we 


sell from 150 to 300 pairs of skis, with four or five-foot sizes in 


RADA NGDS 


wy 


most ‘demand.” 
The Schlafer company sponsors a hockey team during the win- 


ter months. Its playing gives added impetus to skate sales in the 


store. 


What Is a Spinach Toy? 


Neither had thousands of New York City people 

until this most unusual item was called to their 
attention by a large local department store through its 
newspaper advertisements. 

Assuming that good children who eat their spinach 
and applesauce and drink all their milk should be suitably 
rewarded, this firm suggested to parents via its adver- 
tisements, that a Spinach Toy would be most appropriate. 

The daily Spinach Toy was usually a small wheel toy, 
retailing for about $1. The chief factor of this series 
of advertisements lies in the fact that it is attention- 
compelling, novel and makes the reader stop and think. 
After all, this is the main requisite for a successful 
advertisement. 


AVE you ever heard of the Spinach Toy? No? 





The series of daily advertisements were similar in size 
and design. All were single column, about 10 in. deep 
and were headed.—“Today’s Spinach Toy—for good 
children who eat their spinach and applesauce and drink 
all their milk.” The item was then illustrated, beneath 
it the price and at the bottom, a short description of the 
toy in question. 

While it may be contended that bribing of children by 
parents in an effort to have them do things that are for 
their best interest, is bad and should not be tolerated, 
this theory is most frequently not true in practice. The 
appeal and simplicity of this advertising makes it an 
excellent model for retail dealers to adopt for their 
own use. 








The prominent place of toys in the general merchandising scheme is aptly shown 


NE of the noticeable 
QO things about the 

hardware trade in 
general is the strong 
growth of toys as staple, all-vear merchandise. While 
the line has always enjoyed a large holiday demand, it 
has in recent years developed a consistently improving 
all-year demand, and increasing numbers of hardware 
merchants are giving it the attention it deserves as a 
profit builder. 

In New England, the Treat Hardware Corp. of Law- 
rence, Mass., devotes one of its twelve display windows 
to toys fifty-two weeks cach year. Donald Myles, dis- 
play manager, recently prepared a display of model sail 


and motor boats. Hardly had the window been before 
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the public until the toy buyer had to send a hurry call 
to the jobber for more boats, repeat orders being neces- 
sary several times to meet the demand. Satisfactory 
business, indeed ! 

Mr. Myles believes that the best way to stimulate the 
sale of toys is to back up the window displays with a 
share of the store’s advertising. If given their rightful 
share of attention in these particulars they will respond 
in a surprising degree. Neatness of arrangement in the 
store ‘and everlasting care in keeping toys clean and 
bright also bring their reward in increased sales. 


OR ten days, 

June 7-17, this 
display was in one 
of the windows of 
the Treat Hard- 
ware Corp., Law- 
rence, Mass. Don- 
ald Myles, display 
manager, states 
that business was 
stimulated greatly 
during the show- 

ing. 
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TOYS ARE MAJOR | 














in this window by Max Smith for the Gustafson Hardware Co., Duluth, Minn. 


| MERCHANDISE 


Every Children’s Day the Treat Hardware Corp. 
makes a special effort to stimulate toy sales. Last 
Children’s Day Mr. Myles arranged the window shown 
accompanying this article, and the additional business 
attributable to this display was strong evidence that at- 
tention to the toy department is well worth the effort. 
The department is managed by W. Schwaryenberg, and 
in the ten years of its existence as part of the store's 
organization it has taken its place among important de- 
partments such as agricultural implements, mill supplies, 
photographic goods and paints. 


Judge Cateun Depicts Sand Toy 


> 


\ , Y HILE sand toys have 
never been designed 
as burglar traps, 
Judge, a humorous weekly, 
seems to have discovered 
this use for such items pro- 
duced by Wolverine Supply 
& Mfg. Co., Pittsburgh, Pa. 
In a _ recent issue, this 
cartoon was used, showing 
the “Sandy Andy” toy effec- 
tively catching gentlemen of 
crime. The inclination to 
“work it once more” is evi- 
dently not confined to young- 
sters. 








Max Smith, display man- 


ager of the (Gustafson 
Hardware Co., Inc., 2016 
\V. Superior Street, Duluth, 
Minn., pgoduces effective and interesting toy displays. 

One of his recent jobs is reproduced on this page. A 
wide range of toys, including wheel goods, pull toys and 
sewing sets were grouped in the large Gustafson win- 
dow. There was also a pond with real water, bearing 
small sail and speed boats on the surface. At both ends 
of the display were sand boxes with sand toys. <Air- 
planes were suspended from the ceiling throughout the 
width of the window. 

Mr. Smith constricted all the “props,” such as the 
(Continued on page 97) 


as Burglar Trap 








“Let's work it once more, before eC go, Alf.” | 
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ANY hardware stores get an excellent volume of 
business on sporting goods during the summer 
months. The Bingham Hardware Co., Supe- 

rior, Wis., finds that it is also able to get a large share 
of its sporting goods volume during the winter months. 
This is a region where winter sports, carnivals and 
events of that kind are fast winning more adherents, and 
the Bingham company is doing its part in merchandising 
winter sports equipment as much: as possible. , 

“Winter sports equipment has been an excellent thing 
for us to handle,” declared Al Bingham, store manager. 
“Very seldom does a week go by during the winter 
months but what we get a nice sale on such items as 
skis, snowshoes, skates, sleds. We merchandise these 
items a great deal, too, because we know we can get 
plenty of sales on them.” 

Mr. Bingham says that during the pre-Christmas sea- 
son the firm promotes the idea that this winter sports 
equipment makes excellent gifts; that it is a gift idea 





that is different from what has been given in former 
years. Stressing this gift idea through the month of 
December, both through newspaper advertising and 
through placards in the windows, considerable sales are 
secured. 

“Toboggans have been an item that sold well,” de- 
clared Mr. Bingham. ‘In fact, a good window display 
of toboggans can almost be counted upon for two or 
three immediate sales in our city. The average person 
would like to possess a toboggan, but the item has never 
been called to their attention in most cases. We have 
the merchandise and we are always trying to get it before 
the public. With the increase of interest in winter sports 
there is no reason why all hardware stores in the north- 
ern States cannot secure considerable business on the 
sporting goods line.” 

Mr. Bingham believes that every hardware store 
that is handling sporting goods equipment can secure 

(Continued on page 97) 
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remunerative annual volume a comparatively easy matter. 

We think the longer margin we secure on sporting goods 
justifies the best display space we have in our store. It’s 
4 on the immediate right as you come in the front door 
a r in and on this account, it’s difficult for customers to avoid 
looking it over. We make many sales through such an 
obvious reminder of their needs in the sporting goods 

line. é 


iS Our principal reason for “We usually have about $3,000 invested in sporting 


goods, and sales in this department will average better 


“A Longer 


f : than $20,000 annually. This means that we turn our 

€aturing sporting goods from six to seven times in the course of 

a year, which makes it a very profitable feature line 

‘ ” in our estimation. . we 

S rtin Goods Fishing tackle is the most productive sub-division 

po g in the line, for our firm, while basketball equipment is 

a close second. Our city is nestled down here between 

the mountains and it is difficult for the boys to find level 

fields large enough for baseball or football. This situa- 

tion, augmented by the keen rivalry between school 

66 URE!” said Thomas E. Gilchrist, manager of the basketball teams in this vicinity, accounts for basket- 

Wilson Hardware Company, Cumberland, Md.,  ball’s popularity in this territory. Third in importance, 

—“You’re right! We wouldn’t feature sporting from the standpoint of revenue produced, is hunting and 

goods if we didn’t have a good reason for it. We find camping equipment as our mountains provide excellent 
sporting goods offer us a better than usual margin of facilities for both of these outdoor sports.” 

profit and unit sales are large enough to make a highly (Continued on page 96) 












sé HE Hunter’s Dream” is the title 
given to this window display by 

the Wilson Hardware Co., Cumber- 

land, Md. This display calls for real 

artistry on the part of the display man, 

but the comment and sales results 

amply justify the work and though’. 
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high grade window displays in the competition. 


NTICIPATING tremedous local interest in a football game between Duke University 
of their city and the Pittsburgh Panthers, coincident with the dedication of a new 
stadium, W. C. Lyon Co., Durham, N. C., retail hardware merchants, constructed this 

display. The model of the stadium was built exactly to scale by the construction firm 

which built the college stadium. This display won the first honors in a competition staged 
by the Chamber of Commerce in cooperation with the University. 





There were about fifty 
W. C. Lyon, Jr., states that the effort was 





well worth while and much business resulted from it. 





Sporting Goods Makes Store 


More Interesting 


W E.“McQUEEN, Missouri Valley, 
¢ Jowa, hardware merchant arranged 
this excellent arms and ammuni- 

tion window display. Commenting on the 
advisability of dealers handling these lines, 
Mr. McQueen said, “I think a dealer should 
carry a representative stock of sporting 
goods and feature it in seasonal displays. 
“Every dealer’s sales force should take 
an unusual interest in sporting goods, for 
I am sure that by catering to sportsmen, 
the dealer is making his store more inter- 
esting to a larger percentage of customers. 
This surely reflects in better sales for all 
departments.” Cartridge boxes were used 
by Mr. McQueen in the form of a fireplace. 
The proper effectiveness was furnished 
through sticks of wood and a red electric 
bulb. 
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Christmas Golf Club Package 


Knowing that golf clubs make prac- 
tical and most acceptable Christmas gifts, 
The Beckley-Ralston Co., 52 West Twenty- 
second Street, Chicago, IIl., has provided a 








special Christmas package for its Stroke- 
Saver clubs. 

These clubs can be secured in sets of 
four, sets of three, or singly. The four 
clubs are a putter, approach cleek, chipper, 
and _ niblick. race aa 

“The Elk Fight” Hanger 

Eight colors were used in making this 
hanger, a reproduction of an oil painting 
by J. K. Murray. There is plenty of 
action in “The Elk Fight,” which not only 


i : 


AMMUNIT 


x 


Super X -X 


WESTERN CASTRIOGE COMPANY 





adds to its attention value but makes it 
a valuable adornment for the walls of any 
store. Western Cartridge Co., East Alton, 
Ill. 


Junior Playmate Tables 


Brunswick-Balke-Collender Co., Chicago, 
Ill., is offering the trade its line of Junior 
Playmate billiard tables for the home. Six 
sizes are offered. The table illustrated 
measures 2214 by 42!% in. and stands 3534 





| in. high, and is the smallest of the Junior 


| Playmate line. 
Sturdy legs fold up beneath each table 





| is not in use. 
structed of hardwood. Exposed parts have 
a lustrous mahogany finish. 








wool cloth. 


rubber cushions. Each table comes equipped | 
with 15 colored and numbered balls, one | 


cue ball, a triangle, two cues, cue chalk, 
| and a book of rules. 


The “Triple Teazer” Bait 


This single hook lure, known as. the | 
“Triple Teazer,” has three small minnows | 


which flash and oscillate. They are fast- 
| ened to a hinged weed guard, which pro- 
| tects the hook. This guard is said to flip 


| back when bait is cast, reducing air re- 


| 
| 
| 
| 
| 
| 
| 





| assuring hooking. This bait is furnished 
in several colors in both bucktail and fly. 
| James Heddon’s Sons, Dowagiac, Mich. 


The Baby deLuxe Phonograph 


The companion instrument for the mas- 
ter de luxe console phonograph for children 
is the baby de luxe phonograph. It has 
recently been improved, having the same 





| 


| 








reproducer, tone arm, and built-in horn as 
the master de luxe. It is finished in ivory, 


blue, or green, attractively decorated. The | 


instrument weighs 32 lb., is 23 in. in height, 
1234 in. wide, and 1334 in. 
General Industries Co., Elyria, Ohio. 





providing minimum storage space when it 
Each unit is rigidly con- 


The bed is 
| of Masonite covered with a rich green all- | 
| 
| 


There is plenty of life in the 


| sistance, and also when the fish strikes, | 


deep. The 
! wringer is 9 in. 


The New Mak-A-Clock Set 
This clock construction set consists of 
|the various parts of a clock. They are 
distinctly identified and arranged to permit 
simple assembling into a working time- 
piece. Mak-A-Clock construction sets are 
issued with an instruction book, which acts 
}as a guide for constructing. The manu- 


| 








| 
{ 
| 
| 








facturer states that to assure practicability, 
}each part is mechanically tested and per- 
fected in addition to being nickel plated. 
Hands and weight are finished in red 
Clock face has five lithographed 
colors. Wolverine Supply & Mfg. Co., 
Pittsburgh, Pa. 


enamel. 


Little Miss Wash-Tub Set 
Here is a complete set for a little girl, 
which includes a small size washboard, a 
wringer, a washtub, 12 little clothes pins, 





and a bar of soap. Littie Miss Wash-Tub 
No. 121, as the set is known, has been 
placed on the market by Buffalo Toy & 
| Tool Works, 16 Carroll Street, Buffalo, 
Pans Xa 

| The rustless nickel zinc wringer with 
rubber rollers is detachable. The set is 
lithographed in apple green and_ bright 
yellow, with black silhouettes encircling 
This tub is 5% in. high, 10 in. 
height with 


| the tub. 
in diameter, and complete 





| 
| 
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A? this article is being dictated, they are clearing 
away the wreckage on Wall Street. Some of the 

stories told about things that happened in the 
confusion and demoralization of the recent trading are 
almost beyond belief. 

A broker told me that a certain man was carrying 
quite a long line of stocks on margin. The first decline 
wiped out his margin. The brokerage house immediate- 
ly wired him to put up more margin. This man had 
exhausted his credit, was broke and could not put up 
any more. However, instead of admitting this fact, 
realizing the confusion and demoralization in the 
broker’s office, he telephoned to one of the employees 
in the broker’s office to “sell” the same line of stocks 
that he had before they were wiped.out. This order 
was executed. The broker’s office did not have time 
to check up the accounts. Then came the final decline, 
and instead of being broke, he recovered all of his lost 
ground and came out ahead on the deal. Of course the 
brokers did not realize just what had happened until 
they checked their accounts and found what this customer 
had done. In other words, instead of being “long” on 
these stocks, he went “short” on them and closed up his 
short deal when the former levels were reached. 

A dividend was due on a certain stock. This divi- 
dend was paid in the midst of the decline. The stock 
declined to just the amount of the dividend. One very 
much alive specialty man on the Stock Exchange bought 
a large number of shares of the stock of this company 
at exactly the amount of the dividend. Then he re- 
ceived the dividend. Therefore his stock did not cost 
him anything. 


Ixy the case of another stock of a well known company, 
their surplus in actual cash on hand was more than the 
figure to which the stock had declined. In other words, 
the actual cash on hand of this company, not counting 
their other assets, was as much as the market value of 
the stock at the lowest point. Some of the specialists 
on the Stock Exchange, who know their onions, who 
carried the records of stocks in their minds, who acted 
quickly, picked up some good bargains, but of course 
there was no time to consult financial advisers, or look 
up statistics. A man, to act quickly, had to have all 
the facts in his mind, seize the opportunity when it was 
presented and take full advantage of it. 

Another story is being passed around of a number 
of wealthy men who more or less buy and sell in a 
group. These men had practically cleaned up all of 
their stocks before the decline started. They were 
short of stocks but were long on cash. One day meeting 
at luncheon, as they were just about to go away on 





Miss. 
SAUNDERS NORVELL 


vacations, the question was brought up as to what to do. 
One of the members suggested that they make up a list 
of stocks, with which they were familiar, enter a ridicu- 
lously low price on these stocks and leave this memor- 
andum with their broker to buy these stocks if anything 
happened. As this gentleman expressed it, it cost 
nothing to put in this list of stocks at these figures, 
and if anything should happen, there was a good chance 
to clean up. Not one of this financial group had the 
faintest idea they would ever get the stocks at these 
prices. They left for their vacations. Then came the 
unexpected crash in stocks, and the entire list of stocks 
that had been left with their broker was bought at the 
prices entered. These gentlemen now have a very 
neat little profit amounting to a great sum of money, as 
a result of this suggestion made by one of the members 
of their party. 


"Tue recent panic was one of the best illustrations of 
the psychology of fear the country has ever witnessed. 
Of course, brokers’ loans were too high. Of course, 
there has been inflation. Of course after the long bull 
market, like a ripe peach, prices were sure to fall. At 
the same time, except for a state of fear on the part of 
speculators and investors, there was no reason for the 
precipitate decline in prices, nor the figure to which these 
stocks declined. 

It is a curious fact how fear affects not only human 
beings but also animals. Have you ever seen a herd of 
cattle, stampede? Some little thing starts them off. 
They go mad with fear and away they go. They are 
completely bereft of reason. Nothing can stop them. In 
the old days on the Western plains, when a large herd 
of cattle would stampede, all the cowboys could do was 
to ride with the herd and wear them down until their 
panic of fear passed away. 

The same thing happens on ships in time of danger. 
The most terrible scenes have been enacted when this 
spirit of fear was let loose in time of danger. Military 
officers, when they talk confidentially, will tell you what 
a terrible thing it is when a panic of fear spreads over 
an army. It is next to impossible to control it. History 
is just full of cases where large armies have been de- 
feated by smaller ones, simply as a result of fear. 

Recently, the writer has had a number of talks with 
a lawyer, who is experienced in forming trade associa- 
tions. This lawyer told me that the basis of almost all 
trade differences is fear. Each man fears his rival in 
business. Each man fears that someone is going to 
take advantage of him. Each man fears that he is going 
to lose his business. 

This lawyer has had a long experience in straighten- 
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ing out the tangles in business, and he tells me that 
just as soon as fear can be eliminated from the minds 
of rival merchants, then he can talk to them with reason, 
but just as long as they are suffering from the psycholo- 
gy of fear, he stated they could not think straight. 

This gentleman told me another thing, which I thought 
was interesting. He said that one of the most expen- 
sive things in business was hatred. Not only does this 
state of hatred in the mind of the merchant toward his 
competitor actually affect the health and happiness of 
that merchant, but this lawyer said that in sitting in 
meetings and conferences with merchants, he never at- 
tached any importance to the judgment of a man who 
indicated by his manner that his heart was full of hatred 
toward his competitors. 

Such a man, said this 


lawyer, does not and x 


other sections of the country where they are in a panic 
of tear. 

In studying the whole country, there are different 
degrees of merchandising cowardice. In some sections 
of the map, on which I could place my finger, sections 
that would be recognized by all, the various classes of 
merchants doing business in these sections are suffering 
absolutely from the psychology of fear. They are afraid 
the other fellow is going to take their business away 
from them. They are afraid they will lose volume. 
They listen to every little rumor of price cutting. Being 
in this state of fear themselves, they are in no state of 
mind to control their own salesmen. As a matter of 
fact, this panic of fear spreads from the proprietor of 

the establishment of his 


salesmen and from his 


salesmen back to the pro- 





cannot think _ straight. 
All of his thinking is 
warped and crooked by 
reason of his hatreds and 
his prejudices. 

He stated, “Whenever 
I bring a group of mer- 
chants in the same line 
together, they fear this 
thing and that thing. 
Each one of them has a 
little list of what he fears 
is going to happen. 
Now, my experience has 
been,” he continued, 
“that these things these 
merchants fear seldom er 
never happen.” 

Now let us follow this 
same idea through to the 
selling of goods. Today 
in many lines of manu- 
facture we are enjoying 
a very liberal share of 
“profitless prosperity.” 
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HE recent panic was one of 
the best illustrations of fear 
the country has ever wit- 
nessed. Of course brokers’ 
loans were too high. Of course 
there has been inflation. Of 
course after the long bull mar- 
ket, like a ripe peach, prices 
were sure to fall. At the same 
time, except for a state of fear 
on the part of speculators and same conditions  mer- 
investors, there was no reason 
for the precipitate decline in 
prices, nor the figure to which 
these stocks declined.” 


prietor. 

Just imagine salesmen 
going out in this state of 
mind. What happens in 
that section of the coun- 
try? Prices, of course, 
are demoralized on prac- 
tically everything, and in 
those sections the mer- 
chants are not making 
any money. 

On the other hand, we 
can place our finger on 
sections of the country 
where at the same time 
and under practically the 


chants are making a satis- 
factory profit on their 
sales, are happy in doing 
business and are control- 
ling their salesmen. In 
such sections they are 
not suffering from the 
‘ shell shock of fear, 








In other words, we are 
having large sales with- 
out an adequate and 
satisfactory profit. This is a condition that is not peculiar 
to any one line. In the hardware business it is surprising 
how many lines are sold by manufacturers, by jobbers 
and by retailers, with hardly enough profit, if any, to 
cover the cost of doing business. 

Back of this situation, as we study it, we again find 
the psychology of fear. To speak plainly, it is nothing 
more or less than merchandising cowardice. A large 
part of the trade are “seeing things,” but every now 
and then we find individual merchants, or even groups 
of merchants, who have not been stampeded by fear, 
and who are doing business, either individually or in 
sections, on a profitable basis. 

If the writer today should draw a chart of the United 
States, he would not arrange this chart according to 
where business is good and where business is bad. There 
are plenty of charts to be had of that kind. Tlie chart 
I would arrange would be the sections of, the country 
where merchants are not afraid of their competitors and 
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which, of course, always 
leads to price cutting. 

Let us take up this 
same idea as it affects the traveling salesmen. Let me 
illustrate this point by describing two salesmen. One 
salesman, first of all, has confidence. He believes he can 
hold his trade. He believes in the friendship of his 
customers. In the next place, he has confidence in his 
house. His mind is not warped or unsettled by the fear 
of mail order houses, chain stores and all these more or 
less new forms of competition. He goes out cheerfully 
and courageously selling his line of goods. This man 
is in the proper state of mind to sell, because good sell- 
ing, first of all, takes courage. There never was any 
good selling in the world without this selling being 
backed up by courage. This salesman has this courage, 
and if he has customers who are “seeing things,” he 
straightens them out. He shows them that nothing is 
more demoralizing, nothing kills intelligent and ener- 
getic action more quickly than the panic of fear. 

So having braced up his customers, he makes better 
(Continued on page 98) 
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ITH this issue starts a 
Wi series of Four Chapters 

on a Modernistic Poster 
Block alphabet (designed ex- 
pressly for HaArpwaRE AGE 
readers). Chapter one illus- 
trates the simple construction of 
single stroke outline of the Cap- 
ital and Lower-case letters A, Lb, 
C, D, E, F, G. Chapter two 
will treat on the square letters 
H to N. Chapter three, on the 
round letters O to U. Chapter 
four the angle letters V, W, X, 
Y, Z. This Poster Block differs 
from the Modernistic Roman al- 
phabet in that its basic strokes 
are more of a uniform thickness 
throughout, while the Roman 
letters are composed of very 
heavy and very thin or light 
elements. 

This heavy block type is an ideal alphabet for the 
beginners’ first attempt at show card writing because 
this modernistic design allows him a freedom of 
stroke which is not possible in the regular Egyptian 

Roman alphabets. There is no set rule govern- 
ing the width of each letter or the space between 
them. For instance, if a certain amount of lettering 
must occupy a given space like “DISSTON” the 
letters may either be condensed or extended. The 
more extreme the more modernistic. All upright 
and horizontal terminals may be finished off with 
an angle stroke like at the top and bottom of the 
capital letter E. Strokes 2 and 8 in the outline of 
the capital letter G eliminates a long and difficult 
circular stroke. This poster style will be found par- 
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DISSTON 
Long Life 


WS 


N order that the display 
man and show card 
writer may keep in step 

with the times, this modern 
letter has been designed 
specially for HARDWARE 
AGE readers. The cards 
suggested here are also 
decorated with modernistic 
borders which will aid in 
giving a further modern 
touch to them. This is an 
easy letter to write and is 
very effective. 
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POSTER BLOCK LETTER 


By JOSEPH BERTRAM JOWITT 


ticularly effective for Hardware window display cards 
on account of its bold and legible character. 

Almost anybody can learn to write plain legible show 
cards, it being a matter of practical instructions and the 
proper modern equipment, coupled with persistent 
PRACTICE. 

The beginner should understand at the outset that 
any old brush will not do, and that it is next to an impos- 
sibility to obtain satisfactory results with anything but 
regular show card ink. Such modern show card ac- 
cessories as may be purchased in almost any city in the 
United States has made possible the passing along the 
writers twenty-five years’ experience in sign lettering 
and show card writing to all those who are interested 
in learning this important business aid. 

There is something very fascinating about lettering. 
Show card writing is now being taught in the Public 
schools, Private schools, Trade schools, and even Cor- 
respondence schools with great success. But as our 
handwriting differs so will our style of lettering have 
a distinct individuality about it, so much so that one 
professional show card writer can at once detect the 
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handiwork of another without looking for his imprint 
at the bottom of the card. 

Show card writing should never be confused with the 
art of Sign Painting. One is a technical trade requir- 
ing four or more years to learn its many important 
branches of lettering. The best results are to be had by 
doing show card writing on an inclined plane, at an angle 
of about forty-five degrees, allowing the light to fall over 
your left shoulder. The body should be kept erect, as- 
suming a natural posture. It is not necessary to lean 
way over on your work. Hold the brush between the 
thumb and first two fingers just touching the metal fer- 
rule. In making all sweeps as in forming the letter 
“S” or the curves in the circular letters, do not twist 
the arm or throw the body into awkward contortions, 
but simply roll or twist the brush handle between the 
thumb and first finger and don’t stop when in the middle 
of a sweep or downward stroke. If your hand is un- 
steady and your brush strokes appear ragged, try resting 
the first joint of the little finger on the card; this will 
act as a spring and you will be better able to contro! 
the brush and make the strokes go where you want 
them to. 











Essential Business Will Not Suffer 


Luxury Sales May Suffer | 


As Result of Deflation 


NASHVILLE, TENN.—The condition 
which has prevailed in the stock market 
during the past few weeks will no doubt 
affect the sale of lux- 
ury goods. I anticipate 
the large retail stores 





in the larger cities 
will also have their | 
sales reduced to some | 
extent on account of | 
| the losses many of | 
their customers have | 
' sustained in the stock 
market. 

This, however, does | 
not apply to the small 
trading centers. The average business 
man or firm located in a town from five | 
thousand to fifty thousand population 
will not be affected by this condition. In 
fact, they are not interested, to any 
great extent, in the stocks that are 
listed on the stock exchange. 

The reduction in the price of money 
is a very great benefit to one and all 
and certainly should help business con- 
ditions throughout the country. 
Houston DubDLeEy, 

President, 


Gray & Dudley Co. 








HOUSTON DUDLEY 





(Signed) 


All Business Will Be Benefited 
in the Long Run 


LANCASTER, Pa.—In my own 
opinion the recent drop in the 
stock market should not have 
any decided effect on the hard- 
ware business as a whole. It is 
likely that it will have more 
effect on the sale of high priced 
specialties or luxuries than on 
the staple lines. 

The above is expression of my 
own opinion as to what the im- 
mediate effect might be, but I, 
frankly, feel that in the long run 
the result will be beneficial to 
business of all character. 

A. Z. Moore, 
President. 


Steinman Hardware Company. | 


(Signed) 








INCE essentials com- 
prise the greater part 
of the average hardware 
stock, it is likely that any 
detrimental effect, reflect- 
ing the recent Wall St. de- 
flation, will be felt only in 
a very limited way in the 
hardware industry. Let- 
ters on these pages from 
leading manufacturers, 
wholesalers and retailers, 
reflect clearly this view- 
point and are truly indica- 
tive of the general expres- 
sion of opinion among 
hardware men. 


—The Editor 


Business. Caution Will Follow 
After the Deflation Shock 


BALTIMORE, Mp.—It seems to me 
that after the shock has spent itself the 
general and widespread result will be 

beneficial to the mer- 


cantile interests. It 
means caution. 
It will have the 


effect of putting 
money in legitimate 
enterprises where it 
belongs; rather than 
sending it to the 
larger centers for 
stock speculation. 
There is just as 
much money in the 
country as ever, 
paper profits have gone, and the in- 
vestor has learned that all stocks that 
have a good earning power are just as 
good as ever and will shortly recover. 
In the hardware business, employ- 
ment is the same, pay day envelopes the 
same, the wholesale and retail trade 
hardly felt it, and in a short time it 
will be stale news to talk about. 
(Signed) D. M. Futton, 


The Carlin & Fulton Co. 
60 
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Loss of Working Capital 
May Affect Hardware Trade 
New York Ciry—It is my opinion 

that the recent deflation in stock prices 
will unquestionably have a detrimental 
effect on business in 
our own industry. 

Thousands of peo- 
ple, not excluding 
merchants in our own 
line, have lost all or 
part of their savings, 
which, in many cases, 
represented part of 
their working capital, 
which should be used 
in their own busi- 
ness. 

It is hard to con- 
ceive how the public generally will be 
in a buying mood, particularly for lux- 
uries, and holiday business may be seri- 
ously affected. 

On the brighter side, I see thousands 
and thousands of young men and wom- 
en, who thought they were picking 
“easy money,” going back to work and 
following the more constructive walks 
of life which should help to stabilize 
the industry generally. 

(Signed) E. R. Maspackx 


President Masback Hdw. Co. 





E. R. MASBACK 


Legitimate Hardware Demand 
Will Be Little Changed 


MontreEAL, QueE.—As I see the 
situation resulting from the re- 
cent smash on the American and 
Canadian Stock Exchanges, the 
effect will be, in some quarters, a 
slowing up to some extent in col- 
lections. For the legitimate de- 
mand of hardware there will be 
very little change, as hardware 
commodities are in most cases 
necessities. In Canada the com- 
mercial conditions are sound and 
we are looking forward to a pros- 
perous 1930. Prices should re- 
main normal, with more atten- 
tion to business and less to wild 
speculation. 

(Signed) Rosert STARKE, 
President. 


Frothingham Starke Seybold, Ltd. 
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Found Business as Usual During 
Stock Market Deflation 


Rocxrorp, Itt.—I was calling on the 
Hardware jobbers and dealers during 
the frenzied days of stock definancing, 
and found “busi- 
ness as_ usual” 
everywhere. The 
steady repeat or- 
ders during my ab- 
sence and in to- 
day’s mail is the 
best we ever had, 
which proves that 
our trade expects 
a lively late fall 
and Christmas 
season. 

We are now 
mailing out our 1930 price list which 
is the same as the 1929 list, thereby 
showing our own expectation for 1930. 
I believe that the production and dis- 
tribution prices are normal now and 
no cause for radical changes; and 
that many who thought they were 
“getting something for nothing” by 
the stock gambling will now take more 
interest in the steady and dependable 
enterprises, which is bound to result 
in a continued and increasing pros- 
perity. 

(Signed) 





ERNEST ESTWING 


ErRNEst EstwIna, 
Estwing Mfg. Co. 


Ultimate Result Will Place 
Business on Firmer Basis 


Detroit, Micu.—Present-day analy- 
sis of the stock market discloses the 
great uncertainty of the true value of 
stocks. The conditions 
prevailing in the stock 
market today, no 
doubt, have caused 
many to become 
down-hearted and de- 
pressed. Those who 
have been free money 
spenders will find it 
necessary for the next 
few months, at least, 





A. H. NICHOLS 


to practice economy, but courage and 
strength will soon return and more 
attention will be given to the financing 
of legitimate business enterprises. 








Of course, a condition such as we 
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from Recent Wall Street Deflation 
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Going Right On With the +Fall Plowing. 


are facing at the present moment does 
not have a tendency to advance prices 
or increase the Christmas shopping. 
There is, however, practically the same 
amount of money in our country today 
as was with us two weeks or more ago; 
this money will soon find other chan- 
nels of distribution, and will not be so 
quickly tempted to withdraw from busi- 
ness interests on account of the high 
interest opportunities that have been 
offered money during the past few 


| months. 


This surely will place business as well 
as the entire country on a much firmer 
foundation, and will develop a greater 
desire for a sound substantial business. 

(Signed) A. H. NicHots, 
Buhl Sons Co. 


Ultimate Result Should Be 
Beneficial to Business 


PHILADELPHIA, Pa.—Prominent fin- 
anciers, statisticians, leaders of indus- 
| try, officials of our government, includ- 
| ing President Hoover, 
are a unit in declaring 
that basic conditions in 
our country are sound. 
The crash in Wall 
Street was inevitable 
and was expected by 
most thoughtful people. 

With the reduction 
in the re-discount rate 
lw. w. ponzevy DY the Federal Reserve 
| 3ank of New York, 
| credit conditions will be easier and re- 








President, National Hardware Assn. | sponsible business men will be able to 
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borrow money at lower rates of inter- | down process is not as yet completed. 


est for all legitimate enterprises. The | 
effect of the upheaval in the stock mar- | 
ket on general business should be bene- 
ficial. Those who have heretofore 
divided their thought and time between 
stocks and business should now devote 
their entire attention to the latter. The 
distribution of hardware and allied lines | 
should and will proceed in a normal | 
and orderly way. There may be a de- 
cline in the purchase of luxuries, but 
otherwise, any changes, as the result 
of a cessation of the craze for specula- 
tion, should be negligible. 
(Signed ) W. H. Dontevy, 
Carter, Donlevy & Co. 





Recent Events Will Bring 
Country Nearer to Normal 


Rocuester, N. Y,—No doubt the 
condition of the stock market will have 
some effect on general business for the 
next few months. The | 
slump in building this | 
year has had a serious 
effect on all hardware 
that enters into this end 
of the business, but as 


Going on the assumption that when 
an even keel is attained, conditions here 


will be approximately as they are to- | 


day, I would say that if anything, the 
ordinary business of the country should 
be better off, for I do not believe that 
losses, generally speaking, were so 
great here as to affect the purchasing 
power of very many people. 

On the other hand, those who have 


| made a little money will probably, spend 


it a little more freely than otherwise, 


| particularly for holiday merchandise, 





a whole, hardware will 


business world for the 
next few months 
for all time. 

Collections have been 
this appears to be gen- 
eral in all lines of business. 

It is probable that recent events will 
bring our country nearer to normal, 





and 


FISHER 


Ww. G. 


a problem and 


and assure us of a healthier condition 
| 


than we have experienced for many 
years. Hardware is a staple as well as 
a necessity, and regardless of chain 
store competition, the hardware dealer 
is holding up his end with the customer 
who is seeking for a quality and com- 
plete line of hardware. 
(Signed) Wm. G. Fisner 
Mathews & Boucher. 


Northwest Does Not Expect 
Any Serious Consequences 


hold up its end in the | 





MINNEAPOLIS, Minn.—I do not be- | 


lieve that the depredations of the stock 
market are going to affect business in 
the Northwest, to a no- 
ticeable degree, one way 
or the other. However, I 
should like to qualify the 
foregoing statement by 
saying that I believe it is 
a little too early yet to 
make definite predictions 
that are likely to hold 
true, for it appears that the settling 





C. H. CASEY 


| the 





or in paying up their obligations. 

We have had a failure or two, prob- 
ably caused by the upset of the stock 
market, but in my opinion, it is as well 


that those who wish to skate on thin | 


ice get their ducking one time as an- 
other. We will pull out of this, I am 
confident, without any serious conse- 


quences to most of us. 
( Signed ) Cuas. H. Casey, 


Manager-Treasurer, 


Minnesota Retail Hardware Ass'n. | 


Necessities Will Be Active— 
Luxury Sales May Decline 


PittspurGH, Pa.—If we were sell- 
ing diamonds, or high grade automo- 
biles, or sable coats, it would seem wise 
to curtail purchases 
for the present, but 
as we are dealing in 
what might properly 


sities for the farm 
and household, we do 
not anticipate any 
marked 
the volume of busi- 
ness in the near fu- 
ture. 

I believe that mer- 
chants generally who are selling such 
merchandise as the public needs and 
must have, will enjoy a satisfactory 
volume, and that their holiday business 
will show but little change from that of 
former years. 





A. J. BIHLER 


There is no good reason for the 
hardware trade to feel pessimistic over 
present situation. The losses in- 
curred by many individuals due to the 
deflation in stocks and securities, will 


result in a tendency to curb purchases | 
of socalled luxuries, but merchandise | 


which the public wants and must have 
will continue to be sold, and the hard- 
ware trade should receive its full share. 
(Signed ) A. J. BIHLER, 
Vice-President, 


James C. Lindsay Hdwe. Co. 


be classed as neces- | 


change in | 


Business Conditions Are 
Fundamentally Sound 


Cuicaco, ILt.—I cannot see where 
| the recent deflation in the stock mar- 
| ket is going to have a very serious ef- 
| fect upon the hard- 
ware business eith- 
er wholesale or re- 
tail. Certainly we 
did not benefit to 
any great degree 
during the upward 
movement of stocks 
and, therefore, why 
should we be affect- 
ed when they go the 
other way? 

The sales of cer- 
tain high-priced luxuries undoubtedly 
will be affected, but, fortunately, most 
of the hardware we sell does not come 
within this class, and we have com- 
paratively few items that might be 
termed “high-priced luxuries.” 

Very likely there will be a period of 
uncertainty and lack of confidence on 
the part of the public, but fundamental- 
ly, I believe that business conditions are 
| sound, and that ultimately it will be a 
good thing for all concerned to pay less 
attention to the stock market and de- 
vote their time to their own individual 
business. 

(Signed) C. J. WHIPPLE, 
President. 
Hibbard, Spencer, Bartlett & Co. 








C. J. WHIPPLE 


Business Men Will Return 
to Their Own Businesses 


| Brooktyn, N. Y.—My own opinion 
is that it is a good thing that it has 
ended. There are always those who see 
greener grass in the 
other fellow’s lot than 
in their own, and those 
people have taken much 
money out of regular 
channels of trade and 
used it for speculative 
purposes, thus halting, 
to some extent, natural 
business expansion. 

A general analysis 
| would probably show that there have 
been some buying and expansion plans 
predicted on paper profits, which many 
felt would be realized, and no doubt 
| some credit extension will have to be 
adjusted to meet those conditions. 

[ am rather inclined to think that 
| some people will have a little higher re- 
| gard for their own businesses and oc- 

cupations which have always given them 
a fair living and where values have 
| been stable and balanced. With their 
| sole attention to that business, instead 
(Continued on page 94) 





| R. J. ATKINSON 
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Lamson & Sessions—Lake Erie Bolt & Nut Co. 
Have Merged 


The board of directors of The Lamson | 


& Sessions Co. and the Lake Erie Bolt 
& Nut Co., both of Cleveland, Ohio, re- 
cently approved the merger of the two 
organizations, subject to ratification by the 
stockholders. This announcement was made 
on Nov. 6 by George S. Case, chairman 
of the Lamson & Sessions executive com- 
mittee, and Norris J. Clarke, president of 
the Lake Erie organization. 

The combined organization will be one 


of the largest units in its field, having 
an approximate annual total volume of 


businesss of $10,000,000. 

In August, 1929, the Lake Erie Bolt & 
Nut Co. acquired the American Bolt Co., 
Birmingham, Ala. The plant has been 
since operated as a wholly owned sub- 
sidiary of the Lake Erie company, re- 
taining the name of American Bolt Co. 

The Lake Erie Bolt & Nut Co. is the 
successor to a company formed 77 years 


Alfred W. Clark Has Resigned 


from Eagle Lock Co. 

Alfred W. Clark, for the last five years 
sales manager of Eagle Lock Co., 26 War- 
ren Street, New York, N. Y., has resigned 
his position to take effect Nov. 15. 

Mr. Clark has been compelled to take 
this step because of the continued iliness 
of Mrs. Clark, and plans to spend the win- 
ter in Orlando, Fla., though his perma- 
nent mail address will be P. QO. Box 344, 
Sound Beach, Conn. 

Mr. Clark was with the Yale & Towne 
Mfg. Co., Stamford, Conn., for 31 years 
prior to his affiliation with the Eagle 
Lock Co. 


Royer Heads Cost Accounting 
for Paint Manufacturers 

James A. Royer has been appointed head 
of the Cost Accounting Bureau of the 
American Paint and Varnish Manufac- 
turers Association, Inc., effective Nov. 17. 
Mr. Royer comes to the bureau with years 
of experience in this type of work and is 
amply qualified to successfully control this 
important branch of the association. 

Mr. Royer was born in Indiana, is a 
graduate of Voories Business College, 
Indianapolis. For fifteen years he did 
cost accounting work in the furniture, 
automobile, piano and coal mining indus- 
tries, and since 1919 he has done the same 
work in the printing and binding industry 
in the employ of the United Typothetae 
of America and the Employing Bookbind- 
ers Association. 


A. K. Trout Resigns from 
A. W. Faber, Inc., Newark, N. J. 


Albert K. Trout has resigned as gen- 
eral sales manager of A. W. Faber, Inc., 
Newark, N. J. Mr. Trout became general 
sales manager in March, 1929. He has not 
as yet announced his future plans. 








| 


ago and has been under the present man- 
agement for the last ten years. 
The Lamson & Sessions Co. was estab- 


| lished as a partnership in 1865, as Lamson, 


| Sessions & Co., and 


was located at Mt. 


Carmel, Conn. Four years later the com- 


| pany was moved to Cleveland, and in 1883 


was incorporated under its present name. 
Eight years ago the company purchased 
the Falls Rivet Co., Kent, Ohio, and in 
1926 acquired the Kirk-Latty Mig. Co., 
Cleveland. A new Lamson & Sessions 
plant is now in the course of construction 


|in Birmingham, Ala. 


The executive personnel of both com- 
panies will remain unchanged. 

This merger will round out the business 
of both companies in a manner so that 
a minimum of plant extension will be re- 


| quired to give the consolidated company a 
' complete line for all branches of the trade. 


Cal Johnson, Publicity Manager, 
The Izaak Walton League 


The Izaak Walton League of America, 
Inc., announces the appointment of Cal 
Johnson as publicity manager for the 


league. 





CAL JOHNSON 


“Wisconsin Cal,” as Mr. Johnson is fa- 
miliarly known, has been a contributor to 
outdoor magazines for many years and is 
universally regarded as an expert hunter, 
fisherman, and follower of almost every 
outdoor sport. 

He has had a varied experience in the 
trade-paper field and is well qualified to 
promote the activities of the [zaak Walton 
League. 


Adex Mfg. Co. Appoints 
Peterson Brothers Corp. 

The Adex Mfg. Co., manufacturer of 
adhesive gums, glues and paste at 604 West 
Pratt Street, Baltimore, Md., announce a 
new Eastern. sales representative. Peter- 
son Brothers Corp., 104 Walker Street, 
New York, N. Y., will represent the Adex 


| ccmpany in the Eastern territory. 


|Wm. J. Dress Now Selling for 





| 





Remington Cutlery Works 


The many friends of Wm. J. 
will be pleased to learn that he has joined 
the sales organization of Remington Cut- 
lery Works in Bridgeport, Conn. 


Dress 





W. J. DRESS 


Mr. Dress needs no introduction to the 
trade, as he is well and favorably known 
wholesale hardware firms from 
coast to coast. His experience and thor- 
ough knowledge of cutlery in all its 
branches is generally recognized. 

Until recently Mr. Dress was connected 
with the New York Knife Co., Walden, 
N. Y., a concern he had represented for 
sixteen years. For the present, Mr. Dress 
will travel out of Bridgeport, where the 
Remington Cutlery Works are located. 


among 


Ira B. Lanphier Has Joined 
Package Research Laboratory 


Ira B. Lanphier, of Madison, Wis., has 
joined the Package Research Laboratory 
at Rockaway, N. J., as director. In his 
new capacity, Mr. Lanphier will continue 
the work of package design and construc- 
tion that he has been carrying on for sev- 
eral years under John A. Newlin at Forest 
Products Laboratory, Madison, Wis. 

Mr. Lanphier will devote much of his 
time to the devélopment of wire-bound 
boxes. 


New York Police Capture 
Swindler of Hardware Dealers 
New York 


Police in City have un- 


| covered a new type of swindle which has 


| been 
| chants of that city. 


| 


retail hardware mer- 

It is understood that 
this swindler would walk into a hardware 
store and, on the in, would pick up 
from the counter or display a can of paint 
or varnish worth $4 or $5. 

He would then ask the salesman to ex- 
change this can of paint for a fictitious 
brand. The salesman, believing the paint 
had been bought in the store, would then, 
ou demand, give the customer the claimed 
purchase price. 


affecting the 


way 


The swindler was caught when visiting 
a store which he had been in a week be- 
fore, where his ruse had been discovered. 
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Harold B. Platt, President, 
Greene Tweed Corp. of N. J. 


Harold B. Platt was elected president 
and treasurer of Greene Tweed Corp. of 
New Jersey, 9 Liberty Street, Newark, 
N J., at a recent meeting of that concern’s 
board of directors. 

Edwin G. Clamp is vice-president and 
Louis F. Ryter, secretary and comptroller 
of the corporation. W. Franklin Stone is 
the new chairman of the board. He was 
formerly vice-president. The directors in- 
clude Harold B. Platt, Williard R. Platt, 
Mrs. Harriet R. Platt, and Edwin G. Clamp. 

Williard R. Platt is president of Greene, 
Tweed & Co., 109 Duane Street, New 
York, N. Y., and Harold B. Platt is vice- 
president and treasurer of that firm. 





T. J. Gundlach Machine Co. Buys 
“Little Giant” Punch Line 


Little Giant Punch & Shear Co., manu- 
facturer of “Little Giant’ punches and 
shears in Sparta, Ill., has sold its manu- 
facturing business to T. J. Gundlach Ma- 
chine Co., 408 East Main Street, Belle- 
ville, Ill. 

This concern will continue the manufac- 
ture of “Little Giant” punches, shears, and 
combined tools, and will furnish all tools, 
repairs, and extra parts for these items. 





Canfield Supply Co. Buys 
City Block in Kingston, N. Y. 


W. C. Kingman, treasurer of Canfield 
Supply Co., Kingston, N. Y., has amuuunced 
the purchase by his organization of a city 
block in Kingston, which will be used by 
the company to take care of its growing 
business. 

A railroad siding enters this newly ac- 
quired property, which contains two large 
brick warehouses, several sheds, and a 
garage, which will be used as a repair shop 
for the Canfield fleet of trucks. 

Canfield Supply Co. is a wholesale dis- 
tributor of sheet iron, pipe, farm machinery, 
etc. 





H. C. Haight Dies—President, 
American Forge & Machine Co. 


Harry C. Haight, president and treas- 
urer, The American Forge & Machine Co., 
Canton, Ohio, passed away on Monday, 
Nov. 4, at his home in that city. 

Mr. Haight was also vice-president and 
treasurer of The National Standard Horse- 
shoe Co., Canton, Ohio, a subsidiary con- 
cern. He became associated with The 
American Forge & Machine Co. in 1909 
and was well known in manufacturing 
circles. 





C. C. Huddleston, Lamar, Colo., 
Sells Store to R. E. White 


C. C. Huddleston, owner of the retail 
hardware store bearing his name in Lamar, 
Colo., has sold his business to Ralph E. 
White and will retire from active partici- 
pation in business affairs. 

Mr. Huddleston opened his store in 1887 
and has continued it from that date until 
the present time. The hardware establish- 





ment is one of the pioneer organizations 
in Lamar. 

Mr. White, the new owner of the busi- 
ness, which will now be known as White 
Hardware Co., formerly traveled for the 
Simmons Hardware Co., St. Louis, Mo., 
and has had other experience in the hard- 
ware field. 





H. J. Henry, Sales Manager, 
Addison-Leslie Company 


Addison-Leslie Co., manufacturer of 
plastic wood in Canton, Mass., announces 
the appointment of H. J. Henry as general 
sales manager. 

For the past six years Mr. Henry has 





H. J. HENRY 


been connected with The Western Co., 
manufacturer of Dr. West’s toothbrush, as 
manager of the market research and sta- 
tistical department, as advertising manager, 
and later as division sales manager in New 
England. 

Mr. Henry will make his headquarters 
in Canton. : 


Johnson Motor Co. Will Build 
Boats for Outboard Motors 


The Johnson Motor Co., Waukegan, 
Ill., manufacturer of outboard marine 
motors, has announced its entry into the 
boat-building industry. 

This company will show for the first 
time at the Motor Boat Show in New 
York, N. Y., during January, 1930, a line 
of boats specially designed for use with 
outboard motors. 








Hadeler Hardware Co. Will 
Sell Acme Paints in Dayton 


The Hadeler Hardware Co., wholesale 
and retail dealers at 200 East Third St., 
Dayton, Ohio, have been appointed Day- 
ton distributors of the line of paint prod- 
ucts manufactured by the Acme White Lead 
& Color Works, 8250 St. Aubin Ave., 
Detroit, Mich. 

The Hadeler organization will handle 
Acme paints in both retail and wholesale 
capacities and is arranging its store to 
accommodate a complete stock. 








Scandinavian-Western Co. Sells 
Business to New Company 


Over the signature of J. K. Borch, presi- 
dent and general manager, is announced 
that Scandinavian-Western Importing Co., 
Ltd., 107 Lafayette Street, New York, 
N. Y., has sold its business to a newly 
formed company which will operate as 
Sandvik Saw & Tool Corp. 

This new firm will continue to operate 
the New York, Minneapolis, Seattle, and 
Montreal offices, and is expected to con- 
duct its business along the lines that its 
predecessor followed in the past 35 years. 

J. K. Borch will not be connected with 
Sandvik Saw & Tool Corp. He has made 
no definite plans for the future. 


H. B. Ives Buys Ground for 
New Factory Addition 


The H. B. Ives Co., manufacturer of 
builders’ hardware in New Haven, Conn., 
recently obtained possession of the prop- 
erty adjacent to its plant on Artizan Street, 
and plans an addition to the existing fac- 
tory. 

While definite announcement has not been 
made regarding the new structure, it is 
understood that it will occupy most of the 
newly acquired plot of ground. 





Manco Mfg. Co. Constructing 
New Buildings in Bradley, III. 


Manco Mfg. Co., of Bradley, IIl., is en- 
larging its plant through the erection of 
new buildings. These will be of brick, 
steel and glass construction, providing about 
10,000 additional square feet for manufac- 
turing purposes. 





E. D. Cowlin, Sales Manager, 
The Reliance Mfg. Co. 


E. D. Cowlin has been appointed gen- 
eral sales manager of The Reliance Mfg. 
Co. Massillon and Mansfield, Ohio. He 
was formerly manager of the company’s 
New York office. 

Mr. Cowlin will make his headquarters 
at Massillon on or about Jan. 1, 1930. 





Westfield Mfg. Co. Sponsors 
Weekly Radio Program 


On Friday evening, Nov. 8, Westfield 
Mfg. Co., manufacturer of bicycles and 
children’s vehicles at Westfield, Mass., 
opened a weekly broadcasting period of 
one-half hour’s duration. 

Stations WEAF in New York, N. Y.; 
WTIC in Hartford, Conn.; WWJ in De- 
troit, Mich., and WCFL in Chicago have 
been taken over by this manufacturer on 
every Friday evening from 7 to 7.30 East- 
ern time. 

“Columbia” Santa Claus is understood 
to have prepared a weekly program for 
children that will also interest adults. An 
illustrated booklet will be sent every child 
who responds to the appeal of the Santa 
Claus. 



































HARDWARE AGE for NOVEMBER 14, 19 


20 65 


29 





Butler Brothers Has Acquired | , | H. H 


American Wholesale Corp. 


Butler Brothers, national distributors of 


general merchandise, with headquarters in | 


Chicago, Ill., has acquired the American 
Wholesale Corp. of Baltimore, Md., and 
will operate it after Jan. 1, 1930, as Ameri- 
can Wholesale Corp. Division of Butler 
Brothers. 

This consolidation of assets totaling more 
than $65,000,000, linking organizations with 
annual sales aggregating more than $100,- 
000,000, will form what is considered to be 
from a dollars and cents standpoint one 
of the largest wholesale general merchan- 
dise firms in the country. 

Until Jan. 1, the two wholesale houses 
will continue to operate as separate and 
distinct organizations. 

The American Wholesale Corp. was 
founded in 1881 as the Baltimore Bargain 
House and operated as such until 1919, 
when the business was incorporated under 
its present name. It has been for many 
years one of the largest wholesale houses 
in the country and has sold extensively 
through the medium of a monthly mail- 
order catalog. A great volume of its busi- 
ness comes from a large territory, com- 
prising a number of States which Butler 
Brothers has not intensively covered. The 
new division will cover the territory south 
of Philadelphia and east of Ohio. 

Butler Brothers is the outgrowth of an 
organization founded in 1877, and until 
March, 1929, when it acquired an interest 
in several retail stores, had confined its 
activities to selling by catalog. It main- 
tains establishments in New York, Chicago, 
St. Louis, Minneapolis, Dallas, and San 
Francisco. ; 

The merger did not affect the real estate 
of the American Wholesale Corp., which 
will be operated as a separate and distinct 
unit without major personnel change. 

L. C. Burr, vice-president in charge of 
dry goods merchandising, in charge of But- 
ler Brothers’ Minneapolis house, will be- 
come general manager of American Whole- 
sale Corp. Division of Butler Brothers. 


Heale Elected Chief Booster 
of N. Y. Hardware Boosters 


Charles J. Heale, Managing Editor of 
HarpWareE AGE, was elected Chief Booster 
of the Hardware Boosters at the regular 
annual meeting of that organization held 
at the Hardware Club, New York City, 
Oct. 26. Elevated from the office of Junior 
3ooster, he succeeded George H. Fisher, 
Milwaukee Stamping Co., who has pre- 
sided over the Boosters so efficiently dur- 
ing the past year. Roy C. Schmidt, Stan- 
ley Works, four times secretary, was 
chosen as Junior Booster. Past Chief H. 
R. Conner, Pike Mfg. Co., is the new sec- 
retary, and, of course, Treasurer George 
W. Eadie, Harmon & Dixon was relected. 
Past Chief Charles Pincus, Stanley Works, 
presided during the election and subsequent 
installation of officers. 

Both the retiring Chief and Secretary 
tendered their annual reports showing an 
increased membership, and the newly 
elected officers made short appropriate re- 
marks regarding their plans of operation 








for the coming year. 





olcombe, Sales Manager for Lamson & Sessions 


| Bolt Co..—D. B. Prosser Covers Southeast 


} 

J. H. Holcombe has been appointed man- 
ager of sales for The Lamson & Sessions 
Bolt Co.—the Birmingham, Ala., factory 
of Lamson & Sessions. Co., Cleveland, Ohio. 

Mr. Holcombe’s hardware experience be- 
gan when he was a stock boy for the Beck 











J. H. HOLCOMBE 











& Gregg Hardware Co., Atlanta, Ga. He 
was with this company for 12 years. In 
1915 he became connected with the Kirk- 
Latty Mfg. Co., Cleveland, Ohio, as South- 
ern representative. He continued in that 
capacity until the merger of the company 
with Lamson & Sessions in May, 1926. 
He has continued to represent Lamson & 
Sessions Co. until his recent appointment. 

The Southeastern territory, formerly 
covered by Mr. Holcombe, has been taken 
over by David B. Prosser. 





Mr. Prosser has been calling on the 
Southern hardware and mill supply jobbers 
for the past 21 years His hardware ex- 








D. B. PROSSER 











perience began with the old American Iron 
& Steel Corp., Bethlehem, Pa., following 
which he for many years represented in 
the Southern territory the Lufkin Rule 
Co., Saginaw, Mich. He is a native of 
Richmond, Va. 

Both Mr. Holcombe and Mr. Prosser 
are members of the Old Guard Southern 
Hardware Salesmen’s Association. 

The Lamson & Sessions Bolt Co. Bir- 
mingham plant is nearing completion, and 
it is expected that it will be in operation 
about January, 1930. It will produce a 
complete line of carriage, stove, machine 
and lag bolts, also stove rods. 





Iver Johnson to Discontinue * 
“U. S.” Revolver Models 


Iver Johnson Arms & Cycle Works, 


Fitchburg, Mass., will discontinue on 
Jan. 1 the manufacture of the “U. S.” 
hammer and hammerless automatic re- 


volvers. In the automatic break-open type 
the company will list only the Iver Johnson 
models in hammer and hammerless. 

It is understood that the company will 
continue to list the regular “‘U. S.” double- 
action revolvers as well as the “I. J.” 
Model 1900. Orders on the discontinued 
lines will continue to be accepted, subject 
to stock on hand. 


Western Gear Merges with Pacific 
Gear & Tool Works 


A recent announcement states that 
merger has been effected between the West- 
ern Gear Works, Seattle, Wash., and the 
Pacific Gear & Tool Works, San Fran- 
cisco, Cal. 

It is understood that the operation of 
the plants will continue and each will re- 
tain its identity. No change in personnel 


a 








is anticipated. 





Samson-United Corp. Has Bought 
Large Plant in Rochester, N. Y. 


The Samson-United Corp., Rochester, 
N. Y., which recently absorbed the business 
of the Samson Cutlery Co., has just pur- 
chased one of the largest plants in Roch- 
ester, N. Y. The plant was formerly oc- 
cupied by the Selden Truck Co. 

The building approximately 
quarter of a mile long, covering an area of 
about six and one-half acres, with a floor 
space of 200,000 square feet. One thou- 
sand feet of railroad siding on the main 
line of the New York Central Railroad 
offers excellent facilities for loading and 
unloading about 30 freight cars at one 
time. 

The new plant will be equipped with the 
most modern, labor-saving equipment for 
straight line production and will employ 
over 500 people. The Samson-United bus- 
iness has grown very rapidly and the new 
plant will undoubtedly be able to take care 
of the large volume of business they are 
receiving on their line of electrical appli- 
ances, stainless steel cutlery and stainless 
steel kitchen tools. The plant is being pre- 
pared for immediate occupancy. 


is one- 
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Hardware 


Council Reindorses Report on 


Making Selling Helps Productive 


T the recent meeting of the Hardware Council in 
Atlantic City, Oct. 24-25, a resolution was passed 
expressing regret of the Council that sufficient 

interest and cooperation have not as yet been manifested 
by the various factors of the hardware industry in the 
matter of eliminating waste in the use of manufacturers’ 
selling helps and making them more helpful. 

At the same time the Council reindorsed the report of 
the special committee, consisting of J. E. Stone, Mark 
Lyons and R. J. Atkinson, adopted in 1926. This re- 
port was given wide publicity at the time of its adoption, 
and was printed on page 27 of the booklet issued by the 
Council under the title, Trade Betterment Reports and 
Recommendations. 

A new committee was appointed to make a more de- 
tailed study of manufacturers’ selling helps. The Na- 
tional Retail Hardware Association was asked to investi- 
gate and suggest suitable sizes, color, etc., of window 
cards, as a means of standardizing them so far as pos- 
sible, and eliminating waste. ‘bhe Association will make 
its suggestions to the committee, which will then present 
its findings to the Council. The report of this commit- 
tee will be made at the next meeting of the Council, to 
be held in St. Louis, Mo., June 20-21,, 1930. 

When adopted by the Council, the report will be 
placed at the service of manufacturers as an additional 
help in the preparation of window material for the retail 
trade. 


| HE original report which received the reindorse- 
ment of the Council is as follows: 


MANUFACTURERS’ SELLING 


HELPS PRODUCTIVE 


MAKING 


Report by special committee consisting of J. E. 
Stone, Mark Lyons, R. J. Atkinson, adopted by 
Hardware Council at Atlantic City, Oct. 18, 1926. 


At a recent National Chamber of Commerce gather- 
ing, Herbert Hoover said something like this: “I have 
no criticism of advertising in all its branches. I realize 
its importance in selling goods today. I do criticize the 
wastes in advertising which are tremendous.” 

As we see it, there is an open question all the time 
between a manufacturer and his trade in distributing 
selling helps—window or store displays, signs, circulars, 


assortments and what not. And this is the question: Is 


the manufacturer distributing helps which he would like 


to have the dealer use or those which the dealer wants 
or will use? 

A careful analysis shows that at least 50 per cent of 
this kind of material finds its way into the waste basket 
for one of the several reasons. Much of the material 
furnished is more suited for bill posting than for either 
window or store display, as the size does not lend itself 
to any space that is available in most stores. There is 
other literature that contains prices and information that 
are not in line with the selling policies of most stores and 
therefore not fitted for distribution. 

Dealers’ helps are a very valuable part of the process 
of intelligent distribution, provided they are built up 
with the thought in mind that they are principally to 
influence the mind of the consumer and are of such a 
size as can be economically used. 


S UCH helps might be divided into two classes—those 
for window or store display, and those to be sent out in 
envelopes with other mailing matter. In both cases they 
should be plainly descriptive and state clearly the or- 
dinary usage of the article. Signs intended for windows 
should be printed so that they can be clearly read at least 
a distance of six feet, and contain a selling appeal. 

It is our opinion that if advance proofs were furnished 
to outstanding dealers that specialize in attractive dis- 
play for their criticism, much could be gained by their 
cooperation in planning advertising of this character. 

Envelope inclosures should not contain too much mat- 
ter, and never prices unless the prices are universal. 
Matter of this kind should anticipate the season and not 
be sent out, as is often the case, at the season’s end. 

Of the two classes, window cards impress us as being 
the most important. Window space represents at least 
50 per cent or 60 per cent of the store’s value for adé¢ 
vertising purposes and when properly used is the cheapest 
selling force the store has. Their value can be much in- 
creased by proper advertising material displayed in con- 
junction with the merchandise. Good reading matter 
always attracts. 

Manufacturers should also study their dealers’ win- 
dow cards with the thought of standardizing on a few 
sizes—six at most. This will enable the retailer to use 
the cards in permanent frames. 

Dealers’ helps should not be scattered promiscuously, 
but be furnished only upon the request of the dealer. 
Much time and money will be saved if manufacturers 
will study the question from the viewpoint of what the 
dealer can and will use instead of what they would like 
to have them use. 
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WASHINGTON NEWS LETTER 


Hardware Exports Establish New High Record—Dry Goods Association to Coop- 

erate with Department of Commerce in Economical Wrapping and Packing Survey 

—Trade Conference for Bleached Shellac Industry Is Authorized—President 
Hoover’s Order Hastens Tariff Action by The Senate 


(Washington Bureau of HARDWARE AGE) 

The value of shipments of hardware 
and allied products from the United 
States during the first nine months of 
the current year totaled $58,553,667, 
a new high record, and an increase of 
$6,584,436 over exports for the corre- 
sponding period of last year, accord- 
ing to E. B. Morse, Iron and Steel Divi- 
sion, Department of Commerce. This 
increase in exports is held by Mr. Morse 
to be gratifying in view of the intensi- 
fied effort on the part of Continental 
hardware manufacturers to displace 
American products in foreign markets. 
Increases were made in shipments of 
most classes of hardware during the 
1929 nine-month period, indicating a 
general improvement in the foreign 
markets for American hardware prod- 
ucts. Increases were realized particu- 
larly in shipments of builders’ hard- 
ware, hand tools, and heating and cook- 
ing appliances. 

Shipments of builders’ and other 
hardware were valued at $8,240,264, 
an increase over the corresponding 
period of last year, when exports were 
valued at $6,728,869. Total shipments 
in this group for the nine months of 
the present year nearly equalled the 
total for the 12 months of 1928. Sub- 
stantial gains were made in all classes 
of builders’ hardware, although exports 
of saddlery and harness hardware and 
car and marine hardware declined 
slightly. 





Various retail lines are watching 
with interest the study being made by 
the National Retail Dry Goods Asso- 
ciation regarding present methods used 
in folding, packing and wrapping mer- 
chandise for delivery to the customer 
in which the Department of Commerce 
has agreed to cooperate. The scope of 
the study is two-fold in that it is 
planned to examine, first, the specifica- 
tions for the supplies themselves, and, 
second, the methods of using such sup- 
plies. 

It is reported that there are more 
than 6000 department stores, exclusive 
of specialty stores, in the United States 
doing an annual volume of business of 
approximately $6,500,000,000. All of 


these stores, it has been pointed out, 
should be directly or indirectly affect- 


By L. W. MOFFETT 


ed. These stores distribute annually 
almost 3,000,000,000 packages. It is 
estimated that if as a result of this 
survey it is found possible to effect a 
saving of 10 per cent in the present 
cost of packing and wrapping merchan- 
dise, the economies thus secured would 
amount to more than $9,000,000 a year. 
The present plan is to conduct the 
survey in New York (Metropolitan 
area), Washington, Dallas, Pittsburgh, 
Milwaukee, Portland, Ore., San Fran- 
cisco, Boston, Atlanta, St. Paul, Chi- 
cago, St. Louis, Los Angeles and De- 
troit. Three stores in each city will 
be studied, and it is expected that from 
these stores a true cross section of all 
conditions under which supplies are 
fused may be observed. The first step 
in this study to eliminate waste and 
solve a problem in the distribution field 
covers only the major wrapping and 
packing supply materials. These are 
folding, set-up (gift), and corrugated 
boxes; wrapping paper, bags, tissue 
paper, twine and gummed tape. Studies 
made by individual stores prior to this 
survey have resulted in substantial 
savings, according to information re- 
ceived by the Bureau of Standards. 
The survey may lead to the establish- 
ment of simplified practice recorh- 
mendations for some of the supplies 
under consideration and which may 
extend to retail stores generally. 





The Federal Trade Commission has 
authorized a trade practice conference 
for the bleached shellac industry, but 
has as yet set no date or place. It 
will be in charge of Chairman Edgar 
A. McCulloch, and has been authorized 
at the suggestion of manufacturers and 
dealers. The industry consists of less 
than a dozen companies. Practically 
all of them are expected to be repre- 
sented at the conference. Among the 
subjects to be considered are: Open 
price discrimination; publication of 
price lists; acceptance of orders fol- 
lowing price changes; bonuses, rebates, 
etc.; standard specifications and adul- 
terations; commercial bribery; induc- 
ing breach of contract; enticing em- 
ployees; defamation, etc. 





The Federal Specifications Board 





has just issued a proposed revision 





(F. S. 416) for rachet braces of the 
commercial type with ball-bearing head 
and chuck jaws designed to hold taper 
square shank bits, straight round 
shanks from % in. to % in. diameter, 
inclusive, and No. 1 More taper shanks. 





President Hoover’s hurry-up order 
to the Senate to get the tariff out of 
the way in two weeks was rather 
startling, and there was not the slight- 
est chance of the Senate doing such 
a thing. The idea of all the rate sched- 
ules in a tariff bill being passed upon 
within such a brief period naturally 
created much comment and simulated 
incredulity on the part of anti-admin- 
istration Senators that the President 
has issued such a statement. The mere 
explanation that the President had been 
urged by supporters to issue such a 
statement does not in the least decrease 
the surprise it occasioned. But perhaps 
there is something in the interpretation 
whch has been given the statement. 
The view seems to be that the Presi- 
dent wants the tariff out of the way as 
quickly as possible in order that tax 
reduction may be taken up at an 
early date as possible at the regular 
session. It is coinceivable that the ad- 
ministration, like the country at large, 
has become tired of the endless tariff 
discussion and wishes that it was off 
its hands. But having promised 
“limited” tariff revision, it apparent- 
ly is proving a “necessary nuisance,” 
seeing that the administration forces 
have nothing whatsoever to do about 
the tariff in the Senate. The admin- 
istration theoretically has a majority 
in the Senate, though thin, as it has 
in the House, which is substantial, but 
the Senate majority is easily broken 
by combinations. Democrats naturally 
delight in joining with irregular Re- 
publicans—and in some instances with 
regular Republicans—in breaking the 
administration’s power. The result is 
the country is witnessing the spectacle 
of the coalition writing the Senate 
tariff bill, and it has been revised se- 
verely in many respects. The question 
remains as to what will happen in con- 
ference—and then as to whether the 
President can put his name to a bill 
that apparently will be no administra- 





tion bill at all. 
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GENERAL MARKET NEWS 








Hardware Trade Continues to Retain 


Its Usual Healthy Condition 


New York, Nov. 13.—The hardware trade throughout the coun- 
try continues to retain a healthy status, according to reports re- 


ceived from leading market centers. 


Increased activity in holiday 


merchandise is the outstanding feature of the current trade, while 
a normal demand prevails for staple goods. 

The recent wholesale liquidation in the stock market has failed 
so far to retard buying to any appreciable extent. Aggregate sales 
have been sustained at the same levels established prior to the 
stock crash. The fact that necessities constitute the major portion 
of hardware stocks is considered a favorable factor, which will off- 
set any tendency toward curtailed purchases on the part of the con- 


sumer. 


Mild weather conditions have had a retarding effect on the move- 
ment of winter lines, but lower temperatures are expected to stimu- 


late the demand materially. 


The credit situation is fairly satisfactory with collections having 


a normal average. 





Lamont Says Business Sound 
Despite Recent Stock Crash 


Secretary Robert P. Lamont of the De- 
partment of Commerce, in a _ statement 
made at Washington on Nov. 4 declared 
that fundamental business throughout the 
nation has been affected very little by the 
recent wholesale liquidation in the stock 
market, and asserted that conditions as a 
whole remain sound. 

All business indicators point to favor- 
able conditions, the Secretary said. A re- 
cent report of the Census Bureau shows 
no increase in inventories. Forward orders 
are greater than they were, and there has 
been no underlying conditions pointing to- 
ward an adverse situation. 

The Secretary admitted that the stock 
market situation will probably have some 
influence on business in that in some cases 
the market value of stock will not be as 
great. 





Wholesale Commodity Prices 
Continue to Decline 

For the sixth su¢cessive week a decline 
in wholesale prices was reflected by the 
weekly wholesale price index of the Na- 
tional Fertilizer Association. 

The decline during the week ended Nov. 
2 was three-tenths of 1 per cent. 

The total decline for the six weeks 
amounted to 2 per cent. Since July 27 the 
total decline has amounted to 3 per cent. 

During the past week seven groups de- 
clined, and only one advanced. The only 
group that advanced was fertilizer ma- 
terials, which was caused by seasonal price 
schedule advances. 

Thirty-six items declined and twenty- 
four advanced. The largest declines oc- 





curred in fats, other foods, textile raw 
materials, metals and miscellaneous com- 
modities. 

Based on 1926-1928 as 100, and on 473 
quotations, the index for the week ended 
Nov. 2 stood at 95.7; for that ended Oct. 
26, 96; for Oct. 19, 96.4, and for Oct. 12, 
96.9. 





Majestic Lowers List Prices 
on Radio Sets 


The Grigsby-Grunow Company, Chi- 
cago, makers of Majestic radio sets and 
radio-phonograph combinations, announced 
on Nov. 1 that effective at once the list 
price on Majestic Model 91 is $116, less 
tubes, and on Model 92 is $146, less tubes. 
Since the eight tubes for a Majestic radio 
cost $21.50, the prices complete with Ma- 
jestic tubes are now what the sets have 
been without them, $137.50 and $167.50. 
Factory economies have permitted the re- 
ductions, according to the announcement. 





Week’s Price Average Declines, 
Reports Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced on Nov. 2 that wholesale com- 
modity prices, based on Dun’s quotations, 
averaged 93.7 per cent for the week of 
Oct. 28. 

The October average was 94.4 per cent. 
The purchasing power of the dollar was 
106.7c. on a 1926 basis of 100c. The Octo- 
ber average was 106.1c. 

Crump’s index of English prices for the 
week on the revised 1926 level was 90.1. 
The October average was 90.6. 

The Italian index on the revised 1926 
basis for week ended Oct. 26 was 71.8. 





October Commercial Failures 
Were Fewer Than in 1928 


With a continuation of its relatively fa- 
vorable trend, the insolvency record for 
the United States discloses improvement 
over the corresponding period of 1928. 
Data compiled by R. G. Dun & Co. show 
commercial failures last month number- 
ing 1822, with liabilities of $31,313,581. 
Not unnaturally, the present number is 
above that for the shorter month of Sep- 
tember, when the low point for each year 
is usually reached. The latest total, how- 
ever, is practically 10 per cent below the 
2023 insolvencies of October, 1928, and the 
indebtedness reveals a reduction of 10.5 
per cent from the $34,990,474 of the earlier 
year. More than that, the numerical up- 
turn last month over the 1568 failures of 
September was considerably less marked 
than the increase which occurred for the 
same period a year ago, while last month’s 
liabilities decreased about 8.2 per cent from 
those for September, in contrast with an 
expansion of 3 per cent in October last 
year. 

With the declines which occurred last 
month in comparison with totals for 1928, 
the margin of betterment for the year to 
date has been widened. Thus, the 19,076 
commercial defaults reported for the ten 
elapsed months of this year, compare with 
20.061 for the corresponding period of last 
year, which is a reduction of about 5 per 
cent. The falling off in the indebtedness 
is even more pronounced, an aggregate of 
$363,739,217 for the ten months, contrast- 
ing with $408,184,029 for the same months 
of last year, or a decrease of nearly 11 
per cent. 





Farm Price Level Gains 
3 Points Over Last Year 


At 140 per cent of the pre-war level on 
Oct. 15, the index of the general level of 
farm prices was 1 point lower than on 
Sept. 15, and 3 points higher than a year 
ago, according to the Bureau of Agricul- 
tural Economics, Department of Agricul- 
ture. 

Seasonal declines in the farm prices of 
meat animals and lower prices for cotton, 
corn, barley, wheat, wool, horses and 
chickens were partially offset by seasonal 
advances in the farm prices of dairy and 
poultry products and higher prices of oats, 
rye, hay, fruits and vegetables, cottonseed 
and flaxseed. On Oct. 15 the prices pdid 
to the producers for flaxseed were the 
highest since July, 1920. 

Changes in the indices of prices of farm 
products, by groups of commodities, in the 
period from Sept. 15 to Oct. 15 were: 
Meat animals, cotton and cottonseed, down 
5 points; grains, down 3 points; poultry 
and poultry products, up 16 points; fruits 
and vegetables, up 8 points, and dairy 
products, up 2 points. 


















HARDWARE AGE for NOVEMBER I4, I 


929 69 





CHICAG 


Business Is Somewhat Better Than Usual — 
Firmer Prices Now Prevail on Wire and Nails 


(Chicago office of HARDWARE AGE) 


CHICAGO, Nov. 12.—Under the influence of good general condi- 
tions and the pre-holiday demand for special merchandise, the 
, hardware trade shows a shade more than its usual activity at this 


time of the year. 


Eleventh-hour orders for Christmas goods in the 


face of an increasing scarcity contribute an air of tenseness to the 


current situation. 


Toy makers say buying began somewhat late this season. 


They 


are so swamped with tardy orders that shorages seem sure to de- 
velop. Nearly all sorts of juvenile goods are in keen demand, al- 
though bicycles continue rather quiet. 

Ice skates are moving briskly. Skate manufacturers predict a 
lively winter season since hockey and skating generally are gaining 
rapidly in popularity. Roller skates are doing better in the south- 


erly territories. 
movement of hunting supplies. 


Sharp fall weather is doing much to hasten the 


Ammunition and hunters’ clothing are lively. A holiday demand 
for matched golf sets is developing. Footballs and basketballs in 
the medium grades show increased action. 

Electrical appliances show the effect of increasing retail interest 


in terms of early volume. 


Some business in wire cloth future is 


being booked ; on a few brands not carried at this market price com- 


petition is reported intense. 


-Large orders continue to win concessions on steel sheets, but in 
general the sheet market is considered fairly firm, which indicates 


defeat of the recent bull movement. 


Jobbers are shipping a moderate volume of poultry netting; fu- 


tures in this line are still light. 


Somewhat firmer conditions seem 


to rule the market for nails and wire; recent extreme price con- 


cessions have been withdrawn. 





ALARM CLOCKS.—Trade is on the in- 
crease. Colored clocks still lead. Prices 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Big Ben, plain dial, $27.48 per doz.; 
Big Ben, luminous dial, $37.92 per 
doz.; Big Ben, De Luxe Nickel, $31.68 
per doz.; Big Ben, De Luxe Nickel, 
luminous dial, $42.24 per dozen; Big 
Ben De Luxe colored, plain dial, 
$31.68 per doz.; Big Ben, colored, 
luminous dial, $42.24 per doz.; Baby 
Ben, plain dial, $27.48 per doz.; Baby 
Ben, luminous dial, $37.92 per doz.; 
Baby Ben De Luxe, nickel plain dial, 
$31.68 per doz.; Baby Ben De Luxe, 
nickel, luminous dial, $42.24 per doz.; 
Baby Ben De Luxe, colored plain dial, 
$31.68 per doz.; Baby Ben De Luxe, 
colored luminous dial, $42.24 per doz.; 
American, plain dial, $12.60 per doz.; 
American, luminous dial, $18.96 per 
doz.; American Colored Clocks, $12.60 
per doz.; Sleepmeter, plain dial, $16.80 
per doz.; Sleepmeter, luminous dial, 
$25.20 per doz.; Ben Hur plain dial, 
$21.12 per doz. ; Ben Hur, luminous 
dial, aickel, $29.52 per doz.; Ben Hur, 
plain dial, colored, $21.12 per doz.; 
Ben Hur, luminous dial, colored, 
$29.52 per doz.; Tiny Tim, nickel or 
colored finish, $18.00 per doz. New 
Model Pocket Ben Watches, $12.60 
per doz.; New Model Pocket Ben 
Watches, luminous dial, $18.96 per 
doz. Lots of 2 dozen or more, all one 
kind or assorted, are subject to an 
extra discount of 2% per cent. In 
lots of 6 dozen or more, all one kind 
or assorted, are subject to an extra 
discount of 5 per cent. Westclox and 
Watches, plain and luminous dials, 


may be assorted to obtain quantity 
discounts. 








AUTOMOBILE ACCESSORIES.—De- 
mand for anti-freeze solutions is fairly 
brisk, although only the first cold snap 


will precipitate the annual rush. Other | 


accessory business is quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 


lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 


Chains.—Nonskid, 
35 per cent discount. 

Jacks.—National Standard, N. 21, 
$1.30 each. 

Pumps.—Rose, 1% 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3%, Liberty, $1.05 each; 
20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings and 
12% per cent on tubes. 

Anti-Freeze Solutions. — Prestone, 
$3.80 per gal, in less than full case 
lots; in full case lots, $3.60 per gal. 


dozen pair lots, 


in., cylinder, 


AXES.—Popular-priced farm axes are 
in general demand and orders continue 
in good volume for the best quality 
choppers’ axes. Prices remain steady. 














JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

First quality axes, single bit, han- 
dled, 3 to 4 Ib., $18.75 to $20.00 per 
dozen; double bit, $23.75 to $25.00 per 
doz. Competition grade, single bit, 
handled, 3 to 4 lb., $15.60 per doz. 


BICYCLES.—Little increase has devel- 
oped so far in the pre-holiday demand. 
No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Double Bar Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $22.60. 


BOLTS AND NUTS.—Orders are com- 
ing in at their usual rate for this time 


of the year. Prices are stable and ex- 
pected to remain so. 
JOBBERS’ 


QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Carriage bolts cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 
All discounts are quoted from “full 
case”’ lists. 

BOTTLING SUPPLIES.—Bung tubes 


are still moving well. Orders are also 
being received in fair volume for such 
items as caps and cappers. No price 
changes. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO 

Single bottle washer, $4.75 each; 
double bottle washer, $2.75 each; 
adapter for bottle washer, $1.60 each; 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.; crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles, 


$5.00 gross. 


BUILDERS’ HARDWARE.—Trade in- 
dicates more buying interest than at 
this time last year. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


p% x 3% steel butts, old copper or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 
per doz. pair; 4 x 4 steel butts, old 
copper or dull brass finish, $3. 00 per 
doz. pair in case lots; less than case 
lots, $3.12 per doz. pair. Heavy steel, 
bevel, inside sets, $6.00 per doz. sets 
in case lots. ,Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 
brass, bit-keyed front door sets, $2.60 


per set. Cylinder front door sets, 
$6.00 per set. 
CARPET SWEEPERS.—Current vol- 


ume is satisfactory. Dealers who dis- 


play report a good business. No price 
changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bissel’s Standard, $36.00 doz.; Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal, nickeled, $46.00 doz.; Grand 
Rapids, Japanned and colors, $44.00 
doz.; Grand Rapids, nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen, $56.00. 

CHAIN.—Recent wet weather has fa- 
vorably affected sales. Business is 
about equal to that of last fall. Prices 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

%-in. proof coil chain, $11.00 cwt., 
base; trade-marked coil chains, 40- 10 
per cent list. 
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COAL HODS.— Most of the demand 
concentrates on the heavier numbers. 
Light-gage hods are quiet. Present 
prices are expected to hold through the 
winter. 
JOBBERS’ QUOTATIONS, TO RE- 
TAILERS, F.0.B. CHICAG 
Galvanized, 16 in., open a + ong 
17 in., $4.30 doz.; 18 in., $4.70 
Japanned, open, 16 in., $2.95 
17 in., $3.25 doz.; 18 in., $3.65 
Galvanized, funnel, 17 in., $5.35 doz. 
18 in., $5. 80 —_* Japanned, funnel, 
17 in., $4.10 doz. 


yo 
doz. 


COPPER RIVETS AND BURRS.— 
Sales are registering at a fair rate. 
Prices, of course, respond to the influ- 
ence of the copper market; they are re- 
garded as fairly stable. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Copper rivets and burrs, 30 and 5 
per cent discount. 


ELECTRICAL GOODS AND RADIO 
EQUIPMENT.—Appliance business is 
developing early in good volume. Radio 
trade shows betterment following the 
Chicago show. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO 
Electrical Merchandise.— No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.; 
in 1000 ft. lots, $10.50; %-in. brush 
brass key socket, 13c. each; lots of 
25, 12%c. each; two-way (Hemco) 
plugs, 30c. each; in lots of 10, 20c. 
each; two-piece attachment plugs, de. 
each; dry cells, boxes of 55, 32%4c. 
each; less than case lots, 36c. each. 


Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal 9169, $16.65. 


Radio Supplies.—Radio B batteries, 





D 779 E, $1.40 each; case lots of 5, 
$1.30; No. 770, $3 each; packages of 
>, $2.80; No. v71, — 06 each; packages 
of 5, $1.92; N $3.20 each; pack- 
ages of "han. 485, Layerbilt 
battery, le -ss than standard pac ‘kages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; WxX-227, $1.50; UG-171A, 
$1.85; UX-250, $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. 


FLINT PAPER.—Developments as yet 
fail to confirm recent rumors of a 
change in prices. Volume is fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

9 x 11 sheets, in bundles, No. 9, 
$4.05 per ream; same No. 1, $4.85 per 
ream; 8% x 10% sheets, in bundles, 
No. 0, $3.65 per ream; same, No. 1, 
$4.40 per ream; 9 x 11 sheets, in 
boxes, No. 0, 100 sheets per box, 84c.; 
9 x 11 sheets, in boxes, No. 1, 75 


sheets per box, 76c.; 8% x 10% 
sheets, No. 0, 101 sheets per box, 
76c.; 8% x 10% sheets, No. 1, 75 
sheets per box, 67c. 


FOOTBALL A N D BASKETBALL 
SUPPLIES.—Demand is brisk for me- 
dium-priced footballs and basketballs. 
No price changes. 
JOBBERS’ i ape TO RE- 
TAILERS, F.O.B. CHICA 
Goldsmith official pene water- 
proof footballs, $9.35 each; Confer- 
ence footballs, $8.00 each; Scholastic 
footballs, $5.35 each; Amateur foot- 
balls, $1.70 each; boys’ footballs, 
genuine cowhide, $7.75 per doz.; Spe- 
cial basketballs, $14.95 per doz.; 
yoldsmith official basketballs, lace- 
less with rubber valve, $14.00 each. 


FURNACE SCOOPS. — Business is 
good, though little better than at this 
time last year. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 





D-handle, competitive grade, $5.50 
per doz.; good grade, hollow-back, 
39, 00 to $10. Ky) per doz. 


GLASS AND PUTTY.—Orders are 
flowing in at a normal rate. Cut prices 
on sub-standard glass seem to make 
little impression on the general market. 


JOBBERS’ ght re TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 Ib.; 
commercial, $3.15 per 100 Ib. 


GOLF GOODS.—Dealers are placing 
orders now to meet the holiday demand, 
which is largely for matched sets. 
Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hillerich & Bradley Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium headss, $4.00 each; 
Lo-Skore Wood Clubs, rustless shafts 
$3.65 each; Lo-Skore Irons, hickory 
shafts, $2.35 each; Competition Clubs, 
nickel plated heads, aluminum cap 
grip, $1.25 each; Community Clubs, 
Woods and Irons, 80c. each; Craw- 
ford-McGregor Uni-Sets, McGregor 
Duralite Matched Irons (6 in set), 
$36.00 set; Silver King Golf Balls, 
$7.50 doz.; Royal Golf Balls, $6.50 doz. 


GRAIN SCOOPS.—Trade continues on 
an even keel. No price changes. 
JOBBERS’ ay ake eth oe RE- 


TAILERS, F.O.B. CHICAG 
No. 8, $14 per doz.; No. 10, $15 
per doz.; No. 12, $16 per doz.; No. 


14, $17 per doz. 


HAMMERS AND HATCHETS.—Prices 
remain on the same basis as last year. 
Volume, however, shows some compara- 
tive improvement. Holiday sales are 
opening auspiciously. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 

Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50. 


HUNTERS’ SUPPLIES.—Good hunting 
weather is having a favorable effect on 


trade. Market stable. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Drybak waterproof coats, $58.65 
per doz.; Drybak waterproof pants, 
$40.00 per doz.; Red Head brand 
coats, $61.35 per doz.; hip rubber 
boots, $5.00 per pair; mackintosh 
wading pants, $16.00 per pair. 


ICE SKATES.—Ice skating is becom- 
ing more popular each year and rinks 
are being built in many towns. Hockey 
is also stimulating demand. No price 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Union Hardware skates, No. 
75e. per pair; No. 52414, $1.15 per 
pair; No. 624, $1.00 per pair. Chil- 
dren’s extension bob skates, 35c. per 
pair; Nestor Johnson Flyer skates, 
$5.25 per pair. 

NAILS, WIRE AND STAPLES.—Mar- 
ket conditions reveal a firmer tendency 
and recent extreme price concessions 
have been withdrawn. Sales show a 
fair volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


1624, 





‘L.c.l. quantities, common wire and 
cement coated nails, $2.95 base; car- 
loads, on application; steel cut nails, 
$4 base. 

No. 9 black annealed wire, $3.30 
per cwt.; No. galvanized, plain 
wire, $3.75 per cwt.; catchweight 
spools, galvanized cattle or hog wire, 
$3.85 per cwt.; polished fence staples, 
$3.65 per cwt. 


POULTRY NETTING.—Current trade 
is satisfactory, though futures have not 
yet begun to register heavily. Aside 
from reductions on temptingly large or- 
ders, the market is steady. ° 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Galvanized before, 614% per cent off 


= galvanized after, 564% per cent 
off. 
PYREX WARE.—Business has been 


fairly good for a month and continues 
so. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Round oasseroles, 1 qt., $12 per 
doz.; 1% qt., $14 per doz.; 2 qt., $16 
per doz.; val casseroles, same 


prices as round; 8-in. pie plates, $6 


per doz.; 9-in. pie plates, $7.20 per 
doz.; small utility dishes, $8 per 
—-s large utility dishes, $14 per 
OZ. 


ROLLER SKATES.—Except in the 
southern territories, current demand is 
limited. Prospects for spring, however, 
are excellent. Some future business is 
developing. No price changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Union —, No. 3, 76c. per pair; 
Nos. 4 and 5, $1.35 per pair; No. 6, 
$1.45 per pair. i 

Chicago line, N 101, $1.30 per 
pair; Nos. 103 and 105, $1. 40 per pair; 
No. 181, $2.65 per pair; Nos. 183 and 
185, $2. 15 per pair. 

Winchester line, No. 3831 (boys’), 
$1.35 per pair; No. 3832 (girls’ * $1.45 
per pair. 


ROPE.—General sales are rather quiet. 
Competitive foreign rope seems to be 
gaining little popularity because of 
quality differences. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Best manila, standard brands, base, 


22c. per 1lb.; No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per Ib.; No. 2 
sisal, 1444c. per lb. 

SCREWS. — The market continues 


steady, with a normal flow of business. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 45 per cent; 
round head, blued, 40 per cent; flat 
head, brass, 37% per cent; round 
head, brass, 32% per cent. Larger 
orders 10 per cent less. 


TOYS. — Manufacturers report buying 
began late this year and that they are 
now overwhelmed with eleventh-hour 
orders. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Electric trains, from $4.15 to $30.00 
per set; Structor trucks, $8.00 per 
doz.; Erector sets, No. 1, 67c. each; 
No. 2, $3.33 each; Spirit of Saint 
Louis construction sets, $8.00 per 
doz.; Lincoln Logs, 65c. per set; 
double sets, $1.35 each. 


WIRE CLOTH.—Future orders are be- 
ing placed in about the usual early vol- 
ume. Some price cutting is reported on 
a few brands not distributed through 
this market. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Black, 12-mesh, $1.80; galvanized, 
14-mesh, $2.40; galvanized, 16-mesh, 
$2.75. Quantity orders command a 
suitable discount from these figures. 
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IT TSB G Current Trade Is Rather Slow— 
J U R § Price Revisions Are Mostly Downward 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH,. Nov. 12.—The hardware business in this vicinity 
has been rather listless in the last two weeks. This is blamed partly 
on the uncertainty of the money markets of the country and partly on 
the failure of weather conditions to give the proper incentive for 
the buying of winter goods. A period of cold weather would be a 
considerable stimulation to retail sales of stoves, ventilators, stove 
pipe, coal hods and shovels and other goods. Jobbers report a slight- 
ly better demand for holiday items and in another week this busi- 
ness is expected to reach rather large proportions. As yet toys are 
moving only moderately well and other Christmas goods are no bet- 
ter. 

Pittsburgh jobbers do not expect the recent decline in stock prices 
to have a very marked affect on their business, although lines which 
might be classed as luxuries such as radios, electric washing ma- 
chines, stoves and other products may be slightly less active in the 
near future. Staple lines of inexpensive goods are expected to con- 
tinue about as usual unless there is a general slump in retail trade. 

Price changes this week have been mostly reductions. The Emer- 
ald line of electric washers has been reduced to $70 and decreases of 
approximately 10 per cent have been made on certain numbers of 
Yale & Towne night latches. Tire prices have not advanced so far 
as jobbers are concerned, although the selling price of retailers has 
gone up slightly. In fact some jobbers are offering special dating 
terms for substantial stock orders of tires for shipment between 
Nov. 15 and March 31. 


Curtailment of steel company opera- | tween Nov. 15 and March 31. These 
tions continues in this district. De-| terms allow buyers an extra discount 
mand has not improved and is some-| ranging from % of 1 per cent to 3% 
what lighter in some lines which feel | per cent, in addition to the regular 2 
the uncertainty in the money markets. | per cent allowed for discount within 10 
On the other hand, lower interest rates | days. 


are expected to stimulate building op- JOBBERS’ QUOTATIONS TO RE- 
erations, car building and a few other TAILERS, F.O.B. PITTSBURGH: 
j Mansfield tires, 4 ply balloon type, 
lines and perhaps develop a_ better 29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50, 
movement of structural steel, stand- $8.25; tubes, $1.60; 29 x 4.75, $9.55; 
i j ; tubes, $1.70; 29 x 5.00, $9.90; tubes, 
ard pipe, radiators and sanitary ware $1.75; 30 x 5.00, $10.20: tubes, $1.80: 
and kindred products. The automobile 31 x 5.00, $10.65; tubes, $1.85; 32 x 
in ; 5.00, $11.75; tubes, $1.90; 28 x 5.25, 
dustry is not now expected to be a $11.10; tubes, $1.85; 30 x'5.25, $11.90; 
very large user of steel until the begin- tubes, $2.00; 31 x 5.25, $12.50; tubes, 
nin N ‘ x $2.05; 29 x 5.50, $12.63; tubes, $2.25. 
ning of the new year. Prices are hold Same, 6 ply, 31 x 5-25, $14.70: tubes, 
ing fairly well, the only recent definite $2.05; 30 x 5.50, $16.05: tubes, $2.35: 
reductio: : oe 30 x’ 6.00, $16.65; tubes, $2.25: 31 x 
uction having been on cold finished 6.00, $16.65: tubes, $2.30; 32 x 6.00, 
steel bars and shafting, on which the $16.95; tubes, $2.40; 33 x 6.00, $17.55; 
price has dropped $2 a ton. Sheet ag $2.55. — ” 
: . * Trices in a Instances are each, 
prices are still very weak, but nails and and are subject to discounts of 12% 
wire are developing some strength at per cent on tires and 15 per cent on 
ubes. 


recent low levels. 


BATTERIES.—Demand is only mod- 
erate, but prices are well maintained, 
and business is considered satisfactory 
by most jobbers. 


ARMS AND AMMUNITION.—Sales 
continue very heavy by both jobbers 
and retailers, and the beginning of the 
open season for larger game, such as 


deer, elk, etc., on Dec. 1, is expected to TAene Foe PrrenURGH. 
stimulate business even further. etn Unit 
Packages Packages 
AUTOMOBILE TIRES AND TUBES.| NO fee 2002005000500:5%30 92 
—Recent advances in tire prices seem No. 722 .........-.---+ 2.06 1.92 
to have affected only consumers, thus cons : ei 
providing a larger margin of profit: for .39 
jobbers and dealers. At least jobbers’ cs 
prices have not been advanced in this 1.30 
district, and some sellers are now of- ae 





fering special dating terms for sub- No. 6 dry cells, ignition type, unit 
stantial stock orders for shipment be- packages, 36c. each. 











Flashlights.—No. 935, 6%4c. each; 
No. 950, 6%4c.; No. 790, 18c.; No. 705, 
19%e.; ‘No. 750, 131%4c.; No. 791, 18c. 

Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. 


BUILDERS’ HARDWARE.—This line 
is quiet at this season of the year. Cer- 
tain numbers of Yale & Towne night 
latches have been reduced approxi- 
mately 10 per cent in price. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. PITTSBURGH: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots in 3 x 3 in., $18.50 per 100 pairs; 

3% x 3% in., $10; 4 x 4 in., $30. 

Hinges.—Heavy strap, e in., $1.85 
per doz.; 8 in., $2.85; 10 in., $4.80; 
extra heavy T, 6 in., $2.30 per doz.; 

8 in., $3.40; 10 in. $5. 40; light strap, 

with screws packed one pair in a 

box, 3 in., $9.60 per 100 pair; 4 in., 

$11.60; light, 2, 3 in., $11 per pair; 

4 in., $12.60. 

Hasps.—Hinges without screws, 
single dozen lots, 3 in., 65c. per doz.; 

4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 10 

3 per set. 

Lock Sets.—Heavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.65. 


COAL HODS AND SHOVELS.—Busi- 
ness is fair, but a period of colder 
weather would stimulate activity con- 
siderably. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Coal Shovels, Monongah, No. 1, 
$14; No. 2, $14.50; No. 3, $15 oper — 
Gail black, No. 1, $12; No. $12. 
No. 3, $13 per doz. Gail polished, ce 
1, $13; No. 2, $13.50; No. 3, $14 per 
doz. Pacemaker black, No. 1, $12; 
No. 2, $12.50; No. 3, $13 per doz. 
Pacemaker half polished, No. 1, $13; 
No. 2, $13.50; No. 3, $14 per doz. 
Black gold, No. 1, $18; No. 2, $18.50; 
No. 3, $19; No. 4, $20 per doz.; Coal 
Hods, Japanned, No. 5, 16 in., $3.25; 
17 in., $3.60 per doz.; Galvanized No 
10, 16 in., $4.30; 17 in., $4.75; 18 in., 
$5.25; 20 in., $7 per doz. Galvanized 
No. “76S, $8, and galvanized No. 86S, 
$8.40 per doz. Galvanized No. 25, 
16 in., $5.50; 17 in., $6 per doz. 


ELECTRIC WASHERS.—The Emerald 
line of washing machines has been re- 
duced to $70 each, 


GAME TRAPS.—Sales are fairly good 
and are improving from day to day. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Diamond No. 21, $1.35 per doz.; No. 
21%, $2.44 per doz.; No. 22, $3. 36 per 
doz. 

Victor No. 1, $1.38 per doz.; No. 
11%, $2.44 per doz.; No. 2, $3.36 per 
doz. 

Whar ey No. 1, $1.32 per doz.; No. 

S, $2.20 per doz. 


in., 


LANTERNS.—Demand is still keeping 
up as the days grow shorter, although 
sales are confined largely to stores serv- 
ing the agricultural districts. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Gasoline Lanterns.—No. 220, $5.95 
each; No. 228, $6.30 each; No. 327, 
$4.70 each. 

Kerosene Lanterns.— Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 
doz.; Junior Brass, $15.75 per doz.; 
Little Wizard, $8.50 per doz.; D-Lite, 
$13 per doz.; Junior Wagon, $17.25 
per doz. 
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MISCELLANEOUS TOOLS.—There is 
a steady demand at unchanged prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Circular Saws.—6 in., $2.25 each; 
8 in., $3.00; 10 in., $4.00. 

Cross Cut Saws.—-Simonds Crescent 
Ground, Nos. 13, 22, 113, 133, = and 
325, 5 ft., $5.40; 5% ft., $6; 6 $7. 
Electric Brits. —No. 141, soa aa: 
No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. 

Files. —Disston, 50 and 10 per cent 
Nicholson and Black Dia- 
Simonds, 


off list. 
mond, 50 per cent off list. 
50 per cent off list. 

Garage Vises.—No. 43, $2 each; No. 
431%, $8; No. 14, $5. 


PAINTING SUPPLIES.—Paints 
moving normally well for this season 
of the year, although dealers’ stocks are 
ample. Linseed oil prices are un- 
changed, but turpentine has been re- 
duced 2c. per gallon in barrel lots, and 
is now quoted at 66c. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

_ Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 
higher); white lead, 14%c. per Ib. in 
100-lb. lots; 10 per cent less in lots 
of 500 Ib. or more, and extra 4 per 


cent less on lots of a ton or more; 
turpentine, 66c. per gal., in barrel 
lots; raw linseed oil, 17c. per Ib., in 
barrel lots. 


RADIATOR AND REGISTER 
SHIELDS.—Movement of these prod- 
ucts is fairly good, but there is room 
for some improvement, which is ex- 
pected as the weather gets colder. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Gem Adjustable Radiator Shields 
with Water Pan Humidifier 
Gold Bar Walnut 

Aluminum Mahogany Ivory 

ch Each Each 

No. 1W_ ....$3.50 $4.20 $3.85 
No. 1AW .. 3.85 4.55 4.20 
No. 2W .... 3.85 4.55 4.20 
No. 3W .... 4.20 4.90 4.55 
No. 4W .... 4.20 5.25 4.90 
No. 5W .... 4.55 5.60 5.25 
No. 6W . 4.90 6.30 5.60 
No. 6BW . 4.90 6.30 5.60 
No. 7W . 5.25 6. 65 5.95 
No. 8W .... 5.60 7.00 6.30 


Register shields for floor use, Nos. 
1 and 5, $12 per doz.; No. 10 , $10 per 
doz. 


are 


| 


Register shields for wall use, Nos. | 
2 and 15, $6 per doz.; No. 20, $5.20 | 
per doz. 


ROLLER SKATES. —Demand is quiet | 


| just now, but will improve somewhat | 
| with the holiday season. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Union Hardware Co. line, No. 2, 
70c. per pr.; No. 3, 75c. per pr.; No. 
10, $1.05 per pr.; No. 5, $1.45 per pr. 

Winslow line, No. 38%, $1. rH per 
pr.; No. 38, $1.60 per pr.; No. 88, rub- 
ber tire, $2.50 per pr. 

Winchester line, No. 3831, $1.35 per 


pr.; No. 3832, $1. 45 per pr. 
Chapin line, No. 103, thila’s skate, 
75e. per pr. 


ROPE.—Prices on Plymouth and Sisal 
manila rope will be unchanged over 
the remainder of this year. Demand is 
only moderate. _ 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Plymouth manila rope, 24c. per Ib., 
base for % in. and larger; New Zea- 
land manila rope, 18c. per lb., base 
for % in. and larger; Sisal manila 
rope, 15c. per lb., base, for % in. and 
larger. These prices are subject to 
the usual advance on smaller sizes. 


SASH WEIGHTS.—Prices are un- 
changed at $42 a ton, f.o.b. Pittsburgh, 
and demand is negligible. 





STOVE PIPE.—Some business is still 
being done in pipe and elbows, but de- 
mand is not now very active. 


| 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
| 
| 





Lustro stove pipe, 3-in., $6.75 per 


doz.; 4-in., $7.50 per doz.; 5-in., $9.00 
per doz.; 6-in., $10.50 per doz. 

Lustro stove pipe elbows, 3-in., 
$4.50 per doz.; 4-in., $5.25 per doz.; 
5-in., $6.50 per doz.; 6-in., $7.75 per 
doz. 


would be improved considerably by | 
colder weather. Prices on De-Flekt-Air 
ventilators have advanced. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Continental line: De-Flekt-Air 
center ventilators) No. 63, 
$3.00; No. 88, $4.70; No. 


Continental 
No. 


(metal 
$2.50; No. 87, 
$4.35 

frame 


| 
VENTILATORS.—Sales of ventilators | 
| 
| 
| 


per doz. net. 
cloth 


117, 


wood ventilators, 


V-836, $2.00; No hy os $2.00; No. 
V-937, $2.20; No. 949. $3.75; No. 
V-959, $4.40; No. V- 1537, $3. 45; No. 


V- 1549, $5. 06 per doz. NET. Conti- 
nental metal frame cloth ventilators, 
No. 833, $2.50; No. 837, $2.80; No. 845, 
75; No. 1137, $3.45; ‘No. 1145, $4.40; 
1437, $5.00, and No. 1445, $5. 00 
per doz. NET 
Diamond E, ‘No. 33, $3 per doz.; No. 
$4.40 per doz.; No. 02, $4.80 per 
No. 03, $5.60 per doz.; No. 1, 
, $5.60 per doz.; 
"No. 4, $7.60 per 


01, 
doz.: 
$5.20 per doz.; No. 
No. 3, $6.40 per pel 


doz.; No. 5, $8.40 per doz. 
Wurldbest Ventilators, No. 2, 
$1.75; No, .00; No. 4) $2.50; No. 


3, $2 
5A, $3.00; No. 6A, $4.00; No. 6B, $4.50; 
and 6C, $5.00. These are LIST 
EACH prices and subject to a deal- 
ers’ discount of 33% per cent. 
WIRE PRODUCTS.—Following recent 
reductions, wire nail and fence wire 
prices are unchanged this week, but 
demand is very quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Fence Wire 





per 100 lb. Annealed Galvanized 
No. . aed 9 gage «2092.00 $3.15 
ee ee » Bld 3.20 
No. i . 2.80 3.25 
No. 12 - 2.85 3.35 
No. 13 - 2.95 3.50 
No. 14 - 3.05 3.70 
SS | ee nee 3.25 4.00 
DS ME caebuseruse oo 3.45 4.20 
Barbed wire (per 80-rod spool): 
Ba=POINE COLES: o ccic ccc cccvcase st $2.74 
VINE: SRM. ys os bv'n o5 see pases san 2.93 
aM WUE 5 os 54550 base sc ae sees os 3.16 
Se SCOMEIIO (i650 00500080 s:00 00% 2.92 
2-point cattle (special).......... 2.10 
Field Woven Wire Fence (per 100 
rods): 
oe Be OI eee ete $39.80 
oO RSS rine reaaS 55.80 
SOREL. ENG Soewaces see Ouroe eae 27.70 
FS nesuckane wed taeaWaheeo va 37.00 
gt | eee Te eee ET eee 35.80 
Sa: ch encanbtane shes ecvees 9.20 
Poultry and rabbit, No. 14% gage: 
re or .50 
ee Se ear er rer 44.00 
a Se ere re rn 49.50 
Smaller mesh: 
a Pre rere rere $37.00 
No. 2048 [iwc ru eete ashe eee ees ae 44.50 
No 2360 sipbWele ieee ols 'saioubeis's wee ee 52.00 
ES | RIOR eee MEN 0.00 
Steel “Fence Posts: 
Painted 
Galvanized Angle 
Tubular Steel 
ZZ Me reer. rere 
S% ee 55c. each 38c. each 
en echesee 65c. each 40c. each 
rig CTE TR AE Fo 45c. each 


Bright nails, base, per keg, $2.65 to 
2.70. 








TWIN CITIE 


MINNEAPOLIS, MINN., Nov. 12.—With the steady approach of cold 
weather, many items in hardware lines are in demand. Storm sash 
repairing, which includes glass, putty and paints, has been progress- 
Automobile owners are putting their cars into 
condition for winter driving. Homes are being prepared for the 


ing for some weeks. 


colder months of the year. 


In addition, dealers are already finding some interest in winter 
sports items, although the demand and actual buying is very light 
Skates and other items are on display in some of the stores, 
with winter clothing and equipment. 

Prices for the most part are steady, showing but little tendency 
None of the items carried in this letter each week have 
Trade in general is steady with 
Agricultural territory is little affected by the financial 


as yet. 


to change. 
been affected by price changes. 
fair volume. 


conditions in the stock markets. 


(Minneapolis office of HARDWARE AGE) 





Cold Weather Has Stimulated Demand 
—Prices for the Most Part Are Steady 


AXES.—Sales are showing a steady in- 
crease with the advent of cooler 
weather. Prices are firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Single bit, base weight, unhan- 
dled axes, $15 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz., net. 


BOLTS.—Demand is fair, with stock 
well filled. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag ees. 60 per cent from stand- 
ard lists. 


BALE TIES.—Sale is continuing very 


good, with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
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Single Joop, 9% x 14, $1.51; 9% x 15, 
$1.36; 9144 x 14, $1.53 per bundle. 
BRADS.—Call for brads is still fair. 
Prices show no change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Wire brads, in 25-lb. box, at 75 per 
cent from lists. 
BUILDING PAPER.—Demand is fairly 
good, although building operations on 
residences are closing down. Prices are 
firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Red rosin sized building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 


CHAIN.—Sales are steady, with stocks 
well filled. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Log chain, coppered, 4 x 14, $17.75 

5/6 x 14, $16.75; 3% x 14, $15.00; log 

chain, self colored, 4% x 14, $16.25; 

5/16 x 14, $15.25; 3 x 14, $13. 50; prose 

coil chain, % in., $14.00; 3¢ in., ‘S11. 

% in., $10.50; 5g in., $10.25 cwt., Fi 
COAL HODS.—Demand is growing, 
with prices firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 

Coal hods, japanned, open, 17-in., 


$3.25; 18-in., 3.85; funnel, 17-in., 
$4.30; 18-in., $4.90; galvanized, open, 
17-in., $4.70; 18-in., 5.10; funnel, 
17-in., $5.80; 18-in., 36.30 doz., net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
line shows the end of the season is ap- 
proaching. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Eaves trough, 5-in., slip joint, sin- 
gle head, galvanized, in crates, $5. 25; 
6-in., $6. 40; conductor pipe, 38-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet; conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 
FIELD FENCE.—Sale is still fair, 
though demand is dropping off for the 
year. Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Field fence, 9 ga., top and bottom, 
id BA; intermediate, 26 in. high, 
$36.69 per 100 rods net, with other 
heights in proportion. 
FILES.—Demand is fairly good, with 
stocks ample. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Nicholson files, 50 per cent, and 
jobbers’ brands, 60-10 per cent from 
list. 

GALVANIZED WARE.—Tubs, baskets 
and ash cans are selling well, as the 
furnace season opens. Prices are firm 
as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Standard galvanized. pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 
pails, 16-qt., $4.70; 18-qt., $5.50; 
standard tubs, No. 1, $7.15; No. 2, 
$8.00; No. 3, $9.35; heavy, No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.60 
doz., net. 


GLASS AND PUTTY.—Demand is 
very good, with stocks being carefully 
watched. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb. steel drums, $5.35 ewt., net. 


NAILS.—Call for nails is still fair, with 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 








nails and cement 
$3.00 per 100-Ib. 


Standard wire 
coated wire nails, 
keg., base. 

PYREX OVENWARE. — Demand is 
showing an increase, with stocks well 
filled. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623, casseroles, $1.00; No. 643 
casseroles, $1.17; No. 634 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plate Ss, 
60c.; No. 231 utility dishes, 67c.; No. 
24 tea pots, $2.00; No. 26 tea ‘pots, 
$2.33; No. 953 percolator tops, Tc. 
each, net. 


REGISTERS.—Demand 


prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 
ROPE.—Call is steady, with fair vol- 
ume. Prices have not changed. 


SANDPAPER.—Demand is still good, 
with stocks well assorted. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 78c. per box of 75 sheets; gar- 
net No. 1, $15.68 per ream, net. 

SASH CORD AND WEIGHTS.—De- 
liveries are decreasing as the building 
season draws to a close. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Sash cord, best grade, 65c. lb. base; 
second grade, 38c. lb.; third grade, 


is good, with 


27c. lb., base, net, and cast iron sash 
weights, $1.95 cwt., net. 
SCREWS.—Demand is steady, with 


good volume. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 37% per cent; round 
head brass, 32% per cent from lists. 

SIDEWALK SCRAPERS.—Sales are 
fair, with stocks ready for the real de- 
mand in the near future. Prices are 
unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Sidewalk cleaners. True Temper, 

7 x 5-in. blade, $7.20; Rough and 
Ready, same size, $5.35 per doz., net. 
SKATES.—Sales are still light, but 
with very good prospects for the year. 

Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 


Ice skates, Nestor Johnson North 
Star, aluminum, $6.75; nickel plated, 


$5.75; Union, No. 590 and 590L, $5.25; 
No. 595 and 595L, $5.25; No. 550, $6.00 
pair, net. 

vo. 5 Union roller skates, $1.45; 
No. 6, $1.65; No. 4, 5; No. 130, 
$1.80; No. 130L, $2. 3 

Winchester, Boys’, No. W1B, $1.30; 
Girls’, No. W1G, $1.40. 

Chieftain, $1.45 pair, net. 


SNOW SHOVELS.—Demand is rather 
light as yet, with stocks ready for the 
big demand. Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Snow shovels, steel blade, straight 
handle, $415; D handle, 5; gal- 
vanized steel blade, D handle, 15% x 
17-in., $10.00; same, 16 x 21-in., $10.65 
doz., net. 





SOLDER.—Demand is fair, with stocks 
ample. Prices are firm. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Warranted half and half solder, 
29e. lb., and strictly half and half 
solder, 30c. lb., in 100-lb. boxes, net. 


STEEL SHEETS.—Deliveries show a 
fair volume, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. TWIN CITIES: 
Galvanized steel _ sheets, 24-ga. 
(base) $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 
STEEL TRAPS.—Sales are fair, with 
sign of increase. Prices have not 
changed. ; 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. rs CITIES: 

poor steel traps, No. $1.10; No. 
1, $1.3 No. 114, $2.44; Jo. 2, $3.36; 
ucthe: ‘jump traps, No. 0, $1.59; No. 
1 .83; No. 1%, $2.81 doz., net. 


STOVE BOARDS, PIPE, ELBOWS 
AND DAMPERS.—Demand is _ good, 
with stocks still well assorted. Prices 
are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Crystallized stove boards, 28 x 28, 
$16.65; 30 x 30, $19.35; 36 x 36, $27.00 
doz., net. 

Stove pipe, uniform ,blued, 28-ga., 
knocked down, 6-in., $12.00 per 100 
lengths; elbows, 6-in., common iron, 
corrugated, $1.35; adjustable, char- 
coal iron, $2.00; dampers, cast iron, 
wood handle, 6-in., $1.15; wire handle, 
$1.15 doz., net. 


TIN.—Demand is 
prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Furnace coke tin, ICL, 20 x 
$14.30 box, and roofing tin, 20 x 
8 lb. coating, IC, $14.75 box, net. 


WINDOW VENTILATORS.—Sales are 
on the increase, with stocks well filled. 
Prices are firm as last quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
_ Window ventilators: Continental, 
. 837, 2.80; No. $3.45; No. 
, $4.40; No. 1437, ges De-Flekt- 
Ps No. 63, $2 Be $3.00; No. 
$4.70; No. Diamond E, 
01B, $3.60; No. $4.40; No. 2, 
0; No. 038, $5.60; No. 1B, $4.40; 
. 1, $5.20; No. 2, $5.60; No. 3, $6.40; 
3L, $7.20; No. 4, $7.60; ‘No. 5, 
doz., net. Wurldbest, No. 
No. 3, $2.00; No. 4, 
5 $3.00; No. 6A, $4.00 
$5.50; No. 6C, $5.00 EACH LIST, with 
dealers’ discount of 33! Y% per cent. 
WIRE.—Fence wire is still meeting 
with some demand. Prices show no 
changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized barbed cattle wire, $2.97 
per 80-rod spool; galvanized barbed 
hog wire, $3.18 per 80-rod spool; No. 
9 (base), smooth, galvanized wire, 
$3.45 ewt., and No. 9, smooth, black 
wire, $3.00. 
WRENCHES.—Call for 
still good, with prices 
changes. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Agricultural wrenches, 60-10 per 


fairly good, with 


$1.75; 








wrenches is 
showing no 


cent; key model wrenches, 54 per 
cent; engineer wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 





per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 
Snap-on Wrenches. — Radio — 
electric set, in metal cases, $2.75; 
No. 101, Master Service Sets, $13.75: 
No. 202, Heavy Duty Sets, $3.80; No. 
404 Flexible Socket Set, $8; No. 608, 


Crankease Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 33% per 
cent discount. 

Crescent, 6 in., $5.64; 8 $6.96; 
and 10 in., $8.64 doz., net. 


in., 
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NEW YOR 


NEw YorK, Nov. 13.—Sales among metropolitan hardware jobbers 
are holding their own and appear to be little affected by the liqui- 
dation in the stock market. While aggregate sales are generally a 
little behind last year’s, the current demand is in the same pro- 
portions as before the stock market crash. Local wholesalers report 
their salesmen advise that few hardware retailers in their territories 


had investments in the declining stocks. 


Distributors of holiday 


merchandise continue to register disappointment in the slow demand 
for Christmas goods, but improvement is momentarily expected. 
Staple merchandise is moving in normally healthy fashion. Activity 
in winter lines has increased with the cooler weather. 

Orders booked for spring delivery are being received in fair vol- 
ume for such lines as lawn mowers, steel goods and lawn fence. 
Cutlery, tools, toys, wheel goods, Christmas tree holders and lights, 
electrical appliances and fancy wares are especially active on holi- 


day orders. 


Prices on sash cord have been lowered. The reduction ranges 


from 2c. to 4c. per pound, according to grade. 


A leading maker of 


cylinder night latches has made substantial price reductions on sev- 
eral models. Prices on washboards have been revised. The changes 


were downward for the most part. 
priced linseed oil has made paint advances likely. 


According to reports, higher 
It is understood 


that prominent paint manufacturers are contemplating advances in 


the near future. 


Collections have a normal average when the rating is based on 
the credit situation as it has prevailed in recent years. 





AIR MOISTENERS, RADIATOR. — 
Current demand is excellent for this 
item. Prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Nesco Air Moisteners, silver or gold 
finish, $5 per doz. 


ANTI-FREEZE SOLUTION. — Colder 
weather has stimulated calls. Steady 
prices prevail. 
JOBBERS’ tigi tig. TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Eveready Prestone, “ gal. 
$1.90; gal. cans, $3.60; 1% gal. 
$5.40 each. 


cans, 
cans, 


ASH SIFTERS.—Increased activity has 
resulted from the cooler weather. 
Stocks are complete and prices remain 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Rotary galvanized ash sifters, $2.00 


ach. 
In lots of 12 or more, $22.50 per 


dozen. 


BOLTS AND NUTS.—Normal sales 
volume is reported. Stocks are well 
filled and prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts and lag screws, all 


sizes, 60 per cent off list. 
m. Stove bolts, 75 and 10 per cent off 


“aching bolts, all sizes, 60 per cent 
fs) 
Step bolts, 50 per cent off list. 





BUTTS.—Sales continue to maintain 
normal levels. Prices are unchanged 
and adequate stocks are on hand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Steel butts, 3 by 3 and 3% by 3%, 
18 cents per pair for less than case 
lots; in case lots, 16 cents per pair; 
4 x 4, 24% cents per pair in less 
than case lots, and 23 cents per pair 
in case lots. 


CHRISTMAS TREE LIGHTS. — De- 
mand is improving for this line. Ade- 
quate stocks are available at street 
prices. 


JOBBERS’ QUOTATIONS. TO RE- 
TAILERS, F.O.B. NEW YORK: 
Propp sets, No. 842, 85c.; No. 830, 
$1.16; No. 83, $1.43; No. 73, $2.15; No 
72, $2. 43; No. 3020, $1.73; No. 3000, 
$1.48; No. 306, 87c.; No. 305, 87c., and 
a 310, $1. 38. Prices are each and 


Noma outfits, No. 3500, $3.94; No. 
116, $4.54, and No. 1600, $3.00. Prices 
are each and net. 

Christmas tree lamps, No. 77, 
Mazda assortment (100 in set), $6.90; 
No. 78, Mazda lamps, 10 in a box, in 
following colors: red, blue, green, 
orange, opal, pink, yellow and purple, 
10 to 100, $7.10 per 100; 100 or more, 
$6.90 per 100. 


CLOCKS.—Colored alarm clocks still 
lead in sales popularity. Stocks are 
complete and prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Alarm clocks: America, $1.05; 
America, luminous, $1.58; Sleep- 
Meter, $1.40; Sleep-Meter, luminous, 


$2.10; Ben Hur, $1.76; Ben Hur, lumi- 





Demand Is Well Sustained at Recent Levels 
4 —Some Price Revisions Have Been Made 


nous, $2.46; Big Ben, $2.29; Big Ben, 
luminous, $3. 16; Big Ben De Luxe, 
$2.64; Big Ben De Luxe, luminous, 
$3.52; Baby Ben, $2.29; Baby Ben, 
luminous, $3.16; b 
(any finish), $2.64; 
Luxe, luminous, $3.52; Tiny Tim (any 
—, $1.50. Prices are each and 
net. 
Auto clocks, plain dial, $1.50 each; 
luminous dial, $2.10 each. 

Watches, Pocket Ben, $1.05 each; 
Pocket Ben, luminous, $1.58 each. 

Extras on alarm clocks in lots of 
two dozen, 2% per cent; on lots of 
six dozen or more, 5 per cent. 


FIREPLACE FIXTURES.—Sales are 
running a little ahead of last year. 
Prices are without change and ample 
stocks are on hand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Andirons, black finish, $2.50 to $6 
per _pair; black-brass balls, ag to 
$9.75 per pair; Flemish, $5.5 to 
$11.55 per pair; Swedish, $5.75 a $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black finish, $4.85 to $5 
per set;  black-brass balls, $6.75; 
Flemish, $7.65 to $9 per set; Burnt 
antique, brass, $7.65 - $9 per set; 
Swedish,. $7.75 per se’ 

Grate baskets, ey finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each, and Burnt 
antique, brass, $8.65 each. 


GARAGE SETS.—This is an active 
item at present. Prices remain un- 
changed and stocks are complete. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garage sets, $2.40 per set; for six 
or more, $2.10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set. 


ICE SKATES.—Sales are fair only. 
Freezing weather will accelerate the 
orders. Prices are without recent change 
and stocks are adequate. 


JOBBERS’ og gp Ete f a RE- 
TAILERS, F.O.B. NEW 


Union ice i, Sane aioe. 
men’s No. 90, $5.2 No. 290, $6.00; 
ao No. 90L, $5. 25, and No. 290L, 


Racing outfits, men’s, No. 95, $5.25, 


and No. 925, $6. 00; ladies’, No. 95L. 
$5.25, and No. 295L, $6.0 

Club outfits, men’s, NM 212, $3.75, 
and ladies’, No 213, $3.75. 


Professional hockey outfits, men’s, 
No. 390, $6.65. 

These prices are net per pair. 
Men’s shoe sizes in all cases are from 
4 to 11, and ladies’ shoe sizes in all 
cases are 3 to 9 


JUVENILE VEHICLES.—Pre-holiday 
orders are numerous for this line. 
Steady prices prevail. Stocks are com- 
plete. 


JOBBERS’ SuoTA Tor TO RE- 
TAILERS, F.O.B. NEW YORK: 
Velocipedes, No. 840, $5.95; No. 841, 
$6.55; No. 842, 843, 
$8.15 each; No. 850, $7.50; 


$7.80; No. ‘852, $8.15; No. 853, $9. = 
Sidewalk cycles, ~, = $9.40 
910, $10.65 each; No. 9 , $17. 50, ond 


No. 932, $17.50 each. 

Coaster wagons, No. 750, $1.80 
each; No. 751, $2.25, and No. 761, 
$3.25 each. Dull carriages, No. 200, 
$1.60; No. 216, $3.35; No. 222, $3.90, 
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and No. 232, $6.50. Prices are each 
and net. 

Doll coaches, No. 262, $3.65; No. 
266, $6.25, and No. 270, $10.95. Prices 
are each and net. 


LAMP CORD.—Demand has been well 
sustained at good levels. Prices are un- 
changed and adequate stocks are on 


hand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Lamp cord, prices are per 1000 ft.; 
18 ga. 1/32 ‘silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
twisted lamp cord, white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown with 
marker, and oak tan with marker, 
500 ft. on a spool, $4.25; 18 ga. 1/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton, reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $18.50 


MAIL BOXES, RURAL.—The lower 
price now prevailing has resulted in a 


more active demand. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


No. 2 Government Approved R. F. 
D. Mail Boxes, $2.50 each. 


NAILS.—Demand is about normal. 
Price shading continues to be reported 
in scattered instances. Ample stocks 


are available. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW.YORK: 

Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated. 
Base price for New York City, 
Brooklyn, Queens, New Jersey and 
Staten Island is $3.45 per keg, in lots 
of 10 kegs or more, $3.35, in West- 
chester County, $3.55 per keg, and in 
lots of 10 kegs or more, $3.45 per 
keg. In Nassau and Suffolk Coun- 
ties, $3.60 per keg, and for lots of 10 
kegs or more, $3.50 per keg. 


NIGHT LATCHES, CYLINDERS. — 
One of the prominent makers of this 
line has announced substantial reduc- 


tions in the prices of several models. 


RADIATOR SHIELDS.—This line is 
quite active on current orders. Prices 
are without recent change. Stocks are 


complete. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Gem Adjustable Radiator Shields 
with Water Pan Humidifier 
Gold Bar Walnut 
Aluminum Mahogany Ivory 


Each , Zach cach 
. $3.50 $4.20 $3.85 
- 3.85 4.55 4.20 
-- 3.85 4.55 4.20 
. 4.20 4.90 4.55 
- 4.20 5.25 4.90 
. 4.55 5.60 5.25 
. 4.90 6.30 5.60 
4.90 6.30 5.60 
oe 5.25 6.65 5.95 
. 5.60 7.00 6.30 





ROLLER SKATES.—Current demand 
is only moderate. Stocks are ample and 
prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 








same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100, and toe clamps, 12c. per 


pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 85c. per pair. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
— and Nos. 103 and 105, $1.38 per 
pair. 


SASH CORD.—Sales have a normal 
status. Prices are from 2c. to 4c. per 
lb. lower. The new reduced prices are 
quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sash cord, Samson Spot, No. 7, 
2c.; No. 8, 61c.; Aetna, No. 7, 29c. 
per ‘b.; No. 8, 28c.. per Ib. Phoenix, 
No. 7, 438c. per lb.; No. 8, 42c. per lb. 


SCREWS.—Demand is about normal. 
Prices are steady and stocks are well 
filled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Wood screws, flat head, bright 
iron, 45 and 10; round head, blue, 40 
and 10; round head, iron, nickel 
plated, 25 and 10; flat head, galvan- 
ized, 17% and 10; flat head, brass, 
37% and 10; round head, brass, 32% 
and 10. These discounts apply to 
new standard screw lists. Full pack- 
age lots take an extra 5 per cent. 
Machine screws, fiat and round 
head, brass, 60 per cent discount. 
Iron, 60-74% per cent discounts. 


SLEDS.—Little activity is reported in 
this line at present. Stocks are practi- 
cally unbroken and prices remain un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 
2, $3.163%; No. 3, $4.00; No. 4, $4.33%; 
No. 5, $5.83%; Jr. Racer, $3.50, and 
Racer, $4.33%. 

Fire Fly, No. 9, $1.14; No. 10, 
$1.36%; No. 11, $1.71; No. 12, $1. 93%, 
and Racer, $1.98%. 

Allen sled backs, No. 1, $1.00 each. 

Perfection adjustable sled back, 
No. 10, $1.06 each. 


STOVE GOODS.—This entire line con- 
tinues to move in excellent volume. 
Prices are steady and stocks are of am- 
ple size. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

ALL PRICES ARE EACH AND 
NET. 

Stove pipe, black iron, 28 gage, 12 
lengths in a bundie, 4 in., ‘12c.; 4% 
in., 134c.; 5 in., 15c.; 5% in., 16%4c.; 
and 6 in., 19c. 

Stove pipe elbows, black iron, 28 
gage, 12 in a bundle, 4 in., 15c.; 44 
in., 15%c.; 5 in., 16c.; 5% in., 17c.; 
and 6 in., 18c. 

Pipe dampers, ¢ cast iron, wood han- 
dle, 4 in., 9%c.; 4% in., 10c.; 5 in., 
10c.; 5% in., 11c.; 6 in., 11%c.; 1 mm, 
16%c., and 8 in., 263c. 

Flue stops, tin rim, lacquered, 
diameter, 8 3/16 in., 12 in a box, 6c. 

Stove pipe - s tin, lacquered, 
12 ina ea 4 in, 3%c.; 4% in., 
3%c.; 5 in., 3%c.; 5% in, 4 1/6c.; 
6 in., 4 7/12¢c. and 7 in., 5c. 

Stove pipe wire, plain iron wire, 
50 ft. in a box, 12 boxes in carton, 
19 gage wire, 40c. per carton, and 18 
gage wire, 45¢. per carton. 

Stove lifter, nickel plates, cold 
spiral loop handle, 12 in a box, 6c. 
each net. Stove pokers, nickel plated, 
cold spiral handle, 12 in a box, 4 x 
18 in., 6%c. each; % x 24 in., 15c. 
each. Never Break Poker, 19c. each. 

Furnace pokers, wrought iron, 3 ft., 
gfe 4 ft., 84c.; 5 ft., $1.00, and 6 ft., 


Flue _ scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, poe. round han- 
dle, 3 in a bundle, 8 in. handle, 5%c.; 
12 in. handle, 6c.; 5b in. handle, 9c. 
Galvanized, one piece steels, round 
handle, 3 in a bundle, 12 in. handle, 
7c.; 14% in. handle, llc.; extra heavy, 
japanned, scoop, 6 x 9 in., round 
handle, capped end, 25% in. overall, 
3 in a bundle, 11%¢c.; Never Break, 
6 in a bundle, 38c. 

Stove boards, 30 x 36 in., $1.43; 30 
x 42 in., $1.77; 18 x 18 in., 60c.; 24 x 
24 in., 73¢c.; 26 x 26 in., 80c.; 28 x 28 
in., 90¢. ; 30 x 30 in., $1.05; 32 x 32 
in., $1.25, and 35 x 35 in., $1.55. 


TOYS.—Demand is very good but there 
is still room for improvement. . Un- 
changed prices prevail and stocks are 
well filled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Child’s ge sets with 18 in. 
handles. Net. No. 1, 10c. each; No. 6, 
1l7c. each, and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564, 
55c. each, in lots of 12 or more, 50c. 
each; No. 565, 85c. each; in lots of 
12 or more, 75c. each. 

Bissel’s top carpet sweepers, Lit- 
tle Helper, 16%4c. each; Little Gem, 
31%c. each; Little Jewel, 83%c. each; 
and Bissel Junior, 1.334%c. each. 


TRAPS, GAME.—The demand has im- 
proved as the game season has ad- 
vanced. Stocks are complete and prices 
are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Victor game traps, No. 0, $1.20; 
No. 1, $1.50; No. 1%, $2.70, and No. 
2, $3.70. Prices are net per dozen. 
Victor jump traps, No. 0, $1.75; No. 
1, $2.00; No. 1%, $3.05, and No. 2, 
$4.80. Prices are net per dozen. 


VENTILATORS.—Business is brisk in 
this line. Stocks are adequate. De- 
Flekt-Air ventilators were recently ad- 
vanced in price. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Continental ventilators, De-Flekt- 
Air (metal center), No. 62, $2.53; No. 
87, $2.80; No. 88, $4.00, and No. 117, 
$4.00. These prices are net per 
dozen. 

Continental wood fraime ventila- 
tors, No. 836, $2.15; No. 923, $2.15; 
No. 937, $2.35; No. 949, $4.00; No. 959, 
$4.65; No. 1537, $3.65, and ‘No. 1549, 
$5.35. These prices are net per 
dozen. 

Continental metal frame, cloth 
ventilators, No. 8338, $2.65; No. 837, 
$3.00; No. 845, $4.00; No. 1137, $3.65; 
No. 1145, $4.65; No. 1437, $5.35; and 
No. 1445, $6.00. These prices are net 
per dozen. 

Diamond E ventilators, No. 01, 
$4.36; No. 02, $4.80; No. 03, $5.58; No. 
1, $5.20; No. 2, $5.60; No. 3, $6.39; 
No. 4, $7.59; No. 5, $8.40. Prices are 
net per dozen. 

Diamond E ventilators, bathroom 
size, No. 01B, $3.60; No. 1B, $4.41. 
Prices are net per dozen. 

Liberty all steel louver ventilators, 
No. 33L, $4.50, and No. 37L, $5.00. 
Prices are net per dozen. 

Ww urldsbest window ventilators, _ 
2, $1.75; No. 3, $2.00; No. 4, $2.5 
No. 5A, $3.00; No. a $4.00; No. éB 
$4.50, and No. 6C, $5. These prices 
are list each and po to a deal- 
er’s discount of 33% per cent. 


WEATHERSTRIP. — Cooler weather 
has stimulated the demand. Prices re- 
main unchanged and stocks are ade- 
quate. 


JOBBERS’ QUOTATIONS i RE.- 
TAILERS, F.O.B. NEW YOR 

Weatherstrip, Home Binsin ma- 
roon or white, $30 per thousand feet; 
competitive grade, maroon, $16.50 per 
thousand feet, and white, $18 per 
thousand feet. 

Felt weatherstrip, 60 cents per 
carton, Wool Weatherstrip, No. 25, 
80 cents per carton, and No. 75, 





$2.00 per carton. 
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KANSAS CITY: 


(Kansas City office of HARDWARE AGE) 


KANSAS City, Nov. 12.—With the approach of cold weather there 
is the usual demand for articles pertaining to the winter trade. 
There is fair activity yet in builders’ hardware, especially nails. 
Nails are very cheap at this time and dealers are stocking up on 
them while they have the opportunity to do so at such a favorable 


price. 


Radio tubes and batteries are doing pretty well, but jobbers are 


looking for greater volume when winter sets in. 


Sales on radios 


are not quite so good as they might be but this trade also is due 
for a good pick-up around Christmas, wholesalers agree. 
Practically all seasonable merchandise is having the usual run of 


business. 


ventilators and other cold weather necessities. 


There is a good call for such items as stove pipe, window 


Auto heaters are 


experiencing a rise in sales, as are tire chains and some other auto 


accessories. 


Business in ice skates is slowly improving as dealers begin to 


place orders. 


The peak of activity in this line will not be reached 


for some time yet as it depends almost wholly upon the weather. 
The roller skate trade is fair but nothing out of the ordinary is re- 


ported. 


Reports from wholesale hardware houses indicate that collections 
have been a little greater the last two or three weeks than for the 


same period last year. 


However, collections could be better. 
some effect on the payment of bills. 


This is due to a greater volume of business. 


The wheat situation has had 
Farmers, in view of pending 


Government financing, have been holding some of their wheat for 


higher prices. 


They have contended that prices were too low and 


have held about 40 per cent of their crop awaiting action of the 


Federal Farm Board. 





AMMUNITION—As the hunting season 
gets under way there is a natural de- 
mand for cartridges and shells. Small 
rifle ammunition is a fast selling item. 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


Peters cartridges, 22 short, $2.42 
per thousand; 22 long, $3.32 per 
thousand; 22 long rifle, $3.86 per 
thousand. Colt’s ammunition, 32 
short, $11.25 per thousand; 32 long, 
$12. 23 per thousand. 

Peters shot shells, 12 ga., 6c, $25.14 
per thousand; 16 ga., 6c, $24.61 per 
thousand; 20 ga., 6c, $23.57 per 
thousand. 

AUTO ACCESSORIES — These are 


moving along better than they have 
been. Heaters and chains, also anti- 
freeze mixture, are coming in for a 
good deal of business. Prices remain 
as they were two weeks ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Red Cat auto heaters, 33% per cent 
off list. Weed anti-skid chains, 35 
per cent off list. Weed balloon chains, 
35 per cent off list. Prestone anti- 
freeze, $3.60 per gal. 


BUILDERS’ HARDWARE—Fair ac- 
tivity. Building has let up a little 
owing to colder weather, but business 
is still pretty good. No price changes 
are noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 








Case lots of 2% x 2% steel butts, 


old copper and dull brass _ finish. 
$16.75 a hundred pair; 3 x 3%, $17 
a hundred pair; 4 x 4, $22 a hundred 


pair; heavy steel bevel inside sets, 
case lots, $5.00 per doz.; steel bit- 
keyed front door sets, $17.00 per doz. 
set; wrought bronze metal, $2.90 per 
set; cylinder front door sets, wrought 
bronze metal, $6.00 per set, 


CARRIAGE AND MACHINE BOLTS 
—A good call yet, though not quite 
so good as a while back. Prices are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5° off 
from list as of April 1, 1927. 


COAL HODS—tTrade in coal hods is 
naturally increasing as cold weather 
advances and people are getting ready 
to feed their furnaces. There is no 
change in prices at this time. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSIN GS: 
17-inch japanned hod, $3.60 per 
doz.; 17-inch galvanized hod, $4.72 
per doz. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—There are the usual number 
of orders for this time of the year. 
Prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 





Current Sales Show Improvement 
Credit Situation Is About Normal 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 ga., 5 in. lap joint eaves trough, 
$4.75 per. 100 ft.; 28 gage, 3 in. con- 
ductor pipe, $5. 00 per 100 ft. 


ICE SKATES—Business is beginning 
to pick up and as soon as freezing 
weather sets in for good there will 
probably be a good demand. Prices 
are steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Winslow skates, No. 1624M, el 

fe) 


pair; No. 162414M, $1.19 pair; 
5124L, $1.06 pair; No. rere .44 pair. 


Hockey skates, No. » $1.20 
pair; No. 42 414M, $1.55 pair; No. 
POL, $1.45 ga No. 212M skate 


with shoe, $4.00; 218L skate with 
shoe, $4. 00; No. oom skate with shoe, 
$5.00; No. 90L skate with shoe, $5.00. 


LANTERNS—tTrade is fair. More of 
them being sold in the country, of 
course, than in the city. No change in 
prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
Embury Mfg. Co. line: No. 150 
» $11. 00: No. 210, 


$8.25; No. 211, ; 240, $12.60: 
No. 162, $14.00; No. 160, $12.60; No. 
156, $18.75. 


MILD STEEL BARS—Demand is 
rather brisk and there is a good vol- 
ume of business being done. Prices 
are the same as they were two weeks 
ago. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3. 40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


MOPS—The usual amount of activity 
for this time of the year. No price 
changes reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
“a oi ht lf-wri mop 
Bett rig self-wring 
No. 10, $8.00 per doz.; Betty Bright 
mop cloth, No. 20, $4. 60 per doz. 


NAILS—tThe price of nails is low at 
this time, which is an inducement to 
buy. Rather more business than usual 
is being done for this month. The 
prices are unchanged from two weeks 
ago. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.:5 per keg, 
base (see new extras). 

OILS—Always more or less call, but 
there is nothing unusual to report at 
this time. A slight rise in the price 
of turpentine is noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 
$1.30 per gal.; boiled linseed oil in 
steel-drum lots, $1.33 per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 70c. per gal. 


ROLLER SKATES—Cold weather has 
reduced roller skate sales somewhat 


Reading matter continued on page 78 
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Remington Scissors 
No. D 26 
Retail Price $1.50 





No. D 223% 





Impor 


Remington Scissors 


Retail Price $1.10 


tant to those 








who sell Scissors 


FU VERY time an item is added to the line 

of Remington Cutlery, it means an- 
other item that the retailer can sell without 
effort at a good profit. It means another 
item included in that $30,000,000-a-year 
demand by consumers for Remington 
products. 


Therefore, this announcement is important 
to hardware dealers: We have added six 
new numbers to our shear and scissor line; 
31,” embroidery scissors, No. D 22314 and 
ladies’ scissors in 4”, 414", 5", 514” and 6”, 
Nos. D24, D2414, D25, D254 and D26. 


These scissors are forged from one piece 
of high-carbon, tool steel. Hollow ground 
and hand sharpened. Both blades are 


highly polished on the inside. Full nickel 
plated finish, ring bows and a _ super- 
hardened steel screw. 


They are of the same high quality that is 
responsible for the popularity of other 
patterns of Remington Shears. With the 
addition of these new patterns, dealers will 
be able to pick up a nice extra volume of 
business. More new numbers will be an- 
nounced in the near future.- 


The new items will be extensively advertised in 
the women’s publications. Order from your 


jobber now. 
af POV DEL, 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


Telephone, Digby 0766 
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but they probably will be featured as 


Christmas gifts. 


ROPE—Business is very quiet. 


No change in prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
Union Hardware roller skates, No. 
6L, $1.75; No. 5M, - 65; No. 130L, 
$2. 11; No. 130M, $1.98 


Job- 


bers are beginning now to take advance 
orders for spring. Prices are steady; 
new opening prices are not yet avail- 
able. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality manila rope, stand- 
ard brands, 24c. per Ib., base; No. 2 
manila, standard brands, 22c. per Ib. 
base; No. 1 sisal rope, highest qual- 


ity, standard brands, 17c. per Ilb.; 
No. 2 sisal rope, standard brands, 
15%4c. to 17c. per lb., base. 


SASH WEIGHTS—Some activity, but 


nothing 


unusual. Prices show no 


change. 


SCREWS—There 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, 
ewt.; less than ton lots, 
ewt. 


$1.70 per 
$1.80 per 


is the usual every- 


day call for screws, and the volume is 


steady. 


BOSTON: 


and felt papers, etc. 


Prices remain firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.0.B. MISSOURI RIVER 
CROSSINGS: 





Flat mend bright screws, 45-20 
per cent off list; round head, blued 
screws, 40-15 per cent off list; flat 
head brass screws, 3714-15 per cent 
off list; round head brass screws, 
3214-15 per cent off list. 


SHEETS — Business 
Prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Galvanized sheets, 24 ga., per cwt., 


is 


$5.00 base; one-pass, cold-rolled, 27 
ga., $4.30 per cwt.; blue annealed, per 
cewt., $3.80. 


STORAGE BATTERIES — Business 


picking up rapidly and is fairly good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 
standard terminal, $8.85 each; 6 volt, 
13 plate, $10.45 each; 12 volt, 7 plate, 
$12.55; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.25; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $7.95. 


very good. 


is 


STOVE PIPE—The weather is having 
a favorable influence on stove pipe and 


prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black stove pipe, crated, 3 in., By ag 
per hundred joints; 4 in., "$9. 50; 
$11.00. Adjustable elbows, 3 in., si. "66 
per doz.; 4 in., $1.70; 6 in., $1.90. 


TIRES.—Business 


is rather unstable 


in the tire and tube line and the prices 





on some brands have gone up while 
others have fallen. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Mansfield automobile, covered by 
standard warranty, 30x 5%. ——. 
rege ef cord, oe. "% cl, $5. 31 x 

$9.45; 3 Fi $10.06 ; 33x ‘ shits: 
3 x 4 ; 33x 4%, 14, oo 


+ x 93.73 $16.34; 
"32: 36 x 6, 10 ply, $36.70: 
’ $47. 37: 40 x 8, 12 ply, $72.14. 
(All FB one prices subject to 10 
per cent trade discount.) 


VENTILATORS—There is a season- 
able demand for this item, which is 
beginning to move. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Adjustable ventilators, 8 in. high, 
21 in. to 37 in., per doz.; 27 in. 
to 48 in., $4.20. 


Eleven taches high, 
21 in. to 37 in., $4.20. 


WHITE LEAD—There is not a great 
deal of painting being done now, and 
this accounts for the falling off of the 
white lead trade. However, there is 
still some demand. Price is unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

White lead, 13%c. per Ib. 
dredweight lots. 


in hun- 





(Boston office of HARDWARE AGE) 


BosTOoN, Nov. 12.—With the drawing nearer of the Christmas 
season there naturally is an increasing demand for holiday goods. 
But demand is not as good as in former recent years at this time. 
In addition, weather conditions have continued decidedly against the 
sale of seasonable merchandise, such as storm door and window 
hardware, coal hods, ash barrels, stove boards, weather strip, tarred 


There has also been a noticeable letdown in 


buying of builders’ hardware despite the fact that very attractive 


prices are being quoted by jobbers. 


therefore, does not have the punch it should. 
Those New England retail dealers interviewed the past week all 
talked differently than they did two months ago. While by no means 
pessimistic, the note of optimism is not so pronounced as heretofore. 
There is a tendency toward caution; store owners have become con- 


servative. 


Hardware buying in general, 


While retail business is fairly good, there are fewer 


customers in stores each day, and customers are doing more shop- 


ping for what they want than was the case two months ago. 


Back 


of all this change in underlying conditions is the belief that the 
crash in stock market values has had at least a sentimental effect 


on humans. 
retailer, 


are being watched as never before. 
ware market appears generally satisfactory, yet jobbing credit 
managers are getting to work earlier than usual and staying later. 
Business seems to be quite tense. 


AUTOMOBILE ACCESSORIES.—Job- 
bers intimate that some sort of a re- 
adjustment in tire and tube prices is 


in 


the making, but they are not pre- 


Reading matter continued on page 80 


Caution extends from the consumer, up through the 


jobber, manufacturer and banker. Outstanding accounts 


The credit situation in the hard- 


pared to give out details. 


Retailers in 


general are ordering tires and tubes 
quite freely because they do not have 
to pay for them until next spring. 





Activity in Holiday Goods Is Feature 
Credit Situation Is Generally Satisfactory 


Other automobile accessories are a 
little more active than heretofore as 
retailers are beginning to stock up for 
the holiday trade. 


JOBBERS’ ae ae TO RE- 
TAILERS, F.O.B. BOST 

Tires.—Mansfield la ike et 4 
straight side, clincher ous. Read x 3% 
in., $5 each; =r 32 x 4 
in., $9.05; 33 x 4 in., ¥o.f0:, fe x 4 
_.. toe .55; 33 x 5 in., $21.15; 35 x 
n., 

Tires. i, EN —_ balloons, 29 
x 4.40-21, $5.65; 29 4.50-21, $6.30 
29 x 4.75-20, $7.50; 29 x 4.75-21, $7.80: 
29 x 5.00-22, : 29 x 5.25-20, $9.55: 
29 x 5.25x21, $3: ‘. 

bbe oy —Mansfield line, balloon, six 
x 4.50-21, $11. 05 each list; 30 
$14.30; 30 x 5.50-20, $16.15; 


19. ; 
Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.00 per car- 
ton list; 30 x 4.50-21, $18. 

Tubes.—Mansfield line, six to the 
carton, 30 x 4.75-21, $9.90 per carton 
a aia x 500- = -310. ‘ear tk ihe x a 
5.50-20, $13. 50; 30 . Bb0- i. $3. 90 31 
x 6.00-19, $13.20: A x 6.00-20, $13.80; 
33 x 6.50-21, $16.5 

Discounts. ae, with the excep- 
tion of truck and double service, 
12% per cent. Truck and double ser- 
vice tires, 121%, and 10 per cent. 
Tubes, 15 per cent. 

Tire Chains.—30 x 3%, $4.50 a pair 
iat, #4 x 4, $5.50; 33 Fos $5.50; a3 x 


r 3 
$5.50; '28 x 4.75, $5.25; 39°x' 4.75, $5.5 
4.7 x ‘4.95, $5.50; 30 7 
$6.25; 32 x a ze. 


“x 595, $6.' 75; 29 x’ 5.25, $6.75; 30 
5 Oe $6.75; 31 x 5.25, $7. One to nine 
pair; discount” 80 per cent; 10 to 49 
pair in one shipment, 35 per cent 
discount; 50 pair in one shipment, 40 
per cent discount. 
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Powered by Aut-O-Dor 


The Electric Operator 
that Never Fails 


We have been making better and better door hardware 
for 49 years. We stake our reputation on this statement 
. .. that Slidetite equipment is “‘perfection itself’ for 
commercial and private garage doorways, unobstructed 


openings up to 30 feet width ... no center post hazards! 


By merely pushing a button or pulling a cord, several of 
which may be conveniently located, Slidetite equipped 
doors can be made to slide open wide and shut tight, auto- 


matically. Aut-O-Dor Electric Operator never fails. 


Write for illustrated Catalog, which answers 
every garage doorway question, with exclu- 


sive R-W engineering achievements. 
ichards Wilcox Mfé (0. 
New York . . « - AURORA, ILLINOIS, U.S.A. . . . . Chicago 


Hanger forany Door that. Slides 
Boston Philadelphia Clevel: lis St. Louis New Orleans Des Moines 
Minneapolis Kansas City po Los nae San Francisco Omaha_ Seattle Detroit 
Montreal +» RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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AUTOMOBILES (TOY).—Some._ toy 
automobiles have been sold for the 
Christmas trade, but buying is back- 
ward as compared with last year. Re- 
tailers say jobbers are prepared to 
make prompt deliveries and that there 
is therefore no need to make purchases 
just now. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Automobiles.—Essex, $8. 15 each; 
Hupmobile, $10.86; Franklin, $13.15; 
Peerless, $15; Oldsmobile, $16.90; Pon- 


tiac, $18.75; Studebaker, $24.50; Lin- 
coln, $32.50; Velie, $7.25; Hudson, 
$8.75; Maxwell, $10; Buick, $20; 


$22.50; Paige Sport, $35.63; 
Marmon, $28.44. 
$11.55 each net; 


Zoamer, 
Rolls Royce, $45; 
Trucks.—Speed, 


heavy duty, $16.90; Kiddie, $8.69; 
Bull Dog, $15.25. 

Novelties.—Air Pilot, $9.40 each 
net; Fire Chief, $11.55; Fast Mail, 
$10. 50; Speed Boat, $14.38; Fire De- 
partment, $7.81; Fire Tower, $30; 


Stop and Go Signal, $8.88. 


BOTTLES.—Two or three days of 
cooler weather have speeded up bottle 
sales. Most of the buying is in small 
quantities, but retailers are requesting 
prompt deliveries, an indication that 
their stocks are limited. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Bottles.—Steel shell, with folding 
handle, nested drinking cups, No. 
521, $12 per doz., net; No. 522, $20; 
571, $16; No 572, $24. Brass 
ell, handle, nested cups, 
No. 5191, $18; No. 5192, $28; No. 591, 
$20; No. 592, $30; No. 581, $22; No 
Half pints, for school kits, 
steel, $12. Columbia, pint, 
$9; “quart, $17. 50. Assortments, util- 
ity pint, $7; utility quart, $11. Uni- 
versal, No. 1975, six pints and six 
quarts with free goods, $19.75 net. 
Fillers.—No. 00, per doz. net; 
No. 01, $8; No. 02, $14. 


CARVERS.—All styles of carvers are 
selling, but there is little genuine ac, 
tivity. Sales are somewhat behind 
those of a year ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Carvers, Beef.—Three-piece, stain- 
less steel, stag handles, No. 02410, 
8 in., $3.50 a set, net; No. 01430, $5.50; 
No. 04300, $4; No. 04310, $6; No. 0710, 
$4.50; No. V7020, 8 in., $3; No. V7430, 
$5. With pyrohorn handles, No. 
V5130, $5; No. V5250, $7; No. V5410, 
8. Three-piece, in display case, No. 
063, $2.60 a set, net; No. 024, 8 in., 
$2.85; No. 01136, $4. Two-piece sets, 
ebony handles, No. 3943, $1.10 a pair. 

Carvers, Game.—Two-piece, stag 
handles, No. 011%, $4.75 a pair, net; 
No. 025, $2.35; No. 02411, : No. 
$3.85. Stainless steel, stag 
handles, No. 04300, $2.75 a pair, net; 
No. 04310, $4.25; No. 01410, $5.50. 
Ivory handles, No. V7430, $3.50. Pyro- 
horn handles, No. V5130, $3.75; No. 
V5250, $4.75. 

Carvers, Bird.—Stainless steel, two- 
piece, stag handles, No. 01410, $3.75; 
No. $4310, $3.25. Ivory handles, No. 
V7430, $2.50. 


CHRISTMAS TREE HOLDERS.—Tree 
holders are selling a little better than 
heretofore. Government _ statistics 
show that more Christmas trees are 
being bought by the public each year, 
consequently retail dealers should in- 
crease their holder sales in 1929. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Christmas Tree Holders.—Hall, $4 
a doz. net; Crown, 2 in., $7.50, 3 in., 
$12.50; Arcade, $8. 


CONDUCTOR PIPE.—Certain jobbers, 


at least, feel that conductor pipe sales 


for 1929 will exceed those for 1928. 


Certain it is that sales the past week 
have been remarkably good for Novem- 


ber. 





JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. BOSTON: 
Conductor Pipe.—Steel, 28 gage, 2 

in., in lots of 250 ft., 18c. per ft. list; 


3 in., 20c. Discount, 60 and 15 per 
cent. Toncan, 28 gage, 2 in., 18c.; 3 
in., 20c. Discount, 45 and 10 per cent. 


Sheet steel, 28 gage, 2 in., 18c.; 3 in., 
20c. Discount 75 per cent. Higher 
prices are asked for smaller lots. 
Elbows.—Round, corrugated steel 
28 gage, No. 2, 2 in., 30c. each list 


lots of 300; 3 in., 35c. No. 

30c.; 3 in., 36c. Discount, 60 ‘and i 
per cent. Toncan iron, No. 2, 2 in., 
40c. each list in lots of 300; 3 in., 


48c.; No. 3, 2 in., 40c.; 3 in., 38c. 
Discount, 55 per cent. Higher prices 
are asked for smaller lots. 
DOLL CARRIAGES.—Quite a number 
of doll carriages have been sold by 
jobbers. The outlook for future busi- 
ness is encouraging. 


JOBBERS’ OTA ee. TO REG 
TAILERS, F.O.B. BOST 
Doll Carriages. poms san No. 7, 


$1.75 each, net; No. 10, ; No. 11, 
$3.35; No. 18, $4; No. 102, $1.85; No. 
108, $3; No. 110, $3.40; No. 118, $4. 


ERECTOR LINE.—In common with 
toys in general, erector sets and acces- 
sories are moving in satisfactory vol- 
ume, according to jobbers. Indications 
are that more sets and accessories will 
be sold in 1929 than in any previous 
year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Erector Sets.—No. 1, $1 each, oa: 
No 3, $2.50; No. 4, $5; No. 6, $7.5 
No. 7, $10; No. 1%, $15; No. 8, $25: 
No. 9, $35; No. 10, $50. 

Miscellaneous.—Accessories, No. A, 
$7.50, each, list; | Girder, No. B, 


ges electric, No. 305, $5; airplane, 
No. $10; _ D, $12. 50; Zeplin set, 


No. fe 

Motors.—No. P58, $1.25 each, list; 
No. P54, ; No. P56G, $5. Trans- 
former, No. P60C, $3.50. 

Tool Chests.—No. 701, $1 each, list; 
No. 701E, $1.50; No. 702, $2.50; No. 
707, $3.50; No. 765, $5. Dad’s size, 
No. 780, $10; No. 785, $15; No. 790, $25. 

Discounts. — On goods valued at 
$250, 40 per cent; on smaller amounts, 
33% per cent. 


GOLF SETS (TOY).—A somewhat 
better, although by no means brisk 
business in toy golf sets is noted by 
jobbers. Retail stocks are reported as 
very small. 
JOBBERS’ QUOTATI 
TAILERS, F.0O.B. BOST 
Golf Sets.—Toy, No. oy ‘tor chil- 
dren 5 to 8 years old, $8 per doz. 
net; No. 118, for children 9 to 14 
years old, $20; No. 331, $1.67 each net. 
HOCKEY STICKS, ETC.—Although 
most of the important customers have 
covered their hockey stick requirements 
for 1929, jobbing sales have improved 
of late. Individual buying orders today 


tog TO RE- 


embrace a fairly good assortment of 


merchandise. 


JOBBERS’ eer Ae TO RE- 
TAILERS, F.O.B. BOST 

Hockey Sticks.—Boys’ a $2 
per doz. net; Junior, $4; Expert, $6; 
youth’s special, $8; Professional, $12; 
Championship, $14; University spe- 
cial, $16; International special, $20; 
official goal, $24. 

Pucks. —Standard, $2 a doz. 
Junior, $1.2 


ICE CREEPERS.—There is some call 


net; 


for ice creepers, but buying so far this 


season has been backward as com- 
pared with former years. 


JOBBERS’ oe Taare TO RE- 
TAILERS, F.O.B. BOST 

Ice Creepers. er Ve yer Nos. 
1, 2 and 3, $3.75 per doz. pair; New- 
ark, $3.65; Acme, $1.35; Union, $1.60; 
Eagle, $1. 355 Neverslip, men’s, $2.44, 
ladies’, $2.4 


Reading matter continued on page 





KIDDIE KARS.—As might be ex- 
pected at this time of the year demand 
for Kiddie Kars is increasing. Re- 
tailers are reported to have carried 
over little stock on Nov. 1. . 


JOBBERS’ QucTA TONS TO RE- 
TAILERS, F.O.B. BOSTON: 

are Sears, No. 101, $1.50 each 

neti No. 102 2 No. 103, $2.50; No. 
$3; No. "105 » $3.38. Zip, No. 2, 
3 “ia No. 13, $1.50. 

Kars.—Pedal type, Pay No. 124, 
$2.67 each net; No. 125, $3.33; No. aes. 
$3.17; No. 155, $3.84; No. 156, $3. 
No. 157, $4.33 Zip, No. 112, $1. er 
No. 114, $2.17. 

Karts.—No 201, $2 each net; No. 
202, $2.67; No. 203, $3.33; No. 204, $4; 
2, Suir $4. 67. Zip, No. 250, 84c.; No. 

a —No. 605, $5.67 each net; 
No G06, $6.33. 

Scooters.—2Zip, _ 801, $2.33 each, 
net; = 803, $3. 

Tenders. — No. 3605, $3 each net; 
No. 1606, $3.67. 

Strollers.—No. 1649, $2.67 each net; 
No. 1651, $3.33; No. 1655, spring cush- 


ion, $4.33. 
Planes.—No. 712, $3.33 each net; 
White Ace, z= 722, $5; White Eagle; 


No. 725 

SKATES.—Demand for ice skates is 
a little better than it was, but jobbers 
are frank to admit that sales so far 
this season have been somewhat dis- 
appointing. They feel, however, that 
business will be better just as soon as 
the weather becomes colder. 


JOBBERS’ ne ph ted TO RE- 
TAILERS, F.O.B. BOST 

Ice Skates. “Osten hy men’s No. 
524%, $1.19 per pair net; 
$1.49; hockey and figure, $ 
opnn m4 No. oy 85c.; 

52, No. 5624, $1.13; No. 
OS ’$1. nn No. 5724141, $1.44; chil- 
dren’s bob skates, 32c. 

Skates.—Roller, Union line, No. 2, 
70c. oe pair net; No. 3, 75c.; No. 5, 
$1.40; No. 6, $1. 
cago line,. No. oh, boys’, $2.65; No. 
181, girls’, $2.75. Oth 
103, 80c.; ‘No. 1005, $1. 30; 
Winchester sine: boys’ 1.5 a pair 
net; girls’, $1.58; rink, No. 3731, a 33. 10; 
No. 3732, 33 18. 

Straps. — Skate, with common 
buckle, 5% x 20 in., black and russet, 


$1.70 per doz. pair net; % x 30 in., 
$2.40. Patent leather, 5% x 20 in., 
5 x 30 in., 


or and russet, $2.38; 


VENTILATORS.—tThere is a moderate 
demand for all kinds and makes of 


ventilators. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 
Continental ventilators, De-Flekt- 
Air (metal center), No. 63, $2.50; 
87, Ss 00; No. 88, $4.70, and No. it. 
$4. These prices are net per 
pl 

Continental wood frame Mg ge 
No: 836, $2.15; No. 923, $2.15; 937, 
$2.35; No. 949, $4.00; No. obo °54. 65; 
No. 1537, $3.65, and No. 1549, $5.35. 
These prices are net per dozen. 
Continental metal frame, cloth 
ventilators, » $2.65; No. 837, 
+. 00; No. ae $4.00; No. 1137, $3.65; 
No. 1145, 4.65; No. 1437, $5. 35, and 
No. 1445, $6.0 0. These prices are 
net per dozen. 

Wurldsbest i ge ey ag =. 


15; $2. 
No. 5A, $3.00; No. rN $0 6B; 
$4.50, and No. 6C, $5. 00. ote pa vn) 
are list each and subject to a deal- 
er’s discount of 33% per cent. 
Diamond E cloth window ee 


tors, soe No. 01B, $3.60; No. 
01, $4.40; No. 02, $4.80; No. 03, $5.60; 
No. iB.’ $4.40; No. 1, N san 


$5.20; 0. 
es No. 3, $6.40; No. 3L, $7.20; 

» $7. ‘60, and No, 5, 0. 

’ These prices are net per dozen. 

Diamond E, adjustable cloth louver 
ventilators, ‘metal frame, No. 6, 
$6.80; No. 1, $8.00, and No. 8, $10.00. 
Same with bronze wire louver ge 
lators, all metal, No. 9, $10.00, and 
No. 10, $12.00. These prices are net 
per dozen. 

Liberty Louver ventilators, all 
metal, No. 33S, $3.20; No. 33L, $4.00, 
and No. 37L, $4.80. These prices are 
net per dozen. 
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the Profits 


T doesn’t take any more time to sell 
Osborn Brushes and make the bigger 
profits. And every sale means a pleased 
customer, for each Osborn Brush is a 
fine tool—correctly designed of the right 
materials to meet the needs of the job. 


Scratch brushes— paint and varnish 
brushes—floor brushes—push brooms 
—they are all made to- specifications 
developed by Osborn. Get your share 
of a profit-making business. Sell the 
dependable line of Osborn Brushes. 


JHE TSB0ORN MANUFACTURING LOMPANY 


INCORPORAT, 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Branch Offices: New York + Detroit - Chicago - San Francisco « Los Angeles 
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CLEVELAND: 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Nov. 12.—Business in hardware lines is quite satis- 
factory. While staple and winter merchandise form the bulk of the 
business, jobbers are taking a fair amount of orders for spring 


goods and there is some activity in holiday merchandise. 


The 


Fourth District Federal Reserve Bank, in its statistical report for 
October, shows that sales by hardware jobbers in this district, com- 
prising Ohio, western Pennsylvania and parts of Kentucky, were 


larger last month than during the same month a year ago. 


The 


trade does not look for any recession in business as a result of the 
liquidation of the New York stock market, believing that whatever 
retrenchment in buying which may follow will be limited to mer- 
chandise in the luxury classes rather than hardware goods. 


Prices show little change. 


White lead has advanced 1c. per 


pound. Prices on screen doors and windows are out for next year 
and are lower than this year on many items. 

Steel goods are moving fairly well for spring and sales of lawn 
mowers have been heavy. Guns and ammunition continue in very 
good demand. Sales of valves, pipes and fittings are fairly heavy. 
A good seasonal demand has developed for anti-freeze solutions for 


automobiles. 


Collections are quite satisfactory and better than at this time a 


year ago. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—There is the usual seasonal 
slump in the demand for tires. Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tires and Tubes.—Mansfield tires, 
4- ply balloon, 29 x 4.40, $7.40; tubes, 
30 x 4.50, $8.25; tubes, $1.60; 


0 x 5.25, $11.90, 
5: tubes, 
9'x 4.40, 


$14.30; 31 x 


; $19. 70: 31 x 
, $20. 357, Ag i? 4-ply, 29 x 4.40, 
$5.65; 30 x 4.50, ~ 30; 29 x'5.00, $7.95: 
30 x 5.00, * $8. 20; x 5.25, $9.85; 32 x 
6.00, $11. 85; heh erent cords, 30 
x 3, $4.40; 30 5° $4.75; 31 x 4, 
$8.45; 32 x 4, $9.0 


AXES.—Jobbers are taking a satisfac- 
tory number of orders. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

First grade single bitted, rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per "doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 lb. additional 
weight increase. 


BATTERIES.—Radio batteries are ac- 
tive. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
B and C Radio Batteries: 





it) ” —. 

No. -$1.14 $1.22 
No. - 1.30 1.40 
No. 1.92 2.06 
No. 2.33 2.53 
No. 2.80 3.00 
No. 6 2.97 3.20 
Dry Cell A_ batteries, No. 7111, 
3544c. in standard packages, 40c. in 


broken lots; Columbia igniter dry cell 





batteries, 3214c. in standard pack- 
ages, 36c. in broken lots. 


BOLTS AND NUTS.—The demand is 
holding up in good volume. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots 60 per cent off list; bolts with 
rolled thread, in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size, 
stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cént for 
packages, 


BUILDERS’ HARDWARE. — Orders 
are confined to small lots, the demand 
being about normal for this season of 
the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., Ro. 40 per doz.; extra heavy 
= hinges, 6 in., $1.80 per doz.; 8 in., 

$2.70 per doz.; 10 in., $4.25 per doz. 
Butts, case lots, 3 in. and 3% in., 
16c. per pair; 4 in., 21c. per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blasted finish are 4c. per pair higher. 
Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


CELL-O-GLASS.—There is still a very 
good seasonal demand for this product. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Cell-O-Glass in 100 ft. rolls, 12c. 
per sq. ft.; glass cloth in 100 yd. 
rolls, 24c. per sq. yd. 

CHAINS.—Orders are fair for chains 
for logging and towing purposes. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 





October Sales Increased Over Year Ago 
Future Orders for Spring Are Active 


Coil chain, 3-16 in., $11.85 per 100 
lb.; % in., $10.75 per 100 Ib.; 5-16 in., 
$9. 25 per 100 Ib.; % in., $7.85 per 100 
lb. Cow “et No. 14, $2. 75 per doz.; 
No. 15, $2.50 per doz. Tie-out chain, 
60 per cent off list. 


CORRUGATED ROOFING. — This is 
moving well considering the lateness 
of the season. 


JOBBERS’ A er a s RE- 
TAILERS, F.O.B. CLE 

28 gage — eg o6 in. 
wide, $3.97 for 1% in., and $3.92 for 
2% in., for 10 squares or more. 


GAME TRAPS.—tThese are still mov- 
ing well. 


JOBBERS’ Ot Ae | 7. RE- 
TAILERS, F.O.B. CLEVEL 

Nise’ mare, No. 0, $1.10 at 7 : 
No. $1. 38 = doz.: No. 1%, $2.40 
per de’ ; No. $3.36 per doz.; double 
grip, No. 91, Fyn per doz.; ‘Oneida, 
jump traps, No. 0, $1.59 per doz.; No. 
1, $1.83 per doz.; No. 1%, $2.81 per 
doz.; No. 2, $4.39 per doz. 


GLASS BAKING WARE. — Consider- 
able business is being placed for dishes 
and mountings for the holiday trade. 


JOBBERS’ ep ow TO RE- 
TAILERS, F.O.B. CLEV AND: 

ieee Mer or ead, 1 @t., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 


35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
0 in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 

Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 


Teapots. —2 cups, $1.67; 4 cups, $2; 
6 cups, 3. 


ICE SKATES.— While orders are 
rather light they show some improve- 
ment. Owing to the open weather 
many retailers carried over stock last 
year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Union Hardware Co., No. 1624 
men’s screw clamp skates, polished, 
84c. per pair; No. 1624144, same nickel 
plated, $1.19 per pair; No. 524%, 
screw clamp hockey, $1.27 per pair; 
No. 424%, same nickel plated, $1.60 
per pair; women’s skates, No. 5624, 
$1.12 per pair; No. 5624%, same 
nickel plated, $1.44 per pair. Shoe 
skates, $5.25 per pair. 


NAILS AND WIRE.—Demand for 
wire products is not very active. While 
there is evidently still some irregu- 
larity in prices for factory shipment, 
jobbers’ prices out of stock are firm. 


JOBBERS’ SUOt AT at. RE- 
TAILERS, F.O.B. CLE 

Nails. —Factory" diamant yom lots, 
$2.45 to $2.55 per keg; less than car 
lots for factory and stock shipment, 
$2.65 per keg; other products for stock 
shipment, No. 9 galvanized wire, $3.10 
per 100 lb.; No. 9 annealed wire, $2.65 
per 100 Ilb.; polished fence staples, 
$3.10 per 100 lb.; galvanized fence 
staples, $3.35 per 100 Ib.; coated nails, 
$2.65 per keg. 

Barbed Wire.—Lyman, 4-point 
cattle wire, $2.97 per 80-rod spool; 
hog wire, $3. 20 per 80-rod spool. 


POULTRY NETTING AND WIRE 
CLOTH.—A moderate amount of busi- 
ness is being taken for Spring ship- 
ment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50, 10 and 5 per cent off 
list. Galvanized before weaving, 50, 


(Reading matter continued on page 84) 
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Winter—with its cold 
and sleet—stimulates 
the sale of this product 


Storm-Proof Hangers Nos. 66, 77 and 88 
—and for the lighter job, No. 55 Storm- 
Proof Junior—are built for exceptional 
service at this time of the year, when 
bad winter weather causes heavy damage 
to buildings and equipment. 


_ = 4 Capitalize on the seasonal demand for 
Sa this type of hardware. The National line 
No. 88 Adjustable Storm-Proof Door Hanger embraces the many fine styles and sizes 
illustrated, each of which embodies 
mechanical perfection in design, and 
stout construction, employing the finest 
materials. Long life and dependable 

service are assured. 


Steady sale from these popular hangers 
has been the experience of countless 
National dealers. If you do not carry the 
National line now, write for details at 
once. You are losing profitable business. 





eae 


No. 55 Storm-Proof Junior Hanger National Manufacturing Co. 
STERLING *. ILLINOIS 





National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 


BARN DOOR HANGERS 
BARN DOOR RAIL 
GARAGE HARDWARE 
DOOR LATCHES 
SCREEN HARDWARE 
STRAP AND TEE HINGES 
HALF SURFACE BUTTS 
MORTISE BUTTS 
ORNAMENTAL HINGES 
CUPBOARD TURNS 
SASH LOCKS 

Be ia No. 77 No. 66 


Flexible Storm-Proof Door Hanger Rigid Storm-Proof Door Hanger 
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10, 10 and 5 per cent off list. Wire 
cloth per 100 sq. ft., 12-mesh, black 
$1.75; galvanized 14 mesh, $2.25; 16- 
mesh, $2.50; bronze, 14-mesh, $5.75 
16-mesh, $6.50. 

PAINTS AND VARNISHES. — White 


lead has advanced ‘c. per lb. 


is 


year. 


$3.10 for white. 

Turpentine in drums, 65'c. per 
gal.; in 5-gal. lots, 80%c. per gal. 

Linseed oil in drums, $1.14%c. per 
gal.; in 5-gal. lots, $1.29%c. per gal. 

White lead in 100 lb. kegs, 14'%c. 
per Ib.; in 50 and 25 Ib. kegs, 14%%4c. 
per lb.; in 12% Ib. kegs, 14%c. per 
lb. 

Quantity discount, 500 lb. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 

PREPARED ROOFING. —This con- | 


Demand 
about normal for this season of the 
Roofing paints are active. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Mixed paints, first quality, $2.90 to 
$3 per gal. for colors and $3.05 to 


tinues quite active. 


RADIO 
moving well. 
making 
creased to 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Popular grades, light, 83c. per roll: 
medium, $1.02 per roll; heavy, $1.19 
per roll; slate surface roofing, $1.99 
per roll. 


EQUIPMENT. — Tubes are 
The capacity of plants 
sets has been 
an extent 


receiving 
such 


in- | 
that the | 


cutput is said to be considerably in 


excess of the demand. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
Tubes, CX No. 112A, $2.50; CX No. 
326, $8: CK No, 387, SB: 
$3.50; CX No. 3 
discount from t 
cent. 





ROLLER SKATES.—These are quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Union Hardware Co. roller skates, 
Nos. 4 and 5, $1.36 per pair for case 
lots and $1.42 per pair for less than 


case lots. No. 6, $1.45 per pair for 
full case lots and $1.55 per pair for 
less than case lots. 
| ROPE.— Current orders’ are 


Prices 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 2214c. 
per lb. for factory shipment and 23c 
per lb. for stock shipment; sisal rope, 
l6c. per lb. for factory shipment and 
1644c. for shipment from stock. 


SASH WEIGHTS.—There is not much 
call for these. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Sash weights, $36 per ton, for mill 
shipment, $34 per ton. 


SHEETS.—Galvanized sheets are quiet 


and prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
24-gage galvanized sheets, $4.60 per 
100 Ib. 





HOUSANDS of people stopped to look at and 
admire this window display of sporting goods. 
The fishing pool in the center, the little rock garden in 
the foreground and the tall “pine trees” in the back- 
ground, combined to create an unusual and interesting 


display. 


appeal. 


fair. 
for next season have not yet 
come out. 


SCREEN GOODS.—New prices are 
out on the Continental line for the 
coming season. Doors have been re- 
duced 5 to 7% per cent for competi- 
tion numbers. On the higher priced 
doors there is a small reduction. Ex- 
tension window screens have been re- 
duced 7% per cent. Combination doors 
and screens are unchanged. 


STOVE PIPE AND ELBOWS.—These 
items continue to move fairly well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock shipment; 
6 in. corrugated elbows, $1.30 per 
crate for factory shipment and $1.40 
for stock shipment. 


| VENTILATORS.—Jobbers have taken 
a very satisfactory volume of ventil- 
ator business. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Continental wood frame, cloth 
ventilators, 9 x 37, $2.25; 9 x 49, 


$3.60;.15 x 37, $3.35; 15 x 49, $5; Dia- 
mond E or Liberty ventilators, metal 
frame, cloth covered, 8 x 39, $4.50: 
8 x 47, $5.60; 11 x 89, $4.60; 11 x 47, 
$6.40; 16 x 39, $7.60. All metal Louvre 
type, 7% x 33, $3.20; 8 x 33, $4; 8 x 
37. $5 


ol, oO. 
| Continental De-flekt-air, metal 
| center ventilators, No. 63, 6 x 33, 
$2.50; No. 87, 8 x 37, $3.00; No. 88, 
8 x 48, $4.70; No. 117, 11 x 37, $4.35. 
Above prices are net per doz. 





The trees were North Ridge Pines, products ot 
North Ridge Brush Co., Freeport, III. 
arranged this display reports several sales were made 
before the window was completed because of its unusual 


The dealer who 


Reading matter continued on page 86 
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you were a hunter 


2 


where would you aim é 


ee e 
At the near, massed flock, of course, not at the 
lone, distant straggler! 
ee e 


In the hunt for bigger profit, aim right to get your 
share of quantity sales. New construction . . . homes, 
apartments .. . factories . . . garages, etc., mean 
QUANTITY Sales to the alert hardware dealer who 


knows his profits. 


Burglar-proof Segal lock-sets offer greater advantages in securing 
the builder’s hardware contract. A building “Segalocked against 
burglary” whether it be a cottage, skyscraper, hotel or factory 
has added value. 


The hardware merchant has a sales-clinching story to tell the 
builder about Segal burglar-proof protection. Features the 
builder himself will repeat to the prospective buyer and even 
mention in the lease. 


That puts Segal lock-sets in the desirable merit class—not merely 
on a low price bid footing. With Segal the builder not only 
buys locks and hardware, but he also gets selling advantages for 
his property. Competitive price cutting is minimized—your 
sale shows healthy profits. 


If you are interested—investigate! Write us now! 


SEGAL LOCK and HARDWARE COMPANY, INC. 


The Segal type of lock-sets solves both the Deer W i 7 
problem of decorative hardware and 12 Warren St., New York, N. Y. 
burglar-proof security. 


SEGA 





Burglar-Proof 


LOCKS 
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Kester Solder on Spools 


A new one-pound spool of Kester acid- 
core solder is now on the market. Its 
manufacturer, Kester Solder Co., 4201 
Wrightwood Ave., Chicago, IIl., has also 
designed an attractive bright green carton 
for this spool of solder. This solder has 
its flux inside, making it a handy, prac- 
tical and useful item. The Kester paste- 
core solder, a product made by the com- 
pamy for many years, is now obtainable 





not only in the original 18-in. lengths 
packed in 5-lb. boxes, but on one-pound 
and larger spools as well. 

All the spools and packages have been 
redesigned to conform to a uniform style 
of lettering to enable them to be more 
easily identified. 





Electric Skate Sharpener 


Dealers who sharpen ice skates will be 
interested in the Luther electric skate 
grinder No. 340, Model D, which is of 
ball-bearing construction and has a belt 





The wheel shaft is mounted on two 
sets of ball bearings, and the belt is flat, 


drive. 


of a non-stretch type. The motor is a 
full %4 hp., 110 volts, 60 cycles, with 1750 
r.p.m. for A. C. current. 

The skate-grinding wheel is 5 by 1 by 1 
in. and of proper grain and grade for 
skates. The work table on which skates 
move across the face of the wheel is of 
solid oak. Luther Grinder Mfg. Co., 285 
South Water Street, Milwaukee, Wis. 


New Flexible Belt Lacing 


A complete line of flexible belt lacing, 
called “Steelgrip,” has been recently placed 
on the market by Armstrong-Bray & Co., 
28 North Clinton Street, Chicago, Ill. 

Steelgrip lacing is made of selected heat- 
treated steel which is said to have great 











toughness and tensile strength, yet is hard 


enough so that the points of the lacing | 
will go through the toughest belts and will 





stand long, continuous use with the mini- 
mum of wear. The joint of the lacing 
is made with a steel rocker pin, which is 
composed of two segments, one rocking 
against the other and thereby absorbing 
the wear at the joint when going over the 
pulley. 

Steelgrip belt lacing used on a belt, either 
fabric, leather or composition, insures a 
strong and lasting joint Its simplicity is 
apparent when all that is needed to apply 
it is a hammer. By having a lacing that 
is smooth on both sides of a belt and flex- 
ible, an idler drive can be very well used. 
On conveyor work it is especially recom- 
mended for its great strength and flex- 
ibility. 

It is made for belts 3/16 to 1/2 in. thick 
and for any width. 





Two New Poultry Supplies 


New additions to Moe’s line of poultry 
supplies include an automatic fountain and 
an electric fountain heater. The No. 472 





Moe’s automatic fountain has a round pan 
giving a large drinking surface. The foun- 
tain is made of galvanized steel, complete 
with an automatic valve and float, ready 
to connect with a %-in. iron supply pipe 
from water system, tank or barrel. The 
fountain is 13 in. in diameter and 10 in. 
high. 

The No. 433 electric fountain heater is 
especially adapted for the company’s Nos. 
33 and 34 top fill fountains. It has a 
heating element inclosed in a seamless cop- 
per tube. This is placed in the bottom pan 
and connected to a light socket. Cost of 





operation is very low. This heater can 
be used in any fountain having a 13-in. 
drinking pan, says the manufacturer, Hoeft 





& Co., Inc, North Chicago, Ill. 


‘New Children’s Desk Line 


The Gendron Wheel Co., Toledo, Ohio, 
has announced a new complete line of chil- 
dren’s roll top desks. There are five dif- 
ferent models and sizes in the line, all 
of which are equipped with a smooth easy 
action rolling top with pigeon holes, 





shelves and sliding drawers under the 
top. 

There are also large roomy drawers on 
one side of the desk. All the items are 
strongly constructed, well finished and pre- 
sent a most attractive appearance. 


Device Saves Hack Saw Blades 


A new device, designed to eliminate 
broken blade loss and said to salvage all 
broken blade parts, has been offered to 
the trade recently by The Forsberg Mfg. 
Co., Bridgeport, Conn. 

The Forsberg broken blade attachment 
can be easily adjusted to any saw frame. 


—Oy 





The broken blade fits readily into the at- 
tachment which is assembled in the frame, 
the same as the blade is attached, and can 
be reversed for either end of the saw 


Neforaberg Qualisjizs 
CHAMPION 





frame. Due to the frequent snapping of 
saw blades near the end holes, caused by 
high tension, many blades have heretofore 
been rendered useless. The company states 
that with this new attachment these blades 
can be used, saving time and money. 

The Forsberg company has also an- 
nounced a new utility hacksaw which is 
adjustable to any length blade. This new 
Champion No. 125, when equipped with 
the broken blade attachment, will readily 
accommodate any broken blade part, mak- 
ing a complete hacksaw unit. 
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Ni OT Iu st an | COMING CONVENTIONS 
zoe e@ ° | AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
° | AND SOUTHERN HARDWARE JOBBERS’ ASSOCIATION 
Ordi nNaArTY La tch.. Joint ConvENTION, Galveston, Tex., April 7, 8, 9, 10, 


11, 1930. Charles F. Rockwell, secretary-treasurer, 342 


| Madison Avenue, New York City. 
| ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
'| VENTION, Marion Hotel, Little Rock, May, 1930. Exact 
date to be decided later. L. P. Biggs, secretary, 815 
oF Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
AssocriaTION, San Francisco, Feb. 11, 12, 13, 1930. 
a Headquarters, Hotel Whitcomb. LeRoy Smith, secre- 

tary, 112 Market Street, San Francisco. 
ILtinots RETAIL HARDWARE ASSOCIATION CONVEN- 
fl TION AND ExuisiTion, Hotel Sherman, Chicago, Feb. 11, 


12, 13, 1930. Paul M. Mulliken, managing director, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Manufacturers Building, Indiana State Fair 
Grounds, Indianapolis, Jan. 28, 29, 30, 31, 1930. G. F. 
Sheely, secretary, 911-913 Meyer Kiser Bank Building, 
Indianapolis. 

Iowa RETAIL HARDWARE ASSOCIATION CONVENTION 
AND Exnuisition, Hotel Savery and Des Moines 
Coliseum, Des Moines, Feb. 11, 1Z, 13, 14, 1930. A. R. 
Sale, secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Brown Hotel, Louisville, Jan. 14, 15, 16, 
| 17, 1930. J. M. Stone, secretary, 200 Republic Building, 








RANTZ Latch No. 23 is of the Whit- | neville 
comb type, and is designed to give | Micnican Retart Harpware AssociaTION CONVEN- 
long, satisfactory service. It is made | TION AND Exuisition, Grand Rapids, Feb. 18, 19, 20, 


entirely of steel, and of few working 21, 1930. Headquarters, Hotel Pantlind. Exhibition 
parts. Can be applied to doors from 34 will be held at the Klingman Exhibition Building. A. J. 


in. to 24 in. in thickness without adjust- Scott, secretary, Marine City. 
MINNESOTA RetaIL HARDWARE ASSOCIATION CON- 


ments of ve | age Bryno — 16 ronal |" vention, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles 
ee eee Se ,e oe aes vd If. Casey, manager, 2344 Nicollet Avenue, Minneapolis. 
No. 23 Latch offers a “burglar-proof Mississipp1 Retail HarDWARE AND IMPLEMENT 
installation. AssocIATION CONVENTION, White House, Biloxi, June 


16, 17, 18, 1930. Guy Nason, secretary, Starkville. 
Missourt RETAIL HARDWARE ASSOCIATION CONVEN- 


Write Dept: H-K129 for details and prices 


on the fast selling line of FrantZ Latches. TION AND ExuiBiTIon, New Hotel Jefferson, St. Louis, 
Frantz Manufacturing Company, Sterling, 


Illinois. 


Jan. 28, 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

MonTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION AND ExuisiTion, Billings, Feb. 3, 4, 5, 
| 1930. H. A. Caraway, manager of exhibits, Billings. 

A. C. Talmage, secretary, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jan. 21, 22, 23, 1930. Place 
to be decided later. W. W. McAllister, secretary, 
3oulder, Colo. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
GRESS, St. Louis, Mo., June, 1930. Herbert P. Sheets, 
Managing Director, 130 E. Washington Street, Indian- 
apolis, Ind. . 

Tuirp ANNUAL NATIONAL House FURNISHING Ex- 
AO. : | J HIBIT, Chicago, Ill., Jan. 19 to 29, 1930. Headquarters 

NA. Gps». Mb... | Palmer House. Warren Edwards, secretary, 105 West 
pehon'peane Adams Street, Chicago, II. 
NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
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TION, Omaha, Feb. 4, 5, 6, 1930. Headquarters, New | 


Paxton Hotel. Exhibition at Municipal Auditorium. 
George H. Dietz, secretary, 414-19 Little Building, 
Lincoln. 

TERCENTENARY CONVENTION AND EXHIBIT OF THE 
New ENGLAND HarpwarE DEALERS ASSOCIATION, Me- 
chanics Building, Boston, Mass., Feb. 20, 21, 22, 1930. 
Headquarters, Hotel Statler. George A. Fiel, secretary, 
80 Federal Street, Boston 9, Mass. 


New York State RetatiL HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 4, 5, 6, 7, 1930. Conven- 
tion sessions and exhibition will be at Edgerton Park, 
Headquarters, Seneca Hotel. John B. Foley, secretary, 


510 Hills Building, Syracuse. 


NortH Dakota Retart HARDWARE ASSOCIATION 
CoNVENTION AND ExuisiTIon, Fargo, Feb. 11, 12, 13, 
1930. Exhibit will be held at the City Auditorium. 
Charles N. Barnes, secretary, Grand Forks. 

Onto HarpwareE ASSOCIATION CONVENTION AND 
ExHIsITIon, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. 
James B. Carson, secretary, 315 Mutual Home Build- 
ing, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConveNTION, Oklahoma City, Jan. 28, 29, 30, 1930. 
Chas. L. Unger, secretary, 207-208 Bloomfield Building, 
Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, At- 
lantic City Auditorium, Atlantic City, N. J., Feb. 11, 12, 
13, 14, 1930. Sharon E. Jones, secretary, 610 Wesley 
Building, Philadelphia. 

SoutH Daxota Retatt HARDWARE ASSOCIATION 
ConvENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles 
H. Casey, manager, 2344 Nicollet Avenue, Minneapolis. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, February, 1930, exact date and place 
to be announced later. H. L. Boyd, secretary, Spring 
Arcade Building, 541 South Spring Street, Los Angeles. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Jotnt Convention, Galveston, Tex., April 7, 8, 9, 10, 11, 
1930. Sidney St. J. Eshleman secretary, Hibernia Bank 
Building, New Orleans, La. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, comprising the state associa- 
tions of Alabama, Florida, Georgia and Tennessee, At- 
lanta, Ga., May 13, 14, 15, 1930. Walter Harlan, secre- 
tary, 701 Grand Theatre Building, Atlanta. 

TeExAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExuisiTion, Houston, Jan. 21, 22, 23, 
1930. Dan Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Richmond, Feb. 13, 14, 1930. Thos. B. Howell, 
secretary, Richmond. 

WEsT VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Huntington, W. Va., Jan. 21, 
22, 23, 1930. James B. Carson, secretary, 315 Mutual 
Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
4, 5, 6, 7, 1930. B. Christianson, secretary, Stevens 
Point. G. W. Kornely, exhibit manager, 1476 Green 
Bay Avenue, Milwaukee. 





All our 1930 
National Advertising 


WILL FEATURE 


<tn . < 







The famous PENN- 
SYLVANIA Junior, 
B. B. 


The SUPER Great 

American, B. B. 

(Roller Bearing 
Wheels) 


New Wm. Penn, 
B. B. One size 
only, 16-inch. Re- 
tail price, $16.50 
at Philadelphia. 








| 


Ly 


i e 


DENNsyLvaN[A 
LAWN MOWERS 


They should be in every dealer’s stock. 


Have you our latest catalog? 


LAWN MOWER WORKS 


Philadelphia, Pa. 


PENNSYLVANIA 
1615-35 North 23rd St. 
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iF a di 
_asy cutting dies 
are 
easy selling dies 

OUR customer wants Dies 
that give him a perfect job 
every time. Being human, he 
wants this perfect job quickly 


and with as little elbow grease 
as is possible. 


You can assure every pipe tool 
user that Kalorized ARM- 
STRONG Adjustable DIES will 


3 


None cut true, deep, clean threads 
,enuine . 4 

Without with but little energy and no 
Tre waste time. 

Mark 


Kalorized ARMSTRONG 4Ad- 
justable DIES need less sharp- 
ening—again a saving of time 
and energy. 

They are tough, long lived 
Dies that seem to thrive on 
work. 


Be sure you get the genuine, they are 
made only in Bridgeport, Conn. 


7A RMSTRONG MFG.CO. 
or BRIDGEPORT 
KALORIZED 


ARMSTRONG 


ADJUSTABLE DIES 





‘ ARMSTRONG MFG. CO. 

4 295 Knowlton Street, Bridgeport, Conn. 

4 Please send us circulars and prices on the Kalorized ARMSTRONG Adjust- 
‘ able DIES. 
H 

' 

' 

' 

' 

‘ 

' 


Name 


Address 











Summer Boarder: But why are those trees bending over 
so far? 
Farmer: Because they are full of green apples. 





Maid at door: “Madam forgot to leave the money for 
your bill.” 

Creditor: “How do you know she forgot?” 

Maid: “She told me so when she went out.” 





Girl (visiting in South): “I love the way boys talk 
down here.” 

Girl Friend: “Yes, it must be that Mason and Dixon 
‘line’ you hear so much about.” 





She: “I wouldn’t think of marrying such an intellectual 
monstrosity and physical misfit as you are—you numb- 
skull! Do you get me?” 

He: “Well, from the general trend of your conversa- 
tion, I should judge not.” 


A Scotchman found it necessary to notify his wife that 
le might be home late that evening, in which case he 
would ’phone her. This is what he told her: 

“T’ll ring ye at 6 o'clock. When ye hear the bell ye'll 
know it’s me. Dinna answer it, and I'll get ma nickel 
back.” 


A girl shows her raisin when she makes a date with a 
prune for whom she doesn’t care a fig. She may be a 
peach, but they make a funny pear. She may be the 
apple of his eye, but she hands him a lemon, although 
she may have a cherry disposition. It is plum wrong and 
if her name be Anna he ought to ban Anna. By this time 
he would realize that his efforts had been fruitless. 





“Thankful? What have I got to be thankful for? I 
can’t even pay my bills.” 

“Why, man, be thankful that you are not one of your 
creditors.” 





Lady: “Doesn’t that little boy swear terribly.” 
Urchin: “Yes’m he sure does. He don’t put any ex- 
pression into. it at all.” 


First Barber: “What makes you so late?” 
Second Barber: “I was shaving myself, and before I 
realized it I talked myself into a haircut and a shampoo.” 





Two moonshiners were discussing the merits and 
strength of their products. 

“Ah makes mah licker so strong,” declared one, “dat 
when yo’ drinks it, yo’ can done smell de cornfield whar 
dat corn was grown.” 

“Humph! Nigger, dat ain’t nothin’,” was the contemptu- 
ous comeback. “Ah spilled a few drops of mah licker on 
mah wife’s pansy patch an’ dem pansies dun turned tuh 


tiger lilies, yas, sah.” 
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Cooper: Honestly, now, you would never have thought 
this car of mine was one I had bought second-hand, would 
you? 

Coles: Never in my life. I thought you made it your- 
self. 





Gert: “Did you get your husband a surprise on his 
birthday ?” 

Sadie: “I’ll say I did. You never saw a more surprised 
man in your life.” 

Gert: “What did you get for him?” 

Sadie: “Breakfast.” 





President Hoover has smashed another precedent, and 
now follows Mrs. Hoover down the aisle or into the 
limousine, despite the rule that the President must go first, 
and we honor him for it, although, of course, it may be 
that he got tired of being told that his coat needed pressing. 





Son: “Why do you suppose Adam was made before 
Eve?” 

Dad: “Oh, I suppose it was to give him a chance to 
say a little something first.” 





Taking a chance will work every time but the last time. 





The young man was prematurely gray, and proud of it. 

“Looks quite poetic, don’t you think?” he asked the girl 
he had met at the beach. 

“It does remind me of a certain poem,” she said. 

“And what is that?” 

“When the Frost Is On the Punkin.” 





Visitor (at private hospital): “Can I see Lieutenant 
Barker, please?” 

Matron: “We do not allow ordinary visiting. May I ask 
if you’re a relative?” 

Visitor (boldly): “Oh, yes! I’m his sister.” 

Matron: “Well, well! I’m very glad to meet you. I’m 
his mother.” 





Flapper: “How long after the anesthetic will it be be- 
fore I know anything?” 

Doctor: “Aren’t you expecting too much of an anes- 
thetic?” 





Mistress: I’m glad to hear you will be staying on with 
me after you're married. Do I know the lucky man? 
Maid: Oh, yes, mum. It’s your son! 





She was in Alaska looking over a fox farm. After 
admiring a beautiful silver specimen, she asked her guide: 
“Just how many times can the fox be skinned for his fur?” 

“Three times, madam,” said the guide gravely. “Any 
more than that would spoil his temper.” 





Mother: “Eric, dear. Don’t go out too far in the 
water.” 

Eric: “But look, Daddy’s out a long way.” 

Mother: “I know, dear, but father has his life insured.” 





“Did that patent medicine you bought cure your aunt?” 
“Mercy, no. On reading the circular that was wrapped 
around the bottle she got two more diseases.” 





“You took that little blonde from the notions department 
home last night, didn’t you?” 

“T’ll say I did, and I kissed her good-night, too.” 

“What did she say?” 





“Oh, she just said, ‘Will that be all?” 


| 
i 


DAtz Long 
Friends 


— 


| 


| Axe&Knife 
mepueteda 


GUARANTEED 


by Free Replacement that their 
hollow steel handle and com- 
fortable leather grip will never 
Break, Loosen or Fly Off. Un- 
surpassed edges. lacquered man 
sized non-slip grips, the finest, 
most comfortable and depend- 
able in all weathers. Axe is 
13% inches long with 34 inch 
edge; Knife has 5 inch blade. 


A Business-Getting 
Line 


Estwing Unbreak- 

able Tools include 

a complete line ap- 

pealing to Mechan- 

ics, Home Owners, 

Boy Scouts, and 

Sportsmen. Sold 

under a Steel-clad 

Guarantee; thru 

125 leading jobbers 

or direct if yours cannot 

serve you. FREE display. 

Get one and place it where 

your customers can gee and 
ndle it. 


ESTWING 


i Ee Mfg. Co. 
= Rockford, II. 


Keen Lasting Edge 
* Finest Finish 


Both in Leather 
Belt Sheaths 
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New ( atalogs and ‘Dealers’ Helps 


Available from Leading Manufacturers 


Supplee-Biddle 
Toy Catalog 


A very interesting 
and complete toy cat- 
alog for dealers’ use 
has been prepared and distributed by 
Supplee-Biddle Hardware Co., whole- 
sale distributor in Philadelphia, Pa. Toy 
Catalog for 1929 has almost two hun- 
dred pages devoted to toys of various 
kinds. Many illustrations in color add 
to the attractiveness of the book. De- 
scriptions and illustrations unite for a 
general attractive presentation of the 
many toy lines which this jobber offers 
dealers for the coming holiday season. 


The Milwaukee 
Brush Catalog 


Wire, bristle and 
fiber brushes and 
brooms for many uses 
are well presented in the new Catalog 
No. 29 issued by The Milwaukee Brush 
Mfg. Co., 764 Thirtieth Street, Milwau- 
kee, Wis. This book has seven sec- 
tions, each prefaced by a page of gen- 
eral information relative to the brushes 
described and illustrated in the section. 
There are many illustrations and list 
prices are used throughout. Foremost 
among the lines shown are brushes for 
the floor, counter, horse, boiler and 
furnace, brushes for white wash, dairy 
and creamery, bakers’ brushes, indus- 
trial brushes, push brooms, wheel 
brushes, scrubbing brushes and auto- 
mobile brushes. 


Booklet Issued Division of Simpli- 
On Sheet Steel fied Practice, Bureau 

of Standards of the 
Department of Commerce has just is- 
sued a printed edition of the recently 
revised Simplified Practice Recom- 
mendation No. 28 on sheet steel. Copies 
of this booklet can be obtained from the 
Superintendent of Documents, Govern- 
ment Printing Office, Washington, 
D. CG for ten cents each. 


“Saginaw Prod- 
ucts” conveyor 
equipment is com- 
pletely covered in the new Catalog No. 
29-CE published by Saginaw Stamping 
& Tool Co., Saginaw, Mich. This 1930 
edition contains descriptions, illustra- 
tions and prices on a wide variety of 
items in the conveyor equipment line. 


Conveyor Equip- 
ment Catalog 


Among the items presented are trolley 
wheels, chain rollers, conveyor trolleys, 
brackets, chain attachments, chain hoist 
trolleys and idler rollers. 


Rich Ladder 
Catalog Ready 


The line of spruce 
ladders manufactured 
by The Rich Pump & 
Ladder Co., 1300 Harrison Avenue, 
Cincinnati, Ohio, is presented in an un- 
usually effective manner in the com- 
pany’s 1930 catalog which is entitled 
“Rich Safety Ladders.” In addition to 
the practical and helpful information 
contained in the book, many different 
types of ladders are shown and de- 
scribed. Among these shown are fruit 
picking single ladders, contractors 
single, truss step, paper hangers’ rodded 
step ladders, step extension ladders, 
window cleaners ladders and scaffolds. 
A price list applying to this catalog is 
available. 


Pflueger’s New A new and enlarged 
Pocket Catalog edition of the Pflueger 

Pocket Catalog No. 
149 has been completed and is now 
available from Enterprise Mfg. Co., 
Akron, Ohio. It is replete with de- 
scriptions of all principal fresh and 
salt water game fish; photos of excep- 
tional catches, information on suitable 
tackle and other helpful information. 
The leading articles of Pflueger tackle 
are illustrated and described. This 
pocket catalog will be supplied on re- 
quest to dealers in reasonable quantities 
without charges, with name and address 
imprinted for distribution to the trade. 


Vacuum Grip Many different type 
Plier Catalog pliers are shown and 

described in a new 
catalog issued by Forged Steel Prod- 
ucts Co., Newport, Pa. This book is 
devoted to the company’s “Vacuum 
Grip” line which includes pliers with 
adjustable joint, heavy duty pliers, pro- 
fessional lineman pliers, heavy duty 
diagonal cutters, special battery pliers, 
needle nose pliers. Various kits of 
pliers are also shown. The many types 
and sizes are illustrated and completely 
described. 


Acme Line of | The Acme line of 
Kitchen Tools kitchen utensils is de- 
scribed and illustrated 
in a new catalog issued by Acme Metal 
Goods Manufacturing Co., 2 Orange 
Street, Newark, N. J. All the items in 
the line have lacquered handles. Among 
the merchandise shown in this new 
catalog are cake turners, mixing 
spoons, ladles, parers and _ corers, 
mincing knives, can openers, etc. 


Hardware for Complete sets, com- 
Garage Catalog ponent parts and mis- 

cellaneous items of 
garage hardware which McKinney 
Manufacturing Co., Pittsburgh, Pa., 
manufactures are illustrated, described 
and listed in the company’s new Catalog 
and Price Book No. 10. This is a very 
complete volume, profusely illustrated. 
It describes a wide variety of items in 
the garage hardware line. t is a prac- 
tical handbook covering the principal 
types of entrances. 


New Premier “Premier's Front 
Cleaner Booklet Page News for 
Women” is the title 
of a most interesting booklet recently 
released by The Premier Vacuum 
Cleaner Co., 1734 Ivanhoe Rd., Cleve- 
land, Ohio. It is devoted to descrip- 
tions and illustrations of the company’s 
new complete cleaning unit, consisting 
of the Premier duplex electric cleaner, 
Premier Junior cleaner, the Spic-Span 
hand cleaner and the floor polisher ac- 
cessory. The booklet is printed in two 
colors and is profusely illustrated. 
Space has been left for imprinting. 


Booklet Shows An attractive booklet 
Segal Lighters recently received, de- 

scribes and _ illustrates 
the line of pocket and desk lighters 
manufactured by Segal Lock & Hard- 
ware Co., 55 Ferris Street, Brooklyn, 
N. Y. Cigar and cigarette lighters in 
nickel and gold finishes and leather 
covers are shown. List prices are 
given. A special assortment includes 
a display stand and a “filling station” 
for lighters. 
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1040 Hardware Dealers Are Now Applying 
Bunting Advertising Methods to Increase Sales! 


GUCH is the record after four years of effort to serve the retail hardware trade 
with a monthly business booster of sterling merit and low cost. It is a signifi- 
cant tribute to the sales building power of the Bunting plan that 312 merchants 
are using the service into their fourth successive year. It is also gratifying to 
record that jobbers’ and manufacturers’ representatives have consistently rec- 
ommended the Bunting plan to dealers and thereby assisted its growth. 


During our four years of operation in the retail hardware field we have served 
1176 dealers. Of these, 1040 are active users of the service at this time. More than 
450 manufacturers are participating in this service to make it effective, specific, 
and economical to our dealer friends. 


Straight-line, mass production methods are in vogue in the Bunting plant. No en- 
terprising dealer need be without this business-building, low-cost publicity. 
Write for samples and details of our plan. 


THE BUNTING SYSTEM 
North Chicago, Illinois | 

















This is an excellent 
Automatic Serew 






GOODELL - PRATT 









e product insures you of the 
‘ highest standard materials and 
river excellent workmanship. 





This Spiral Ratchet Screw Driver is 
outstanding in its field. It drives or 
draws screws automatically as a ratchet 
or as a plain screw driver. The steel 
spiral is precisely cut affording smooth 
travel to the hard bronze spiral nuts that 
drive it. The drive flute is continuous 
and the lower half is not cut by the 
intersections of the draw flute, greatly 
reducing the wear on the drive nut, the 
most vital part of the tool. The heavy 
driving spiral nut is practically inde- 
structible. The entire tool is beautifully 
finished. 














A 


Quality 
Seller 











Further particulars gladly furnished 





by 


GOODELL-PRATT COMPANY 


Greenfield, Mass., U, S. A. 







No. 811A. List Price, 

Chicago Office: 38 N. Clinton St.; New York Office: 

$3.10. 107 Lafayette St.; London Office: 127 Queen Vic- 
toria St. 





No. 911A, with quick re- 
turn. List Price, $3.50. 


LL: 
Packed one in a pasteboard box, CeLel es) b) >: 







complete with three tool steel blades 


PRATT 


—hardened, tempered and polished. 1500 GOOD TOOLS 
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CREASE YOUR 
TRON SALES WITH 


) 


CLUB that works 
wonders in the 
hands of any golfer. 


The “thrill” of the perfect 
pitch and run or chip shot 
—has created a wave of 
nation wide popularity for 
the Beckley- Ralston 
Stroke Saver Chipper. 
Distinctive yet not a 
“freak”—nor “banned” in 
competitive play. 





BECKLEY ~- RALSTON 


STROKE 
SAVERS 


The Short Game Irons 
bring new ease, new accu- 
racy. Square tapering 
grips—short steel shafts 
—Perfect balance—Won- 
derful appearance and 
“feel” sells them wherever 
displayed. 


Nationally Advertised 


A national advertising 
program—in The Satur- 
day Evening Post, Colli- 
ers and leading golf maga- 
zines is selling Beckley- 
Ralston Stroke Savers to 
the great golfing public. 
Merchants with a Stroke 
Saver Display are getting 
the benefit of this adver- 
tising. Write for details 
of our dealers’ proposition 
—also interesting booklet 
“The Short Game.” 


Matched 
Sets 


Beckley-Ralston Stroke 
Savers are sold singly or 
in matched sets of three 
or four. Complete set con- 
sists of Putter, Approach 
oo Chipper and Nib- 
ick. 





‘ } 


‘ K WN 7 


Purrer ApproacnCuex Curren NiBticK 








f4 





THE BECKLEY-RALSTON CQ. 


Manufacturing Division 


45 W. 22nd St., CHICAGO, U.S.A. 


















Essential Business Will Not Suffer 
from Wall Street Decline 


(Continued from page 62) 


of confusing their mind with the dis- 
tractions of gyroscopic stock move- 
ments, they will be happier, and by 
adjusting their living to their actual 
income will be far more prosperous. 

Every boom has its vibrations, but 
taking the general conditions of the 
country as a whole, with its good aver- 
age employment of labor, having tre- 
mendous buying power, I see no reason 
for worry on the part of those willing 
to work for their share. 

However, it is my honest belief that 
the day of the fellow with the “Get 
rich quick idea” without the compensa- 
tion of honest effort, has received a 
severe bump. 


(Signed) R. J. ATKINSON. 


Trade Will Never Improve 
Until Stock Gambling Ceases 


GREENSBORO, N. C.—I have been in 
business for nearly fifty years and, in 
all those years, have never known busi- 
ness so much affected by 
the stock market. It used 
to be that we occasion- 
ally had a cotton mill 
man who dealt in mar- 
gins and futures. They 
did it, they said, to pro- 
tect themselves against 
rapid declines or rises 
when they made their 
prices, and I suppose ©- H. IRELAND 
that was legitimate and proper, and 
when the first stock brokerage houses 
opened in this section of the country, 
they were under very great suspicion 
as to whether they were legitimate or 
not. I don’t know, I have never sat in 
one of them in my life and don’t go 
near them; but it is an actual fact that 
in every town of 25,000 people in the 
South now, you will find one and some- 
times six and eight brokerage houses 
which have a regular ticker connection 
and a board showing the different 
stocks as they change from hour to 
hour and local men are patronizing 
them, sitting before them, investing 
their money, just as they do in New 
York. It is astonishing how quickly 
those things catch and some have made 
some money. However, it has had a 
very depressing effect upon business in 
this section of the country. 

Banks have never been so hard 
pressed as they have been this year. I 
have been through four panics since I 
have been in business in this town and 
I declare to you that in none of those 








panic years business was in such shape 
as it is today. Money is very hard to 
collect; people are just as honest as 
they ever were; they have resources, 
but land values are nothing. Everybody 
is trying to borrow from the banks, the 
banks have their limitations and they 
can’t lend any more money. The people 
have taken their. money out of the 
banks and offered it to Wall Street 
where they can get from 10 to 14 per 
cent and sometimes as high as 20 per 
cent. It is having a very deleterious ef- 
fect on business. 

My men on the road report to me 
that in many places they go, they find 
stocks of goods very much depleted, and 
when they urge merchants to buy, they 
state that they owe more than they can 
pay for; that they can’t collect; that 
the price of tobacco is less than cost of 
production, and the same thing holds 
good with regard to cotton. The far- 
mer, therefore, is not making any 
money—he is fighting a losing game; 
he can’t get any accommodations at the 
banks, and, as a consequence, if he is 
an honest man, he doesn’t want to buy 
goods on credit. 

There will never be any improvement 
in the business interests of this country 
until there is a curb put on the gam- 
bling scheme that goes on in Wall 
Street. 

Stop it—stop it—stop it. 

(Signed) Cuas. H. IRELAND, 

President, 
Odell Hardware Co. 





Commercial Money Rates May 
Now Be Benefited 


Cotumsus, Onto—The recent 
liquidation of the stock market 
has not changed the undivided 
profits or surplus accounts of 
corporations. The money they 
have earned and the prospects of 
good earnings through the bal- 
ance of the year has not been 
affected by the break. 

Unless speculation is renewed 
and prices are forced up to near 
their former level there should 
be a large amount of money re- 
leased, which will favorably affect 
commercial paper rates. 

It seems reasonable to assume 
that business will continue in 
good volume throughout the bal- 
ance of this year, and it is quite 
probable that many men whose 
interests have centered in the 
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stock market will now concen- 

trate their time and attention on 

making their own businesses pay 

better returns on the money in- 
vested, 

(Signed) W. B. Tracy, 
President. 
The Tracy-Wells Co. 


No. 3098 Gilb t 

“Berwyn” | er 

An attractive 
hand-rubbed ma- 
hogany finished 
banjo design 
combining the 
barometer, clock 
and thermometer 
features. High- 
est quality 8-day 
lever movement, 
time only—fitted 
with silvered 
metal dial. Ac- 
curate barometer 
with gilt metal 
dial. Length over 


Luxury Demand May Suffer 
During Christmas Season 


ApBany, N. Y.—The tremendous de- 
cline which we had in the market I do 
not believe was instigated by the con- 
ditions in this country, 
but believe that foreign 








holders of American all 18 inches. 
securities felt that a 
great many of the 
stocks were inflated, No. 4809—“Fawn” 
and which, no doubt, An exceptionally popular pattern fea- 
was the case, and they | |] Gilbert's latest catatos en ee ee ee 
thought it a good time will geting cg oe ears movement with Pposi- 
to get out with a profit, nie ‘dial with tegen Pony 
which naturally had a plate. Height 4% inches. Width otf 
H. J. FUNK tendency to drag the Sane, 5 iach, 

market down very quickly, causing a 

great many stockholders, who were on 

a margin basis, to let their stocks go WILLIAM L. GILBERT CLOCK CO. 

and, in a great many instances, it was Chicago Office: Main Office: New York Office: 

10 S. Wabash Ave. WINSTED, CONN. 200 Fifth Ave. 


necessary for the brokers to throw the 
stock on the market at any price. This 
condition, of course, will have its ef- 
fect on the luxuries for Christmas 
trade, as a great many small and large 
investors have been entirely wiped out 
and no doubt they have been the pur- N 

chasers of fine seasonable gifts. But iD OUTSIDE 
this condition will only be temporary 


and within a short time the whole story 
vil be history. LOOKING IN— 


There should be no cause for worry 
in the hardware and sporting goods 
trades as these are lines that are neces- 




















Even the mquisitive youngster with 


sities and will always be sold. The snub nose pressed against your window 
great danger today, however, in mer- fi A 

chandising the two lines is that a great is a prospect for a pair of skates or a 
many manufacturers are trying to sell camp axe. 


the retailers direct and by so doing 
force them to buy quantities which the The commuter, the farmer, the house- 


retailer cannot handle to good advan- ( wife, all who pass your windows judge 


tage; in fact, it really loses money for : 
him in the long run. you and your merchandise by your 


From present indications prices will window displays 
be fairly steady throughout the winter — 
and spring, with the exception of cop- ‘Business goes where it is invited—,” 
per and brass goods, which appear to a : ‘ 
have a tendency to drop. Copper at 18c. and you will find the window display 
base, is entirely too high and the mar- ideas appearing constantly in HARD- 
ket itself would be much better off if WARE AGE of great assistance. 
same were at 14c. or 15c., and at this 
price no doubt the purchasers would : Don’t neglect your best invitation to 
show a good margin of profit for them- : ; 

new and increased business. 


selves. We are making our commit- 
ments in the usual manner for spring 
delivery with no fear of an overstock. 
(Signed) H. J. Funk, 
Albany Hardware & Iron Co. 
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“M al My W rords—Today 
I’m Buying a Farrand Rule” 


The FARRAND RAPID RULE 


is no bundle of flimsy sticks—yet it is more rigid 
than a wooden rule. It is not a limp tape,—yet 
it measures around curves with equal facility. 


Thousands of carpenters and mechanics all 
over the world are buying 


THE MODERN TOOL FOR MODERN 
CRAFTSMEN 


which coils in a small holder of vest-pocket size. 
Are you prepared to demonstrate this rule to your 
customers? 
Distributed through Wholesalers 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 














HH 
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In addition to the standard 
boxes, stock ‘‘Handy Pack- 
ages” for sale to small users 
who only lace a belt occasion- 
ally. The cartons each con- 
tain ten ‘‘Handy Packages’’ 
and each ‘‘Handy Package”’ 
contains two 6-inch sets of 
lacing, complete with gauge 
and hinge pins. 


Order through your jobber. 
FLEXIBLE STEEL 
LACING CO. 
4616 Lexington Street 
Chicago, U. S. A. 


In England at 135 Finsoury ravement, 
London, E. C. 2 


k for the Alligator on the 
x and stamped on the 


For Your 
Protection and Ours © 

















A Longer Margin is Our Principal Reason 
for Featuring Sporting Goods 


(Continued from page 53) 


After ascertaining the three leading divisions of the 
sporting goods line which have proved especially lucra- 
tive, we were more than anxious to learn of the mer- 
chandising methods, which had made them highly 
remunerative. We found that the principal game fish 
abounding in the region were bass and brook trout. In 
developing a big tackle trade among anglers for these 
members of the finny tribe, the store has a “Stream 
Bulletin” in the window, which sets forth fishing condi- 
tions in nearby streams. This bulletin is a permanent 
attraction during the entire fishing season and is closely 
watched by all local fishermen. It enumerates the prin- 
cipal fishing streams in the vicinity and hooks opposite 
each stream name provides a means for hanging a card 
describing the condition of the stream on that particular 
day, as: “Little Bear Creek—Clear,” etc. Mr. Gilchrist 
says that local anglers consult the bulletin faithfully, 
which more than repays the company for the effort re- 
quired to secure the necessary information. In addition 
to its advertising value it also attracts attention to the 
pertinent displays of fishing tackle which surround the 
bulletin at all times. 

Another plan worthy of attention in the tackle section 
of the Wilson store is the method used for displaying 
wooden “plug” baits. A piece of wall board about 
thirty inches wide and four feet high has been painted a 
light green. One sample bait of each type has been 
hooked over ordinary brass cup hooks. Several straight 
rows of hooks, spaced at regular intervals, display ad- 
vantageously nearly a hundred baits, with each bearing 
an individual price tag. This method is said to increase 
sales, as it shows the baits to better advantage, and it 
further makes it easier and quicker for the anglers to 
pick out the baits they want. 

In developing a healthy patronage in football equip- 
ment, the store regularly solicits business from the 
coaches in the athletic departments of the schools in their 
territory. The calls are made just previous to the open- 
ing of each sports season, and on these calls Mr. Gil- 
christ is usually accompanied by a factory representative. 
During the course of the visits, an invitation is extended 
to each coach to be the guest of Wilson’s for dinner at 
a local hotel. After the repast the guests are conducted 
to the sample room of the hotel, where the manufac- 
turer’s representative has arranged an extensive display 
of his wares. As an additional inducement to school 
purchases the firm provides printed schedules of the 
games booked by the school gratis. Free rule books and 


| score cards are also provided and they, of course, bear 


the firm’s advertisement. An ample supply of the foot- 
ball schedule we have reproduced cost the firm but 


| $7, but was an influencing factor in the sale of a $300 


order for football equipment. The store also bulletins 
the scores of all local athletic contests in its windows and 


| reports that this feature attracts considerable attention. 


The Wilson Hardware Company believes that good 
window displays are about the best means for stimulat- 
ing the sale of hunting’ supplies and camping equipment. 
A great deal of pains are taken with the displays featur- 
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ing this class of sporting goods and the results attained 
are said to be worth the effort required. The hunting 
window we have illustrated in connection with this article 
is aptly called “The Hunter’s Dream.” It depicts a 
hunter who has fallen asleep while he dreams of all sorts 
of wild game running about him. Some of the animals, 
which were obtained from a local taxidermist, can Be 
identified, but many others are “lost,” due to the fact 
that in a photograph they lack sufficient contrast to the 
background of foliage. 


More Business from Winter Sporting 


Goods 


(Continued from page 52) 


more business in the winter sport goods line, if adequate 
window displays are staged and some newspaper adver- 
tising done on the line. Then, too, if the proprietor of 
the store will participate in the sporting events in the 
territory, he can make many friends that will result in 
more business for him, says Mr. Bingham. 

In displaying winter sports equipment the firm always 
tries to secure a unity of effect. A number of displays 
have been staged depicting winter scenes and the fun 
that can be had from participating in winter sports. 

“We also do a large business in skates,” he said. 
“This is a section of the country where skating is com- 
ing to the forefront as a sport. Then, too, the people 
who come into the store to buy skates from us invari- 
ably buy other winter sports equipment from us.” 

Movements are on foot in certain regions here in the 
northern part of the State for the promotion of winter 
resorts. If many of these are established, there is no 
doubt but what the Bingham company and other firms 
selling sporting goods in this section will have a larger 
volume of business. 

This part of the State already has a number of large, 
popular summer resorts. If the winter sports program 
goes over, it is expected that many of these summer 
resorts will remain open during the winter months. 
This, of course, will bring many people up into the region 
each year. And when that time comes, the Bingham 
company expects to add to its large volume of business. 


Toys Are Major Merchandise 


(Continued from page 51) 


pond, teeter, swings and sand boxes. He achieved an 
eye-catching effect and a window that pulled in many 
excellent sales. 

There are still two weeks before you should start 
preparation for the busy Christmas season. Now is the 
time to start planning a permanent toy department for 
your store. It is also the time to capitalize on current 
sales so that customers will remember that you have the 
toys that will make the youngsters happy on Christmas 
morning. 








Over Neighborly  — 
They Talk About lt— 


What an interchange of ideas over a backyard fence! 
Not all “gossip” but a good deal of household informa- 
tion is passed along in this way. 

The lady informant usually ends her words of praise 
by saying “You can get it at So-and-so’s.” 

To make sure it is your store that is mentioned, display 
STOVOIL prominently all the time. 
STOVOIL not only kills and prevents 
rust but cleans and polishes as well. Keeps 
all metal surfaces bright and new. 


— Manufactured and Guaranteed by 


Superior Laboratories, 
Dept. 902 Grand Rapids, Mich. 


Exclusive Pacific Coast Distributors 
GENERAL SALES CORPORATION 
718 Mission St., San Francisco 
350 E. First St., Los Angeles, Calif. 
303 First Ave., South, Seattle, Wash. 




















For Heaviest Lubricant 
or Lightest Oil 


Winter or Summer—cold weather or hot, 
Lidseen Force-Feed Oilers will handle the 
heaviest lubricant or the lightest oil. They 
force the oil, out—never clog the spout— 
and permit a drop or ftll stream with per- 
fect control. 


LIDSEEN 
OILERS 


will oil machinery in motion or stationary— 
overhead or below. 






Made of heavy steel. All welded. Three 
styles—Force-Feed, Pump and Push Bot- 
tom. Sizes: % pint to 14 quarts, with 3” 
to 23” spouts. Gun metal or heavy copper 
plated finish. Solid by Leading Jobbers. 


JIGNVH ONY - . 


LNOdS G30T13M 










OrFEVER® 
: Manufactured by 
GUSTAVE LIDSEEN, Inc. 
824-862 So. Central Avenue 
CHICAGO, ILL. 
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DIAMON D“E” 


Dent hee 
CLOTH WINDOW VENTILATOR 


Every home needs lots of fresh air—also pro- 
tection from dust, dirt and soot. Remind your 
customers that “DIAMOND E” Adjustable 
Window Ventilators, with their close- 
woven CLOTH and durable, 
snug-fitting METAL FRAMES, 
make both possible. 


11 popular sizes. 
Retail at 45c. 
$1.05 




















FROM 
¥OUR JOBBER 









Refrigerator and Builders’ 
Hardware 


See our New Cylinder Mortise Dead 
Locks 


Better Hardware in Brass and Bronze 


rq (0) Greene Tweed Corp. cio 
9 Liberty St., Newark, N. J. 
Reg. U. S. Pat. Off. Reg. U. 8S. Pat. Off. 











“Make Your Show Windows 
Pay Your Rent” 
“Don’t Soegett Many Sales 
Are Made on the Sidewalk” 
ONKEN TOWER Merchandise Dis- 
players make Window Trimming Ef- 

fective and Easy. 
ONKEN TOWERS are Wonderful for 
—s quick changes in your win- 


ONKEN TOWERS have interchange- 
able features.—Two-in-One 

ONKEN Tower Stenchentice Win- 
dow Displayers are made in 5 sizes 
from $6.00 Up and made like a piano. 
36°" wide. 

ONKEN TOWERS range in price 
from $6.00 Up and made like a piano, 


Write for Descriptive Matter No. 98 
THE OSCAR ONKEN CO. 


No. 698 West 4th St. 
CINCINNATI, OHIO 











BETHLEHEM PRODUCTS 


of interest to the Hardware Dealer 


CAMBRIA FENCE and Steel Fence Posts 


WIRE: Barbed, Barbless and Twisted, 
Processed, Bright and Galvanized. 


NAILS: Cement-Coated, Bright, 
Blued and Galvanized. 


WIRE RODS STAPLES BALE TIES 
BOLTS NUTS RIVETS 










Bethlehem Steel Company 
General Offices: Bethlehem, Pa. 








BETHLEHEM 








FEAR 


(Continued from page 57) 


merchants out of them. They in turn meet their cus- 
‘tomers courageously, and strange to say in every case 
of this kind, with a salesman of this kind, he sells his 
goods at a fair and reasonable profit. 

I personally have studied salesmen for many years, 
and I am willing to go fairly and squarely on record 
in saying that success in selling goods at a profit is not 
only a spiritual thing, but it is also a physical thing. 
In other words, I believe that certain men, by reason 
of their predominant natural ceurage, will always sell 
goods profitably. 

Let us take the other type of salesman. This man is 
the timid soul. He not only starts out on a trip fear- 
ing that he is not only going to lose some of his custom- 
ers, lacking confidence in himself, fearing that he will 
not make a success of his job, but this fear travels back 
to a lack of confidence in his house. He is afraid his 
house is not as strong as the other fellow’s house. 

When this salesman calls on a customer, this psy- 
chology of fear makes him expect trouble, and of 
course the next step is that he looks for trouble, and 
we all know when anyone is in that state of mind, they 
get trouble. With a salesman of this kind, it is only 
necessary for the customer to tell him that unless he 
does certain things, he is going to lose the account. This 
poor fellow becomes completely demoralized. He does 
not know exactly what to do, so he proceeds to meet all 
cut prices. It naturally follows that the customer find- 
ing him in that state of mind provides him with plenty 
of cut prices to meet. There is no resistance in this 
state of fear. 

So in selling goods, we find just exactly the same 
condition that we recently observed when there was a 
panic on the stock market. The prices were cut lower 
and lower, and stocks were dumped regardless of their 
value. It is all exactly the same state of mind—fear. 

It therefore seems to me that at the approaching sales 
conferences of our various manufacturers and jobbers, 
it would not be a bad idea to give a good deal of thought 
to the simple question of industrial courage. In other 
words, when you look over your salesmen, just figure 
out whether they are brave, optimistic, self-confident 
and courageous, or whether most of them are nothing 
more or less than “industrial cowards.” That is a hard 
name to use, but the word fits the case. 

This reminds me of a peculiar experience I once had 
with a salesman, when I was Sales Manager of a cer- 
tain hardware jobbing house. He was a very peculiar 
timid sort of a fellow. He was always inclined not 
so much to cut prices as to shave them. You know there 
is a great difference between cutting prices and shaving 
prices. 

I remember on one occasion, this salesman sent us an 
order for one dozen No. 1 rolling pins at 90 cents a 
dozen. The price we had in our catalogue at that time 
was $1 per dozen. He only sold one dozen on the order. 
I sent him a telegram asking him to reply by wire 
telling me just why he cut those rolling pins ten cents 
per dozen. I inquired what his competition was on 
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rolling pins. Of course, he couldn’t explain. It was 
just his weakness that led him to cut the price. 

Afterward I talked to him very seriously about his 
state of mind. I told him he would never make a suc- 
cess as a salesman, unless he developed his nerve. 

Shortly after this, I retired from this jobbing house 
and went into business for myself. A few months later, 
imagine my surprise when this salesman came in to see 
me. He wanted a job. I asked him if everything was 
not satisfactory with the old house. Yes, he said, every- 
thing was satisfactory, he was getting along fairly well. 
Then I inquired, “Why do you want to come with us?” 
He gave me this most surprising reply. He told me 
that he lived in mortal dread of me personally, that 
there was something about me and my ways of doing 
business that just made him shiver. “But,” he said, 
“the curious thing is that I cannot stay away from you. 
I have done my level best not to come to you to make 
this application for a job, but I am so afraid of you that 
some unseen force compels me to come.” 

Of course, this story sounds ridiculous, but it is 
exactly what happened, and it may interest you to know 
that I hired this man and he is still traveling for this 
same house, and I understand is doing very well. 

This salesman had the fear complex, and as it was 
an interesting case, I decided to see what I could do to 
pump some courage into him. If he had been left to 
himself, he would have cut prices on practically every- 
thing. He would have cut prices just as much as he 
could. He was afraid of his customers. I remember 
how I told this timid salesman how he should approach 
his customers. I asked him if he hadn’t been conveying 
the idea to his customers that he was prepared to meet 
all cut prices made to them. He said he had. “Now,” 
I said, “Can’t you see that no house or salesman can meet 
everybody’s cut price without finally going into bank- 
ruptcy?” I tried to explain to him that our prices, taken 
upon the average, were just as low as those of our com- 
petitors, and that it was his duty to convince his cus- 
tomers that upon the average they could buy goods from 
him at the right price. 

I also attempted to explain to him that nothing is 
more demoralizing in salesmanship, nothing leads to a 
greater lack of confidence on the part of a customer, 
than a salesman who meets every cut price. That is 
where fear comes in again. You see the customer of 
such a salesman fears that even when he has received 
this salesman’s cut prices, that possibly if he had worked 
a little harder on him, he might have gotten a still 
lower price. So we end the chapter with a salesman 
afraid of his customer, and the customer in turn afraid 
of the salesmen. 

When the investors of the country get their courage 
back, prices will advance. When the merchants and 
salesmen of the country develop their courage, we will 
have a good deal less of this disastrous price cutting 
followed by profitless prosperity. 


A Virtual Necessity 

Sr. Louis, Mo.—I am much pleased to note the interest 
you take in a new subscriber. I have been a constant reader 
of the Ace for many years, as an employee, and now as a 
manufacturers’ agent, I consider it a virtual necessity, and 
will look forward to Harpware AcE for suggestions and 
advice in all matters pertaining to this particular line of 
business. (Signed) P. J. SCHILLING. 





The NEW 
W. ROSE BOOK of TOOLS 


32 pages of information de- 
signed to help you make 
more profit out of selling tools to 
Bricklayers, Masons, Plasterers and 
Tile Layers. 
We'll mail copies to you and your cus- 
tomers on request. 


W. Rose & Bros.,“*3iisron Hult, PA 
‘SONNEI NER 





This Capper Saves the Time That 
Adjustable Cappers Waste 







The “REX” Giant requires no adjustments. 
Think of the time saved. It both 


Caps and Corks Bottles, j 


up to 15 inches. Our Corking Attachments 
have a Safety Cushion which prevents bot- 
tle breakage. Bottle Cappers made in sizes 
for every need. Write for Trade-Prices. 


The Rexhouse Mfg. Co., Inc. 
105 Cottage St., Poughkeepsie, N. Y. 


JIFFY BOILER PLUG 


For Stopping Leaks in Boilers 


“REX” 
GIANT 








No more leaks. User drives 
it past first thread, tightens it 
and the job is done. RAPID 
Seller. 


Big Profit, Retails at 50c 


Shipped one dozen on At- 
tractive Display stand. , 

FREE Sample of the plug on 
request. 

Your jobber can supply you 


The Jiffy Boiler Plug Co. 


9114 St. Clair Ave. 
Cleveland, O. 
































. 7 
WindowScreens 
IN COLORS 


Distributors and Dealers 
write for Sample and Prices 








Enlarged section shows the 
double locking feature of this 
all-metal window screen. 







A continuous steel rod and electro welded frame 
make the APEX Screen rigid and durable. 
APEX Screens are furnished in six sizes, with 
Black, Galvanized or Bronze Wire Cloth. 
Frames in Baked Enamel Colors. 
Made by 


S. & AXMetal Products,Go., Inc. 
421-427 Oneida St. SE SYRACUSE, N.Y. 
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ODERN 


CASTERS 
FOR — 
| MODERN HOMES 


THE old-style caster is no longer used in 
the modern residence. People who take 
pride in their homes use ‘““Acmes’’—the 
modern caster. 


Ball-bearing, this caster rolls silently and 
smoothly. It will not mar nor scratch 
either floor or floor covering. “‘Acme”’ 
adds to appearance and denotes style and’ 
good taste. 


Sell ““Acmes.’’ Keep your caster stock 
up-to-date. Meet the popular demand for 
high-class casters and double your caster 
profits. Write for catalog and sample. 


From your Jobber Send for Catalog 
THE SCHATZ MANUFACTURINGCO. 
POUGHKEEPSIE NEW YORK 


Agents: J. C. McCarty & Co. 
253 Broadway, New York City 











alin 





There Are Many 
Ways To Gain 
The Women’s Trade 


ND this trade is 

well worth hav- 
ing! Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read the accounts 
that appear in Hard- 
ware Age telling how 
merchants every- 
where are gaining 
this desirable trade. 


Hardware Age 


239 West 39th St. New York City 








Pe | 
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PRENTISS VISE COMPANY 
106-110 LAFAYETTE ST., NEW YORK CITY 


3400 ; 
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DIETZ * 


LANTERNS 4 





} 


/\ Dependable HotBl 
Square tube i 


ARLY nightfall now— 


time for a full stock of 
Dietz Lanterns. 














To customers who want a 
large, inexpensive lantern of 
square tube construction you 
can offer nothing better than 
Dietz “Victor” —a_ veteran 
Hot Blast Lantern, with a 
service record for depend- 
ability. 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in 
the World. Output Distributed 
Through JOBBERS Only. 


FOUNDED 1840 
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made by W.W. BABCOCK CO., Bath, N.Y. 


Extension Ladders, Straight Ladders, Step Ladders, Painters’ Trestles, Ex- 
tension Trestles and Staging. Everything in the Ladder Line. 


Send for latest list. We pay freight. 









































The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 
Products There? 


- Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers 
throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 


Tell the hardware dealer about your product 
in the same manner and put yourself on an 
equal footing with your competitors. 
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Its users 
know 


SERS of Oswego Tools 

| | know that the Oswego 

Standard Pipe Wrench 

backs up its makers’ claims for 

ability to stand up to the toughest 
pipe running or repairing job. 

The jaws are milled in the orig- 
inal Oswego way, giving the most 
powerful grip of any pipe wrench 
procurable. 

The 40 years’ experience that 
backs every Oswego Pipe Wrench 
shows its value in daily use. 

This Wrench is fully guaran- 
teed as to material and workman- 
ship. 

The Oswego line of Wrenches, 
Pipe Cutters, Pipe Vises and simi- 
lar construction tools is most com- 
plete. Our catalogue gives details 
and prices. 


The Oswego Tool Co. 


Established 1887 Incorporated 1893 


Oswego New York 














Nut Splitters 


Chain Cutters 


On battered bolts and nuts there is 
no need for one man holding the bolt 
head while another tries loosening 
the nut! It is wasting time, labor and 
money! 

Get out the Porter Nut Splitter, 
place the rugged cutting jaws on the 
nut and squeeze the handles. Off 
comes the nut in a jiffy and the bolt 
isn’t harmed. 

On body, chassis or fender bolts 
and tie rods, too stubborn to remov:, 
use a Porter Bolt Clipper. A fev 
seconds do the trick. 

Don’t saw or chisel chain, use a 
Porter Chain Cutter. Easy! Quick! 


Write for illust: ated folder, or see 
Porter ‘Tools at your jobbers. 








Bolt Clippers 
Shear Cutters 


Porter’s Tools are 
portable, durable 
and rugged. The 
larger models clip 
bolts up to 34” 
and soft rods up 
to 5%”, split nuts 
of %” bolts and 
cut case hardened 
chain up to 4” 
diameter. Also 
Shear Cutters for 
flat stock and 
wire rope. 








Carton of four Eveready 
Raytheon B-H Tubes 


SELL NEW 

B-H RECTIFYING TUBES 

TO YOUR CUSTOMERS 
FOR THEIR 

“BY ELIMINATORS 


¢¢ @ 


EVEREADY 
RAYTHEON B-H 


MILLIONS of “B” eliminators have been sold 
in the past few years. The majority are espe- 
cially designed and built for the B-H tube... 
the original gaseous rectifying tube. When 
tube replacements are necessary, a new 
Eveready Raytheon B-H is the tube to use. 
Tell your customers what a great difference 
in reception a new rectifying tube will make. 
The replacement market for B-H tubes is 
enormous! 

Eveready Raytheon B-H Tubes come in 
handy cartons of four tubes each. Always 
keep at least one full carton out where cus- 
tomers can see it. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago KansasCity NewYork San Francisco 


Unit of Union Carbid *& and Carbon Corporation 


~ EVEREADY — 











RAYTHEON _ 


8 Ashland St. 


H. K. PORTER, INC., Everett, Mass. 





Trade-marks 
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COLORED 


GLASS KNOBS & PULLS 
NOW ... they'll sell even faster 





MO RASA AMR AIOE 8 SE OE. 


‘TEBtO’ on 


COLODED GLASS BNORS 

















Here’s a real salesman! 


E stands neat and trim, right up on top of your sales 
counter. He catches the eye of your customer, shows 


him all the colors you carry . . . and almost com- 
pletes the sale himself! Mr. Tegco comes in this new display- 
container, ready to go to work for you the moment he enters 
your store. 
Assortment No. 129 
Contains 12 dozen knobs and 6 dozen pulls to match 
Weight packed for shipment 35 Ibs. 
If your jobber is not prepared to 
serve you, write to us for the 
name of the nearest distributor 


Manufactured exclusively by 


TECHNICAL GLASS CO., Inc. 
2025 E. 48th St. 296 Broadway 


WALWORTH 


Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 











Armstrong Bros. 


Write Today 
for Catalog 
P-10 






Reversible 
Ratchet Stocks 


This stock is indispensable on some work 
—threading pipe in awkward corners, etc. 
It will often save its cost on a single job. 
Fits all standard dies within its capacity— 
reverses instantly, and will thread a pipe 
end projecting but an inch. From the line of 
ARMSTRONG BROS. Better Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 





Los Angeles, Cal. 








New York 314 N. Francisco Ave. 








CHICAGO 











TABLES SELL 


Holiday Goods 


om 





There’s still time to prepare 
your store for the Christ- 
mas rush. Heller Double 
Duty Display Sales Tables 
dress up your store and dis- 
play. your goods with that 
irresistible appeal. They pay 
for themselves quickly in 
extra sales and_ profits. 
Beautifully and substantially 
made and finished. 





Tear out this ad and pin 
to your letterhead stating 
size of store. We will send 
you table catalog No, 76A, 
and will be glad to help you 
plan your store arrangement 
—No obligation. 


W. C. Heller & Co. 
700 Bryant St. 
Montpelier, Ohio 

or 
20 Vesey St. 
New York City 





HELLER 


BUSINESS BUILDING 
STORE EQUIPMENT 





Your trade will 
appreciate Supe- 
rior Brand Hard- 
ware Cloth. Every 
roll is a quality 
roll. Standard 
wire, — smooth, 
round wire. Even- 
ly woven. Heavily 
galvanized. 


This quality prod- 


uct costs no more. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 
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TheyLook!” 


So Fairmount Tools Sell 
Readily and Satisfy the 
Most Exacting Mechanic 




















Attractive appearance and reputa- 
tion go a long ways toward sell- 
ing hand tools to the experienced 
mechanic, but it takes real quality 
to bring him back for additional 
purchases. 


That is why the retail hardware 
merchant selling Fairmount Drop 
Forged Tools finds it easy to build 
a real hand tool business. Fair- 
mount Tools sell easily, again and 
again, because they are as good 
or better than they look. 


Certain popular numbers, which 
are made in a variety of sizes, are 
pictured here. For full details 
concerning these and other Fair- 
mount Products, write or ask your 


jobber’s salesman. 
“WOUNT 

FAIRIWOUN 

F TOOL € FORGING Co. 


lI 10611 QUINCY AVE CLEVELAND, OHIO all’ 
FAIRMOUNT TOOLS GIVE SERVICE AND SATISFACTION 


OYAL HOSPITALITY 
In the Queen City 
ikl 

























~AAIANAR 





ig SAAN AAAR . 









THE hospitality that has made Cincinnati famous 
is brought to its highest degree at Hotel Gibson. 
The unequaled appointment, service and comfort 

this famous hostelry has offered its guests for 

four generations make it the outstanding locale 

for Cincinnati visitors. 1000 rooms, each with 
bath. Rates $3.00 and up. Large, airy display 
rooms especially desirable. 


HOTEL GIBSON 


C. C, SCHEFFELER, General Manager 


Make Reservations, or Send for Booklet 


NEW YORK CITY SAN FRANCISCO CHICAGO 
1019 Flatiron Bldg. 1019, 681 Market Street 900 Wrigley Bidg. 
PORTLAND, ORE. SEATTLE LOS ANGELES 

1101 Buyers Bldg. 416 University St. 428, 510 West 6th St. 























BRIDGEPORT. CONN. 


WOOD SCREWS 


Roofing Nails Scratch Brush Wire 





Rivets 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 




















INCREASED SALES 
BETTER PROFITS 
RESULT FROM DISPLAY OF 

BLUE BIRD PRODUCTS 








U. S. Pat. Off. 





Reg. 


Highest quality—Popular prices—Beautifully fin- 
ished—Attractively packed. They meet the de- 


mand of the most careful, discriminating buyers. 





Straight and Combination Pattern Tin- 
Straight Pattern illustrated. 


ners, Snips. 


Ask your jobber or write direct. 


BERGMAN TOOL MFG. CO. 


1573-75 Niagara St. Buffalo, N. Y., U. S. A. 
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Mathias io 


4H 


\ 


& Sons 


Chicago, IIL.USA. iB 
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ACCLAIMED 


The World’s Most Practical Hacksaw 






~—Reabecs Qualiuss 
CHAMPION 


‘Forsberg Champion” Hack Saw Frame No. 


125 with Broken Blade DB 
Attachment. (Comm fa "re 


Let us give you details about the Champion also our 
new counter hack saw display—something entirely new 
in hack saw selling. 


The Forsberg Manufacturing Company 


Bridgeport Connecticut 
“Hack Saw Specialists” 








Garage Door Bolt 


Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 


Garage 
Door 
Holder 








hand or foot. 


write today to 


Phenix Mfg. Co. 
No. 50 Holder No. 52 032 Center Street, Milwaukee, Wis. 

















CLOTHES 
WRINGERS 


with the features of the latest 
washing machine wringers. 


LOVELL MANUFACTURING CO. 
ERIE, PA., U.S. A. 




















YERS CoRRON 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf steck—te 
make ible an ient for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strenyth for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


me FE.MYERS & BRO.co. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 



































Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 


lines handled by the Hardware Wholesalers. 


For example, on pages 7 to 79 it indicates by the key 
numbers 27, 60, 68 and 72 which hardware wholesalers 
handle “guns, revolvers and ammunition,” “sporting 
goods,” “toys and games” and ‘wheel goods.” 


Then, the Hardware Retailers on pages 80 and 353 who are 
rated I, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S.; and they 
too handle the products just mentioned. 


CONTENTS OF VERIFIED LIST 

Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and Foreign. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen's calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 


It really is 16 directories in one. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








Prevents accidents, broken headlights 
and bent up fenders. Operates by 


For prices and further information 
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THE ELASTIC TIP COMPANY 
@ | RUBBER GOODS AND SPECIALTIES | @ 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 















































Standardize on 
ey No. 555 GLASS CUTTER 


SKYSCRAP ER, — of ape means 
e nvass insurance 
PETE Rite bttod with the : 


The Safe Incinerator SII (KPI N 


LONG LIFE 


The very appear- ‘iiges 


ance of Sky- Ms all in the wheel 
scrapers make 


them easy to sell 

somnoage Pull Out A 

Wi is rea JUST OUT! Pull Dut A 

profit for you. a Dull Wheel 
° Sh O 

We ship them in Oo arp One 


; the STICK PIN WHEEL 
knockdown form PRESTO! PUSH into the head, where it 
* 


eae 4s ° wedges solidly into posi- 
in individual ship- tion—instantly ready for cutting. 


__ MODEL 





Homes, Stores 
Factories and 
Institutions 


: Refill wheels are furnished mounted on stick pin axles. 
ping cartons. Wheels are new Red Devil Long Life type. Cutter 
has a long *reach hegd and easy finger rest handle. 
: : Order a supply from your jobber. 

Ask your jobber or write to us 


SKYSCRAPER RUBBISH BURNER a 
EASTERN NAIL COMPANY 1165 SPRINGFIELD AVENUE 


Sole Distributors 


170 Union Avenue, Providence, R. I. IRVINGTON, N.J., U.S.A. 

















a \ 
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N 
WN 
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FAULTLESS CASTER COM PANY UN'di vena 
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Keep These Shears in the Limelight 


A very popular pattern, 


heavy duty. Powerful leverage. Will clip 
a rake handle in two. Made of best mate- 
rials and firmly secured by lock nut. Lengths: 


26, 30 and 36° inches. 
AND PRICES. 


FOR CATALOG 


REVERSE Sipe 

We also 

Potter & Swine 
ford Products 


No. 126 


The Cronk & Carrier Mfg. Co. 
100 Schuyler St., Montour Falls, N. Y. 


heavily built for 


WRITE TODAY 





make 










Branches: 
New York 


Colu m bian Pure Manila 


FACE MARKERS. The Tape-Marker contain- 
ing the famous Guarantee is placed in all sizes. 





Doubly Identified 


All Columbian Tape-Marked Rope, % inches 
and larger in diameter can be identified at a 
glance by the new red, white and blue SUR- 


Columbian Rope Company 
352-80 Genesee Street 


Auburn, N. Y. “The Cordage City” 


Philadelphia 


Rope 


New Orleans 


Tape-Marked 


Chicago Boston 

















Allith 


ROLLING LADDERS 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 





















BULL@ FROG 


This outstanding Bull Frog No. 
nationwide acceptance 
appealing with equal force to con- 


thusiastic, 
all-purpose 
tractors 
compact, 





WHEELBARROWS 


301 has met with en- 
great 
barrow 
and home 
painted red and 
Other Bull Frog barrows, carts, 
garden, farm, mine, 


It is the one 


Light weight, easy running, 


black, 


folks. 


Write for catalog. 


barrow Company 
Toledo, Ohio 


Branch Office and Warehouse 


Chicago : 
69 E. Wacker Drive 


SAMS SON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


Prva Rit aiettertecteaetrittasclatctetastulltt atti 


There IS a Difference .in Sash Cord” 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 











The Most Complete Line 
on the Market 





REZNOR MANUFACTURING CO., MERCER, PA. 





















and popular-priced. 
and scrapers for every 
mill, contracting and industrial use. 


The Toledo Wheel- 


ee’ rubbish burners | 


a 


Standard household spe- 

cialties with —_— 
Prices 

keep them turning by 

Write for catalog No. 

427 and latest price 

sheet. 


features. 


canning 


cake coolers 


racks. Wire baskets 
kitchen wire goods 


UNION STEEL PRODUCTS CO. 
ALBION, MICHIGAN 














Known and Trusted 
for their unfailing 


BROWN & SHARPE 


‘“World’s Standard of Accuracy’ 





‘UNION" 














accuracy— 
IBS 


y Wels) A 
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COES AILSteel WRENCH 


Made for heavy work. Great strength. Won- 
derful grip. The standard wrench of many 
railroad and mining companies, also machine 
shops. 


Seven sizes: 6” to 21”. Keep stocked. 


BEMIS & CALL CO., Springfield, Mass. 










First over 





the eounter 


Starrett 
Combination 
Square 





every time! 


2552 




















of CONSTRUCTION 
Construction Bit 





Made to stand the gaff of 
hard service—designed right 
to cut through wood smooth- 
ly, quickly. Write today for 
illustrated folder and price 
list. 














Snell Manufacturing Company, Fiskdale, Mass. 


Sales Representatives 
JoHn H. GranamM & Co., 113 Chambers St., New York City 











THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayten, Ohie 














Fig. 1809 Fig. 536 





Fig. 50 
MANUFACTURING PUMPS 
EXCLUSIVELY SINCE 1880 
e q 
SALEM, OHIO 
A COMPLETE LINE—A PUMP 
Fig. 80 


FOR EVERY PUMPING NEED 


| 4 & 


Fig. 125 Fig. 1531 





Fig. 516 Fig. 1444 Fig. 2085 





TAINTOR POSITIVE SAW SETS 





have Set the Standard for a Quarter Centyry. Three 
styles: No. 7, No. 7% (Double Plunger) and No. 27 
(New, Natural Grip Set). 


Send for free Book: 
Taintor Mfg. Co., 113 Chambers St., 


“Care of Saws.” 
New York City 











te 


'SOLDERAL 


REAL METAL Solder 


Packed in 
Collapsible 


Greatest Soldering Convenience 
Ever Invented. 

Every Electrical Connection 
orIntricate Job Needs ~ 
SOLDERALL. 


~ THE SOLDERALL CO.,Newark, N.J. j ¢ 
ual to Wire or Bar Solder. 4 











semen 





es | 


One of the newer 
PYREX J/tems 


T. M. Reg. U.S. Pat. Off. 


No. 164 Individual Round Casse- 
role is designed for individual 
service. 8-ounce capacity. With- 
out handles. Retails at 60¢. 
Slightly higher in the West 
and Canada. Anticipate the 

popular demand and order 


through your jobber. 





CORNING GLASS WORKS 


CORNING, N. Y. 
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Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 


Opportunity Exchange Section OPieh 26....2. 





BOXED DISPLAY RATES 


Each additional inch.............. 4.00 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies te 








Bet Solid, Minimum of 5 lines. 
Each additional line.......... 
All tals, Minimum of 5 nes. 
b rndluensl ine limne.... 
Average 10 words to a line 
Allow One Line for Keyed Address 


- - $3.00 
-60 
4.00 
80 





Discounts for Classified Advertising 
4 insertions, 10% «4 8 insertions, 15% 
° 


Remittance Must Accompany Order 


Bontrare ts Oe West ae hag 





Hazpwars Acpr is published each Thursday. 


Forms close Nine Days previous to date ef 
publication. 





Semples of merchandise, literature, may etc., gry | more than a reforwarding postage should not 








BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





FOR SALE at Phoenix, Arizona, one of the largest established ma- 
chinery and supply businesses in the Southwest which is now enjoying a 
profitable business in pumping, mining and industrial machinery and 
supplies. This concern is now sole factory agents and distributors for 
some of the largest nationally known manufacturers having an established 
A-1 financial rating and is well known throughout territory served. Reason 
for selling, owner has other interests demandi:g attention. Address Ma- 
chinery, P. O. Box 1978, Phoenix, Arizona. 





FOR RENT in the heart of the New York Wholesale Hardware District, 
office space or storage space or both with facility available to handle tele- 
hone messages, stenographic details and warehousing of merchandise. 
The advertiser is a manufacturer’s representative. Rent will be reason- 
able. Address Box 1-585, care of Harpware Acz, New York. 





FOR SALE—Hardware Store in Metropolitan District selling paints, 
plumbing supplies, hardware, housefurnishings, etc. Modern Heller fix- 
tures. Best reasons for selling. Stock will inventory about $5,000. Won- 
derful opportunity to buy a live business. Address Box 1-586, care of 
Harpware AGE, her York. 





FOR ay ete erg Paint and Hounsefurnishings store. Established 
8 years in Staten Island, New York City. Modern Duluth fixtures, clean 
stock, 2 story brick building. Will sell business or building separate. 
Grand opportunity for live man. Owner has other business. Address Box 
I-589, care of Harpware Ace, New York City. 





FOR SALE Three Story Building on Main Highway to Albany. Two 
hardware stores now occupied by owner. Plumbing Shop, Barber Shop 
and two Flats now rented. Third floor is used as store room for Hardware 
Store. Will sell all or part. Reason: Age of Owner. Address Box I-574, 
care of Harpware Ace, New York City. 


POSITION WANTED by a real Hardware Man. A store manager and 
systematizing expert on new fixtures and window , Soe would like to 
locate in New York, New Jersey or Conn. Will be at erty, —, Octo- 
ber 21. Address Box 1-570, care of Harpware Aczg, Ne ork City. 





EXPERIENCED SALESMAN with following among hardware and 
Electrical jobbing trade East of the Mississippi river would be pleased 
and major electric appliances; at 


to hear from manufacturer of small 
present employed. Address Box 1-595, care of HARDWARE AcE, New 
York City. 





POSITION WANTED by real Hardware and Steel Man with Exporters 
preferably dealing with Scandinavian, where the applicant has about 12 
years’ experience. Am thoroughly known with the arket, Importers, 
Mines and Factories. Age 31 years. Address Box I-598, care of Harp- 
warE AGE, New York City. 





EXPERIENCED SALESMAN with following among hardware jobbing 
trade, department store, and housefurnishing jobbing trade desires to 
hear from manufacturer of children’s wheel goods; at present employed. 
Address Box 1-596, care of Harpware Ace, New York City. 





HARDWARE MAN, many years’ experience in General and Builders’ 
Hardware, Wholesale and Retail, as Salesman, Buyer and Manager. 
Will make a change January Ist, 1930 or earlier. What have you to offer? 
Address Box 1-599, care of Harpware AcE, New York City. 





YOUNG MAN, THIRTY, MARRIED, WITH CAR WOULD LIKE 
TO REPRESENT REPUTABLE CONCERN IN NEW ENGLAND, OR 
WOULD CONSIDER SIDE LINE, PREFERABLY ADVERTISED 

LINE. OVER 400 ACTIVE DEALER AND JOBBER ACCOUNTS IN 
one pase ea AND AUTOMOTIVE FIELDS. F. M., 10 FAIR- 
VIEW ST., ROSLINDALE, MASS. 





FOR SALE—Having discontinued our Branches we offer for sale one 
set of modern type swinging panel door hardware shelving, rolling ladders, 
tool racks, show cases, safe and cash registers. Walberts & Timberlake, 
Columbus, Kansas. 














WANTED—Small factories making toys or household articles. Write 
us if you wish to dispose of your Be ing Patent Novelty Co., Inc., 
Fulton, III. 

POSITIONS WANTED 
~ 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 


SALES ACCOUNTS WANTED 








SOUTHERN REPRESENTATION 


Salesman having visited the wholesale hardware, 
Drug and Notion trade, also department stores 
and large retail hardware stores in the principal 
Southern Cities, for the past twenty-five years, 
and a member of the Old Guard Southern Hard- 
ware Salesmen’s Association, can add one more 
representative line. 


Box 1-591, care of Hardware Age, New York City 























EXPERIENCED SALESMAN knowing wholesale and retail hardware 
trade in Metropolitan New York intimately. Seeks position either salary 
or commission with drawing; accustomed to five thousand annual earnings; 
now employed; good appearance, capable, dependable; age thirty-five, 
Address Box I-583, care 


drives good car, Christian, married, references. 
of Harpware AGE, 


New York. 








EXECUTIVE SALESMAN desires immediate connection with manu- 
facturer, selling to Hardware Jobbers, Chain Stores, Drug Chains, and 
large Department Stores in New York. Excellent references; commission 
basis only. Address Box I-590, care of HarpwAre Acge, New York. 


DO YOU NEED DISTRIBUTION IN CANADA? Canadian Buyers 
appreciate duty paid shipments and better service. Border firm  estab- 
lished over twenty-five years has additional floor space available and 
experienced sales staff if required. Highest financial rating. Address 
Box 1-597, care of Harpware Ace, New York City. 








SALES ACCOUNTS AND DISTRIBUTION, EITHER OR BOT 
WANTED. HEADQUARTERS, DETROIT, MICHIGAN. CALLING 
UPON JOBBERS AND LARGE RETAIL’ HARDWARE AND DE- 
PARTMENT STORES. DESIRES HIGH GRADE LINES FOR 
MICHIGAN, WOULD CONSIDER EXTENDING TERRITORY. AD- 
DRESS CHARLES V. HETTS, 430 NAVAHOE AVENUE, DETROIT, 
MICHIGAN. 
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Classified Opportunities 




















7 
SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 
WANTED—One of the large manufacturers of Builders’ Hardware SOMEWHERE south of the Mason-Dixon Line is a Manufacturers’ 
making a complete line, desire$ sales representative on a commission basis Agent calling on the Hardware, Paint and Glass trade who is looking for 
for the territories now open, being States of North Dakota and South our high grade line of Glass Cutters, Glaziers’ Tools, etc. We have a 
Dakota, States of Missouri, Arkansas: States of Nebraska and Kansas real proposition to offer a consistent worker. State territory covered and 
and the State of lowa. Address Box 1-594, care of HArpwarr AGr, lines handled. The Fletcher Terry Company, Forestville, nn, 
New Yerk City. 
ROPE SALESMEN WANTED in all territories—100 per cent pure 
COMMISSION SALESMEN IN EACH STATE for manufacturer o Manila rope 17c. lb. basis. Fast selling side line, five per cent commis- 
band tools and hardware specialties. Advise territory covered and house sion. UNITED FIBRE COMPANY, 82 South Street, New York City 





represented. Address Box H-638, care of Harpwarz Acre. New York Cit: (Foot of Wall St., and East River). 








Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,’’ were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


“go” 


It looks as if hardware concerns knew where to for 


hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go” to find these oppor- 
tunities. 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


“‘Classified Opportunities Section’’ 








WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help Hardware Age is. the 
or a position, or to secure sales representatives or a sales account — tative a 
look over the offerings in the Opportunity Exchange section of pone a eu ty aad 
Hardware Age. If you don’t see just what you want, ask for it as jobbers a alt neuthine 
there is always some one who will be interested in your proposition. of the country. 
Rates on Request. 


HARDWARE AGE ,,0ppers=ivy. 239 W. 39th Street, New York 
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THE 


ADVERTISERS INDEX is published as a convenience 


and not as a part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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If you are one of the for- 
tunate dealers who have a 
DOMES of SILENCE Dis- 
play Cabinet, keep it on 
your counter working for 
you. It pays good divi- 
dends on the small 
space it occupies. 


DOMES ¢f SILENC 


Better than Casters 








If your Jobber 
cannot supply 
you—uwrite 

us direct. 


We also make all 

grades of Sliding 

Casters, Pin 

Slides, Felt Slides, 
etc. 


DOMES of SILENCE, Inc. 





























21 Pearl St., New York City 
| REAR IE ee 
SIRI am 
. The NRE SETS Baa 


Ps 


ROFIT in Screen Cloth 
is in the way you CUT IT? 


It doesn’t take much wastage in a roll of screen cloth to 
turn it into a non-profit item. Neither does it take much of 
the clerk’s time in measuring, marking and cutting to make 
a small sale unprofitable. 

That’s why Reynolds Screen Cloth is made with a 


Sun-Red Edge, Self-Measured 


being plainly marked at 6-inch intervals. It’s already 
measured and marked, ready for the shears, guaranteeing 
full roll-usage for you, and a full money’s worth for your 
customer—besides identifying quality screening for your 
trade, and preventing rust under nailing strips. 

Dealers are making new profits in screen cloth through 
Sun Red Edge Black Painted, Copper-Bronze, and AluminA 
—a screen of twice the wear of the ordinary galvanized 
kind. You can do it—with our new sales-building window 
displays. For sale through jobbers only. Write us. 


REYNOLDS WIRE Co. 


The pier DIXON 
marked and 
ILLINOIS 


self -measured 
Screen Cloth 
made. 
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10 to 30% per pound in 
favor of ATLAS TACKS 





\ 


What count do you get when you buy tacks 
or small nails by weight? 


There is often a difference of 10 to 30% in 
favor of Atlas tacks or small nails. Test 
them yourself. And remember—good, 
sharp, clean cut, correctly sized tacks are 
expefisive to make. 





Or when you buy by 
count see that you get 
the weight. There is 
often a corresponding 
difference. 


Either way, you can 
bank on Atlas tacks 
and small nails for 
quality, full count and 
full weight. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 











DENVER en 
SAN FRANCISCO * KANSAS CITY? esr. LOUIS 


SERVICE 





Branches in principal cities mean quick 
shipments and close contact with factory 
representatives for dealers handling ILCO 
products—Let us help you increase your 
turnover and your profits on these items: 
Automobile Cylinder Locks Glass Knob Sets 


Padlocks Key Blanks 
Inside, Door Sets Key Cutting Machines 


Write for a Descriptive Catalog 





@@ INDEPENDENTIOCKCO.4® 





FACTORY AND GENERAL OFFICES 


FITCHBURG, MASS..,U.S.A 
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Turn this Page, if You are Interested 
in Kindling Wood at Fixture Prices 


© aes right method,—one wrong method,—for the retail 
dealer when he buys his fixtures. Follow this buying 
law: Put your money in hardware to get it out again. Invest your money 
in good fixtures as a permanent asset. 

[he retail dealer, of course, invests many times as much money in his 
stock every year as in the furnishings of his store. It is thus natural that 
low prices on stock items should be important. But the point to be 
observed is that cheap fixtures have no resale vaiue from the moment they 
are installed in a store. 

Warren Fixtures for years have enjoyed their reputation as the best 
and most enduring made. They can justly claim the slowest rate of de- 
preciation because of careful cabinet work, design, selection of raw ma- 
terials and rigid final inspection. Your investment in Warren Fixtures 
will be not only safe but, through their selling power, an assured mone y 
maker from the start. Send the coupon for details. 


ie WARREN potenrnaiany 
G 


onomieal ~ — 
SECTIONAL DISPLAY FIXTURES 





ea age wie es ee meee @ TEAR OFF ON THIS LINE™*"™ 
J. D. WARREN MFG. CO. | 
208 W. Washington St., Chicago, III. WE aside caecess 7Gslres ee ee ree eh ee AR OR eI ene 
We want to know more about Warren Fixtures. Please send us: 


SUPE PIMA oes 5 a sii 3s Rstesisssiardis gels Sense gm a perme se ROE N a emheneaaeee ee 
0) The Warren Fixture Catalog ft Nee Bin ——— ecg 
; nformation eet for Sugges- 
dei ee ee tive Store Arrangement TO TE POPE ETE eT BEGINS = 3: 5ys shee ae aaeae 
- 
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JOHNSONS - 





Trade-mark Reg. U. S. Pat. Office 


he skates that changed a nation’s buying habits 


More genuine Johnson Skates are sold than any other make of skate 
on the market. The dealer who handles genuine JOHNSONS enjoys 
two big sales-making advantages—JOHNSONS recognized quality 


and leadershi 


plus advertising of the most effective kind. 


JOHNSONS are nationally famous as the perfectly balanced skates 
with diamond tested runners of finest vanadium tool steel. They 
sell on sight, and the satisfaction of the boy who buys them sends 
other JOHNSON customers to the dealer. Be sure to have them on 


display in your store. 


SPEED!——When and wherever 
skaters have engaged in racing, 
the name JOHNSON has been 
prominent. For 35 years more 
medals and prizes have been 
won on these skates than 

on al! others combined. 









NESTOR JOHNSON NORTH STAR 


The Famous Johnson Racer for Boys and Men 
per pair $12.00 


No. 31—skates nickel plate finish 
per pair $10.00 


No. 32—skates aluminum finish 


Nestor Johnson Hard Toe Hockey 
Outfits are used and endorsed by 
the All-American Hockey Team 


ox SUPER INCs 
Tr HE COLLEGIATE. 


A Great Hard Toe Hockey Outfit for Boys and Men 


No. 743—skates nickel plate finish per pair $11.00 
No. 744—skates aluminum finish . : per pair $10.00 
Brown leather shoes with smoked crimmings 







JOHNSONS Ladies’ Hockey Out- 
fits are actually the easiest skate 
on which to learn; their hand 
some appearance gives an add 
ed grace to skating. An all- 
around skate at a reasonable 

price. 





NESTOR JOHNSON FLYERS 


Favorites of Girls and Women 


. per pair $8.50 


No. 47—skates nickel plate finish 
. per pair $7.50 


No. 48—skates aluminum finish 


For skating either on inside rinks 
or outdoor skating ponds, this 
is the easiest, safest and most 
completely satisfactory skate. 
A real help to the beginner 
and a ov to the expert 


= 


i ee es =e 


NESTOR JOHNSON FLYERS 
Best Sellers for Boys and Men 


No. 43—skates nickel plate finish . per pair $8.50 
No. 44—skates aluminum finish . per pair $7.50 











JOHNSONS will increase your skate sales. Remember—the original 
and genuine have the full name NESTOR JOHNSON on every pair. 


F NESTOR JOHNSON MEG. CO. 
1900-1922 N. Springfield Ave., Chicago, Illinois 
Please send Window Display material 





orc oroo- 


Big Skate Week begins December 1. Be ready for 
it. Tie in with JOHNSONS National Advertising. 
Have a supply of JOHNSONS in your window. 
We will furnish you with window displays, 
catalogs, folders, etc. 


NESTOR JOHNSON—The World’s Largest Manufacturer of Tubular Skates 











